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With Which is Combined 
(00D HARDWARE 





CASTERS AND FLOOR PROTECTION EQUIPMENT 


OVER 20,000,000 
SOLD IN 1933... 


True leadership in industry is proved in 
lean years. It is then that quality of 
product plus sound business and sales 


policies score most heavily. 


Lower distributing costs continue The 
Bassick Company’s policy of selling 
through established and recognized 


wholesale distributors of hardware. 


Every hardware and housefurnishing 
dealer can make Bassick casters and 
related floor protection equipment prof- 
itable items. 

Write now for simplified, up-to-date 


stock suggestions. 





THE BASSICK COMPANY 
BRIDGEPORT CONNECTICUT 


7 he Hardware Dealers ' Magazine” Published Ever Y Other T, hursday 














BUYING WHITE 
ELEPHANTS OR 
SELLING BRUSHES? 


O buy brushes sole- 
ly because they are 
"cheap" or because a 
''special concession’ 
is offered is hazard- 
ous. If the items fail 
to sell readily, they 
become "white ele- 
phants" that eat up 
profits. This is one of the evils of buying 
brushes from too many sources of supply. 


Furthermore, no merchant can afford to buy 
what he can't readily sell. He must keep his 
brush stocks moving to make profits. 


In one move, the independent merchant can get 
the "strangle hold" on his brush business. 


By concentrating on Osborn Brushes (which meet every need) he can 
simplify his buying, control his stocks, quicken his turn-over, and i increase 
his profits. 


Ask your jobber to supply you with Osborn Brushes. If he can't, write us. 


THE OS80RN MANUFACTURING COMPANY 


‘ NRA 
5401 Hamilton Avenue - Cleveland, Ohio a 
Sales Offices: 
New York, Detroit, Chicago, San Francisco 


wt owove nant 


CONCENTRATE ON 


a 





PROTECT YOUR PROFITS 
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O COMPLETE the YALE 

line of Padlocks—to give 

hardware dealers a fine 
quality, 1934 model YALE Pin 
Tumbler Padlock which they can 
retail at $1, we present the new 
padlock known as No. 773. 


This is by no means “just another 
padlock”. There is a real reason 
why we have designed and built 
it—to fulfill a definite need in the 
YALE series of Pin Tumbler 
Padlocks. 


Number 773 is presented in the 
most popular padlock size—1% 
inch case—and at the most pop- 
ular padlock price—suggested re- 
tail price $1. 

Note the specifications over the 
accompanying picture. We feel 
confident that this fine new YALE 
Padlock will quickly become one 
of the fastest sellers in your en- 
tire stock. 


A NEW 


~Y¥ A LE 
PADLOCK 


NUMBER 773 


5 Pin Tumblers. Case is made of 
a solid block of extruded brass, 
wheel polished. It is strong and ex- 
tremely attractive. Hardened steel 
shackle 9% inch in diameter, with 
7g inch clearance. Shackle has 
bright rolled cadmium finish. Two 
nickel-bronze keys. There are 1800 
key changes and 800 good master 
key changes under one master key. 
Each lock’ individually boxed and 


packed six to the carton. 














THE YALE & TOWNE MFG. CO. 


STAMFORD, CONN., U.S.A. 
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Take the “nuisance” out of your 
Screen Cloth Selling. 





A brand new idea in Screen Cloth Merchandising for dealers 
of Gold Strand Screen Cloth. This merchandiser not only creates 
more sales by keeping the Cloth on display, but it saves time, 
energy and room. No more handling of rolls every time a cus- 
tomer makes a purchase. No big accumulation of short ends. 
No waste of valuable floor space for a big counter on which to 
unroll, measure and cut the cloth. The Gold Strand Merchandiser 
avoids these losses and keeps your stock, neat and attractive. 
A glance at the Gold Strand Measuring Tape attached to the 


AMERICAN WIRE FABRICS CORPORATION, 
Subsidiary of Wickwire Spencer Steel Co., 41 East 42nd St., 
New York City; Buffalo, Chicago, Tulsa, Worcester; Pacific Coast 
Headquarters: San Francisco; Branches and Warehouses: Los 
Angeles, Portland, Seattle. Export Sales Dept.: New York City. 


The Gold Strand Measuring Tape is more than an 
identification of quality. It’s a 100 foot measur- 
ing tape fastened to the selvage of the netting. 


selvage of the cloth shows the exact measurement. A turn of 
the crank winds the cloth from any of the rolls over the cutting 
bar... and a sharp rotary knife cuts a clean, true edge. The 
cloth is rolled ready for wrapping. Here is what you have been 
looking for...a sturdy, attractive, efficient display and dispensing 


rack, delivered assembled at a price you can andwill gladly pay... 


S INSECT SCREEN CLOTH 
with the GOLD STRAND measuring tape 
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See GOLD ae “MERCHANDISER 





THE 


GOLD STRAND: ae | GOLD STRAND 
MEASURES the cloth as you sell it. ae 
CUTS perfectly on either the Gold Strand 
Merchandiser or counter. MERCHANDISER: “3 SER 
INVENTORIES without unrolling or weighing. ELIMINATES vee ends and MERT HANI 


GIVES the customer a receipt of measurement handling of ro 


ELIMINATES all unrolling and re-rolling. SAVES floor space. .* of. Gg. 10. 


STANDS for cloth perfectly woven of full- DISPLAYS complete range of sizes. 
gauge wire. Made to U. S. Bureau of ELECTRICALLY welded. ©. Cesnan.™ 
Standard Specifications. LOW priced. 
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Stop Friction! 























P | 


No. 42 
Trolley 
Hanger 


(Above) 





No. 50 
Trolley 
Hanger 


(Above) 














No. 54 

Trolley : . 

aad 1. Quiet action always assured 
wing 2. Perfect ease of manipulation 


3. Continuous and efficient service 
HESE three salient features are decisive fac- 
tors in winning new trade for the already 

popular National Trolley Hangers. 

The stout pressed-steel wheels of National Hangers 

glide along with perfect freedom. Roller bear- 

ings help carry the load of the sliding door. 

Friction is banished. 


No. 52 " 
Soakhes handle the heavy load. 
ee J These hangers have a heavy embossed drop strap 








With Natienal 
Trolley Hangers 


There is a specially designed style of hanger to 
serve the light door and a rugged, heavy type to 


for added strength and possess exclusive adjust- 
ment features. 


The No. 51 Trolley Rail, made of heavy-gauge 
steel, provides a perfect tread for the gliding 
hanger wheels and can be easily and rigidly in- 
stalled with the brackets designed specially for 
the purpose. | 
There is a profitable market for this hardware 
in your locality. 


National Manufacturing Co. 


Sterling, Illinois 


National hardware is sold direct to 

the retail dealer—a policy that 

promotes quality, service and direct 
selling cooperation. 


No. 51 Trolley Rail 
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KEYSTONE Home Workshop Circular Saws, 
“made by DISSTON in U. S. A now are 
being advertised in the Homecraft publications: 





Popular Mechanics ; 





Popular Science Monthly - 
Popular Homecraft: and 
The Home Craftsman 


These magazines will carry forceful messages from Disston telling 
homecrafters and others who operate small electric bench saws 
about the extraordinary values Hardware merchants are offering 


at popular prices in 4a ale) |4 Home Workshop Saws 


This advertising will pep up things for dealers who feature 
KEYSTONE Saws — the circular saws made by DISSTON that 
sell at popular lala 2 ile! still leave the Hardware merchant a 


Totoro] business like margin 


Look over your stock NOW should you need certain sizes, 





or an Introductory Sales Stock Display assortment, write your 





jobber or give your order to his salesman 


HENRY DISSTON & SONS, Inc. 
Philadelphia, U.S.A. 


V Check over your stock NOW-—get the 
small circular saw business that has 


been going past your door! 
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ABW 


Shovels Electric Seam Weld 


OR over a century the welding of the front strap to the blade of a plain back shovel has been 
F accomplished by a Fire or Hammer weld operation. But today, due to the extraordinary 

advances in the art of electric welding, all ABW Plain Back Shovels have the front strap 
electrically welded to the blade. 


The weakness of the Hammer weld is found: (|) In the difficulty of heating both the strap and 
the blade to a proper or welding heat; (2) The weakening of the blade by hammering the top strap 
partly into the blade, thereby reducing the gauge and strength of the blade, as shown in Figure |. 


The features of the ABW Electric Seam Weld are: (1) The electric heat passing through the area 
to be welded is so intense that the blade steel and the strap steel become molten and are actually 
fused together into one piece of metal—not just stuck together; (2) After welding the smoothing 
hammer is used, but as area Z is now one piece of metal, the strap cannot be driven into the blade; 
(3) The electric heat is absolutely controlled. 









































HAMMER WELD ELECTRIC SEAM WELD 
STRAP —{f 3 Se sTRAP 
SHOVEL . 
BLADE ; = pape ; 
Before Before 
— ‘ 
. A B Cc 
Fig. 1 
After After 
A—Original blade thickness. Z—Strap and blade have become 
one piece of steel by melting 
B—Blade thickness after hammer and flowing together of adjoin- 
weld ing metal of each—note thick- 
ness of metal at weld. Strap 
C—Welded area cannot be driven into blade. 


Both have been melted into one 
piece of steel. 


ABW is the only manufacturer of Plain Back Shoveis 





TOP using the Front Strap Electric Weld, and has spent over 
An ABW ‘ ‘ Ro . 
Operator Elec- $60,000 to perfect this single operation, in the belief 

tric Welding a 


that the best strap shovels can be made only by electric 
seam welding. 
The front strap is the heart of the plain back shovel, 


Front Strap. 


oa ies and it is here that the real test comes. Look to the Weld- 
Strengthof he ing for Service, and when you buy ABW Plain Backs you 
retained by will find that the electrically welded front strap is one of 
re the reasons why you are getting the Best. 
ASK YOUR JOBBER EW 
PARKERSBURG, W. VA. NORTH EASTON, MASS. 
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HERE THEY ARE:-:- 





THE NEW 940 SERIES 


Coleman 
ss: |nstanit-Gas Ranges 











==) with 





| Model No. 941 


THEY HAVE 


1934. will be a big year for Coleman Stove dealers 
--. a Selling Year! T e new 940 Series of Coleman 
Instant-Gas Ranges will help make it so. They have 
everything ...sales appeal from every angle: 


Modern style and design. 


Amazing new improvements, which include new 
Band-A-Blu Burner with its increased heating effi- 
ciency, wider range of cooking heat and feaee 
fuel cost. 




















Dept. HA21, Wichita, Kans.; 


Name 


DE - 
a@Rosteneg 










MA 












Model No. 940 


EVERYTHING 


New Dial-Type Safety Carburetor Valve with 


positive fuel control and safe, simplified operation. 


Twelve new models for every cooking need at 
prices to fit every purse. 


Salesmen are being routed to give personal 
demonstrations and trade information as fast as 
possible. If you are interested in a profitable 
Coleman franchise, fill in and mail Coupon. No 
obligation on your part. Do it now. 








Model No. 947 Model No. 948 


THE COLEMAN LAMP AND STOVE COMPANY 


Chicago, Ill.; Philadelphia, Pa.; Los Angeles, Calif.; Toronto, Ontario, Canada 


Send me the new catalog showing the 1934 line of Coleman Instant-Gas Ranges 
in full colors. Also complete information about your Stove Dealer Franchise. | 











Model No. 949 Address 
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We present here the latest creation in cook- 














ing utensils... More beautiful, more durable, 
more sanitary and very much more econom- 
ical to use ... In this enamelware, cooking ex- 
perts and artists have combined their latest 


ideas... The result is a line with super sales 


COPPER TOP 


stainless enamelware 


power...A line which the feminine eye or 
pocketbook cannot resist. Copper Top Stain- 
less Enamelware brings to the housewife six 
unusual time saving, labor saving, money 
saving advantages...features which point 


the way to greater profits for you. 


SIX REASONS WHY 
Copper Top Stainless Enamelware 


IS EASIER TO SELL 


STAINLESS .. . Immune to vegetable or animal 


acids. 


STRAIGHT SIDES and wide, heat-conducting 
black bottoms save 20 per cent to 40 per cent 


on fuel. 


NEW EFFICIENT SHAPES, non-tipping, easy 
pouring, more durable, more economical to use, 


easier to clean and more convenient to handle. 


EASIEST TO CLEAN, special hard-surface, non- 
porous enamel. Soap and water will remove all 


discoloration—no scraping or scouring necessary. 


RICH COPPER COVERS ... nickel lined, with 
“cool-grip” Bakelite knobs. Square modernistic 


bails on Tea and Cooking Kettles. 


TRIPLE COATED ENAMEL in green or ivory 


porcelain enamel on heavy gauge seamless base. 


BUTLER BROTHERS 


NEW YORK CHICAGO 


MINNEAPOLIS 














\COPPER TOP WARE ¢ 
STAINLESS ENAMELWARE 
easy to o 


COPPER TOP 





COPPER TOP 
SIEMEST UTW 
CIANME WARCE 
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DALLAS 














ST. LOUIS BALTIMORE 
SAN FRANCISCO 


WITH EACH 
INTRODUCTORY DEAL 


COLORFUL TAGS 
FOR COVERS 
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SAUCE PAN 
Easy Pouring, non-tip 
Actual capacity 
', 12, 2 and 3 quarts 


8 CUP PERCOLATOR 


A smart new coffee-maker. Mile 


— >. 
ee Actual capacity 


_ 








DUTCH OVEN. Self-basting cover retains all 
the flavor. Actual capacity 6 quarts 


SEAMLESS TEA KETTLE 
Off center Bakelite handle 
for easy pouring. 
Actual capacity 5 quarts. 


- — 
—— — 


= 


—_— 


DOUBLE BOILER 

Large water capacity. 
Actual capacity: inset 1) 
quarts, bottom 2 quarts. 


COOKING KETTLE | 


Efficient straight sides 


-> 


b= . 
3, 4, 6 and 8 quarts 


f 
j 


iolele) qi Nice Jens 


Efficient straight sides 


Actual 


capacity 


3, 4, 6 and 8 quarts 


2 
Fa 
7, 
2 
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COPPER TOP STAINLESS ENAMELWARE 


She key to new customers 


@ When you sell a piece of ordinary ware that's 
the end of it. @ BUT when you sell a Copper Top 
Stainless Utensil you have put a permanent ad- 
vertisement in a home which will bring the house- 


wife in for more and make her neighbors your 


FEBRUARY 1, 1934 


customers. @ Be the first to show this beautiful 
new line. @ For prices see the insert just inside 
the front cover of “Our Drummer” catalog January 
Sale edition) now on your desk, or write the Sales 
Manager at your nearest Butler Brothers’ house. 
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BIG NEWS fee: A.c%ae 
sand were tlling ut. 
in a BIG WAY! 
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TEEL Wool Pads—Layer Built! It’s a big story 
that will grip the interest of steel wool users 
everywhere. So we are telling it on a big national 
scale—in America’s biggest, best-known publica- 
tion — The Saturday Evening Post. Half and 
quarter pages— starting this month—a complete 
program with an advertisement every second or 
third week. Read about this big layer-built feature 
in the ads reproduced here — and write today 
for free sample pad, prices and full information. 


We appreciate it when you 
specify Sun Ray Steel Wool 


THE WILLIAMS CO., Dept. H-2. London, Ohio 
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National Screen Doors and 
Window Screens are “star 
performers” for the hardware 
dealer who sells them. They 
give him a wide variety of 
styles to suit his customers 
without loading his stock- 
room with unnecessary goods. 


National Screen Doors and 
Window Screens are made of 
materials that last and are 
constructed by methods that 


"SCREEN STARS: 





assure satisfaction. The wire 
cloth stays sag-less after 
many a hard summer’s use. 
Note in the accompanying 
illustration how the doors are 
mortised and tenoned. 


National Extension Window 
Screens have steel-runners 
that make them easy to open 
and close. They have angled 
steel center bars that keep 
them flyproof. . 


ASK YOUR JOBBER 


Your jobber can tell you about the complete line of National Screen Doors, 
Window Screens and Ventilators. They are made in a wide variety of styles 
and at prices that please customers and keep them pleased. He can give you 
quick deliveries. 





All National Screen Doors are mortised and tenoned. 
They are then pinned securely with steel dowels. 
This is the strongest construction possible. 


Sales Offices—253 Broadway, New York City 


NATIONAL SCREEN COMPANY 


I \Teve):1@)sV 120) 


SUFFOLK VIRGINIA 
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SV hen your customers want 
the window glass that’s 


FREER FROM SURFACE DEFECTS... 





ERE’S another good reason why Penn- 
vernon Window Glass is easier to sell: 
it is remarkably free from the surface scratch- 
es, burns, and markings which often impair 
the brilliance and reflectivity of a window glass. 

But prove it for yourself. Make the actual 
comparison described on this page... and see 
if we’re not right! 

Of course there’s a reason. This is it: during 
the process of drawing Pennvernon Glass, no 
traction rolls, no foreign substance of any kind 
can touch and mar the surfaces of the glass 
until the sheet is cooled and finished beyond 
possibility of injury. 

Actual comparisons of Pennvernon Glass 
with other glasses will also show you that 
Pennvernon has greater transparency, more 
permanent whiteness, and better color trans- 
mission properties. 

All these qualities make Pennvernon a pro- 
fitable window glass to handle in your busi- 
ness. This better glass is available in single 
and double strength and in thicknesses of 3” 
and 1%", at the warehouses of the Pittsburgh 
Plate Glass Company in all principal cities, 
and through progressive glass jobbers and 
sash and door manufacturers. Write for 
samples to examine personally. Pitts- 
burgh Plate Glass Company, Grant a 
Building, Pittsburgh, Pa. oe 


memnee 


MAKE THIS COMPARISON: Take a sample 
of Pennvernon and samples of other sheet glasses. 
Examine them impartially for brilliance of 
finish, for freedom from surface defects... on 
both sides of the sheet. You will find that Penn- 


vernon wins. 


Pennuernon 


WINDOW GLASS 
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_ WHO BUT NORGE. 


ro WOULD THINK OF IT? 


Right at a time when already there is 
a wide gap of distinction between 


Norge and ordinary refrigerators, comes 


A NEW, FINER NORGE 











* NORGE Fea, 
Cs Ye, 
<= s 
* 
STANDARD IN 
LEADING 


MODELS 















An im- 
proved 
Door Latch, 
opens at 
a touch 







Frozen- 
dessert Tray 
for making 
delicious 
desserts 


Conven- 
ient Butter 
and Cheese 
Rack 


THE ROLLATOR 
The powerful Norge 
cold-making mechan- 
ism, the Rollator, is 
simple, with only three 
moving parts. A roller 
rolls and there's ice. 


FEBRUARY 1, 


Improvements that you can demonstrate 
—new, practical convenience features— 
distinctive beauty—everything your 
customers could want in an electric 
refrigerator is built into this new 1934 
Norge Rollator Refrigerator. It’s going 
to be easier than ever to sell this new 
improved Norge. 

The famous Rollator cold-making 
mechanism alone has been enough dis- 
tinction to create enviable sales records 
for Norge dealers. Now Norge has all 
these other features, plus outstanding 
beauty, leadership in cabinet design, 
and proved economy. Write, wire or 
phone today for details. 












3 Ce 
STANDARD IN 
LEADING 
MODELS 










Holds six- 
teen eggs 
safe from 
cracking 







justable 
Shelves easily 
arranged 
for large 
articles 

















works auto- 
matically as 
door opens 


NORGE CORPORATION; 


Division of Borg-Warner Corporation, 
606-670 E. Woodbridge Street, Detroit, 
Mich. « Manufacturers of Rollator Re- 
frigeration « Electric Washers « Broila- 
tor Stoves « Aerolator Air Conditioners. 
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UNION Hack Saw FRAMES 


. 








No. 2170 Adjustable Frame for 
Blades 8 to 12 Inches 


Heavy 


G 
enameled handle with screw adjustment for tightening 
blade. Depth of frame 3% in., steel % in. wide. 

No. 2171. Same as No. 2170 but includes one blade 
with each frame. Packed one in a cardboard box. 

No. 2160. Same construction as No. 2170 except that 
frame is made 2% in. deep by % in. wide. 

No. 2161. Same as No. 2160 but includes one blade, 
with each frame. Packed one in a cardboard box. 


Well Made Waa 
FRAMES . a ext: 


; | No. 2140 for 10 Inch Blades 
That Sell Readily | Non-Adjustable 


2140 Non Adjustable, Nickel 


At POPULAR PRICES ~S\ > Be Sess 


of frame 3'/2 in., steel % in. wide. 
No. 2141 Same as No. 2140 but in- 


Union Hack Saw Frames are made by men \ S am ee 
who understand requirements. These sturdy 

frames are quickly and rigidly adjustable to 

accommodate blades of different lengths. 

Once correctly adjusted they hold and keep 

the blade at the proper tension until released. No. 2150 
This results in a saving of blades which every shown 
user of hack saws appreciates. 7 opposite 


Made in six patterns from 2% to 3% inches . is fully 
deep to meet the requirements of the most  @& 3 described 
skilled mechanic as well as the average ty, below 
householder. Dealers will find Union Hack 

Saw Frames ready, profitable sellers at their 

popular prices. 


Your Jobber qaRoware Conran Send For 
Will Supply Latest 
GFE OUR CONDENSED Cara 


You Promptly "Eassinhed 3008 Tool Catalog 
33 DIRE 


TORRINGTON, CONN. INTHE HARDWARE hee 
New York Office 151 Chambers St. 





SCREW HANOLE 
AQJUSTMENT = 


. No. 2150 Adjustable 8 to 12 
No. 2115 Adjustable Frame for Inches 


Blades 8 to 12 inches No. 2150 as shown, Adjustable Frame, Nickel Plated. No. 2175 Adjustable Frame 


Black enameled handle with serew adjustment for For heavy duty. Nickel plated—highly polished. Strong 
No. 2115 as shown. Adjustable Frame, Nickel Plated. tightening blade. Depth of frame 2'/2 in. steel % in. steel connection with double end adjustment giving 
Corrugated steel pistol slp with dull nickel finish. wide. maximum strength when frame is fully extended. 
Wing nut adjustment for tightening biade. Depth of No. 2151. Same as Noe. 2150 but Includes one biade Corrugated steel pistol grip, chromium plated. Wing 
frame 22 in., steel % in. wide. with each frame. nut adjustment for tightening biade. Depth of frame 
No. 2116. Same as No, 2115 but includes one blade Packed one in a cardboard box. The “Union” Line 3% in., stee n. wide. 
Ith each as No. 2176 same, but Includes one blade with each frame. 

boar: X. 


w e. includes patterns for household use as we 
Packed one in a cardboard box. mechanics. Packed one in card 
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Screen Doors—Window Screens 


SAVE MONEY 


Use Distribution Cars! 


Reman DEALERS should readily see the advantage of placing 
their orders for Screen Goods with Jobbers now for shipment in 


Continental Distribution Cars. 


Distribution Cars will commence moving soon in order to get Screen Goods 


to all Retail Dealers in plenty of time for the Screen Season. 


We ask that you send your specifications promptly for Screen Doors and 
Window Screens, so that we may know just what goods to manufacture—and 


thus, by co-operation, give you good service. 


We Will Start Shipping Distribution Cars Early in March 


SCREEN DOORS—-WINDOW SCREENS 


Combination Screen and Storm Doors 
Knocked Down Window Screen Frames 


Continental Screen Company, Detroit, Mich. 
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Actual size of sheets 9% oy 12 inches 
over all; writing area 8% x 11% 


Price—$1 for 200 sheets (400 pages). 


Retailers Designed This New 


Hardware Age Inventory Sheet 


E asked 1000 leading retail hardware 

merchants to help us design this new 

HARDWARE AGE INVENTORY 
RECORD SHEET. Here is the result, a new 
sheet, a new size, a new form and a NEW 
LOW PRICE—$1 for 200 sheets. As these are 
printed on both sides, this means $1 for 400 
pages of inventory record sheets. Each page 
takes 28 items, one to a line. Your dollar in- 
vestment provides inventory entry space for 
11,200 items. 


In the past thousands of retail hardware 
merchants and wholesalers have used millions 


of the HARDWARE AGE INVENTORY 
SHEETS, because they were simple, conven- 
ient and handy to use. The new form of sheet 
is even more simple, more convenient and 
easier to use. Our entire effort was directed 
toward making annual hardware inventories an 
easier job. 


The new HARDWARE AGE INVEN- 
TORY SHEETS will fit the standard HARD- 
WARE AGE INVENTORY BINDER used 
by thousands of dealers. Send your dollar 
with your order for 200 of new inventory 
sheets to 


HARDWARE AGE 


239 West 39th Street 


New York City 
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lubricated Peters FILMKOTE 


e bore of the gun clean 





_.. the new secretly 
Cartridge that keeps th 






| HE Peters Ballistic Institute has done it again! Solved the 
problem of gun “fouling!” With FILMKOTE®, a secret and 


invisible process of lubrication that keeps the bore of the gun 






clean—the course of the shot true. The Filmkote Cartridge 
looks—and is—clean. It has no oily, filmy feel; it picks up no 
lint, tobacco shreds or foreign particles. It insures uniform barrel 
condition at sub-zero or 100 degrees. The day of greasy, sticky, 


NY fouling cartridges is gone—a better, truer, cleaner cartridge is here! 
Ge *Now available in all Peters .22 rim-fire cartridges. 


Get in your order for Filmkote Cartridges now. Feature them—in 
your window, on your counter. And watch for that big, smashing, 
sales-making center spread in The Country Gentleman next month! 
THE PETERS CARTRIDGE COMPANY, Dept. B-22, KINGS MILLS, OHIO. 


PETERS 


AMMUNITION YOU CAN SELL WITH CONFIDENCE 








B A N G | Look how Peters helps 
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Here’s A Birp’s-gye Virw of the smashing FILMKOTE 
spread that appears in the March CouNntTRY GENTLEMAN to give 
your customers an eye-full. And the contracts have been signed for 
PLENTY MORE of these high-velocity spreads to run in 1934! 


Peters is priming your 1934 sales with one of the straightest-shooting, hardest-hitting, month-after- 
month advertising campaigns ever put behind any ammunition. Big. High powered. Compelling. 


That’s the biggest ammunition campaign in all the history of The Country Gentleman, with its 
mammoth circulation of more than one-and-one-half millions! Not half pages. Not single pages. 
But big, dominating spreads! And that’s not all. You'll see Peters advertising (and so will your 
customers) in Field and Stream, Outdoor Life, Sports Afield, Sportsmen’s Review, American 
Field, Progressive Farmer, other magazines. On the cartridges developed by the Peters Ballis- 
tic Institute for finer standards of accuracy. On Peters Shells—at the time of the big trap and 
Skeet shoots and all through the hunting season. 


That advertising will send the hunters and sportsmen in! That advertising will send the 
dollars in! That advertising will shoot up your profit on Peters for 1934! 


PETERS 


AMMUNITION YOU CAN SELL WITH CONFIDENCE 
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A Way to Make 
LINSEED OIL 
——_= PROFITS 


@ HUNDREDS of dealers are discovering how to convert linseed oil from a 


profitless bulk item into a money-making specialty. You can do it too in 1934. 





The product these dealers sell is Kellogg’s Improved Boiled Linseed Oil . . . in 
the new 5-Gallon Sealed Containers. Their method is to merchandise it, not in competition 


with cheap raw linseed oil, but as a superior specialty at a price that returns a fair profit. 


Experience proves that master painters are willing to pay a premium for the 
genuine Kellogg product. A thousand painters a year send for samples of Improved Boiled 
-.. test it... learn that it’s better. Well over a million barrels of Kellogg’s Improved Boiled 


have been sold. 





The refinery-sealed pail definitely marks Improved Boiled as a superior spe- 
cialty. It protects the consumer from inferior linseed oil substitutes ... insures absolute 


purity and uniformity . .. removes linseed oil from the non-profit class. 


Don’t deprive yourself any longer of money that 
you should be making. Put Kellogg’s Improved Boiled Linseed 
Oil in stock now. Offer it for sale at a legitimate price mark-up. 

Give this part of your business a 


new lease on life. 


SPENCER KELLOGG AND SONS 
SALES CORP’N 
Special Oits Department 
Buffalo, N.Y. 


“yn 


In response to magazine advertising, every 


year hundreds of master painters send for : ED 
samples of Improved Boiled Linseed Oil. PROV 
P F : BOILED 
i eed INEDIBLE 
. els ee 
} Manufactured only by 


SPENCER KELLOGG & SONS. INC 
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Anmone your customers you know a man 
who is “well thought of”, and when you say 
that you say a lot. The words suggest a 
character of dependability and reliability. It 
includes personal liking and respect for ability. 

There are tools like that. Nicholson Files 
are an outstanding example. Your customers 
think well of them because they have proven 


Ge whhsDst 
e gs & 


‘their ability to deliver quality service to their 


owners. They have shown that they can be 
depended upon. 

Because they are “well thought of”, it pays 
you to sell Nicholson Files. The value they 
give those who buy them will make those file 
users think well of your store. 

At your jobber’s. Nicholson File Com- 
pany, Providence, Rhode Island, U. S. A. 






NICHOLSON FILES eso 
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This NEW DEAL in 
Fence Selling 





Averican STEEL & WIRE COMPANY Fence Dealers have had made available to them a “new deal” in 
fence selling. This progressive step forward is based on the strong bond that exists—a common cause 
for mutual good—between the farmer who purchases fence and the dealer who sells it to him. The use 
of fence is essential to agricultural development—and to increase its service and efficiency, through 
proper selection and perfect stretching, is the shortest path to farm prosperity—and consequent 
greater sales volume. The ‘new deal,” then, is an exclusive merchandising achievement—a decided 
step forward. Today—as in the past—a great majority of farmers purchase fence on the basis of 
experience—-on its time proved record of performance—on its demonstrated ability to serve longer 
and more economically. The fence they choose is Zinc-Insulated Fence—the largest selling brand 
in the world. Capitalize on this great preference. 


® 


American Steel & Wire Company 
Zinc Insulated Fences, Steel Fence Posts and American 
Steel Gates have definitely established themselves 
as the fastest selling items in their respective fields. 











AMERICAN STEEL & WIRE COMPANY 


208 South La Salle Street, Chicago SUBSIDIARY OF NrreD JAS stares STEEL CORPORATION Empire State Building, New York 
94 Grove Street, Worcester AND ALL PRINCIPAL CITIES First National Bank Building, Baltimore 
Pacific Coast Distributors: Columbia Steel Company, Russ Bldg., San Francisco Export Distributors: United States Steel Products Company, New York 











FEBRUARY 1, 1934 23 











Stir Up Business / 
by Going After It e 


USE OUR ADDRESSING SERVICE FOR YOUR 


DIRECT MAIL SALES EFFORTS 


and assure yourself Maximum Success at Minimum Mailing Cost 


THE REASON WHY? 


Hardware Retailers with 
Names and Addresses Verified and Corrected 


RIGHT UP TO THE MINUTE OF ADDRESSING 


Addressed According to Annual Sales Volume as follows— 


12493 MAJOR HARDWARE RETAILERS whose sales exceed $30,000.00 
annually and who account for more than 80% of all hardware retail 
sales. 


7126 HARDWARE RETAILERS whose sales are between $20,000.00 and 
$30,000.00 annually. 


164437 HARDWARE RETAILERS whose sales are less than $20,000.00 

annually. 
Only our many years daily contact with the hardware trade publishing 
HARDWARE AGE and HARDWARE AGE VERIFIED LIST makes | 
possible such An Addressing and Mailing Service Nowhere Else Obtainable. | 
We Gladly Make It Available to You at Rates that are Extremely Moderate. | 


WRITE FOR PRICES 


HARDWARE AGE DIRECT MAIL ADDRESSING DEPT. 
239 West 39th St., New York 


Gentlemen: 
Kindly advise me your charge for addressing a mailing as checked. 
(J 36092 Hardware Retailers (Complete List). 
(_} 12493 Major Hardware Retailers whose sales exceed $30,000.00 Annually. 
_] 7126 Hardware Retailers—sales $20,000.00 to $30,000.00 Annually. 
() 16473 Hardware Retailers—sales less than $20,000.00 Annually. 


(1 ENVELOPES 
(1) BROADSIDES —to— 
—] CIRCULARS 
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- FENCES - 
COME FIRST 






... FARMERS NEED FENCES 
more than any other item of farm equipment... . 


Although farmers have neglected their fences for several years, their 
fence needs have kept right on piling up. The longer they put it off, 
the more fence they will have to buy in the end. e A lot of fence 
will be bought in your community because farmers need it more than 
anything else about the farm. And they can get the money: The 
government’s farm credit expansion encourages the purchase of such 
needed items as fences and equipment rather than non-essentials. 
e@ Because of its ability to withstand the ravages of weather over a 
long period of years, Pittsburgh Farm Fence is an investment that 
will be paying returns long after inferior fences have given up the 
ghost. Pittsburgh Farm Fence, both stiff-stay and hinge-joint styles, 
are made of rust-resisting copper-bearing steel, super-zinced as an 
additional protection against corrosion. Always in demand, Pitts- 
burgh Poultry and Pittsburgh Chictite fences enjoy a steady sale and 
are an excellent item for any dealer to stock at all times. 


PITTSBURGH STEEL 


wee! Pilisburgh 


NEW YORK DETROIT CHICAGO ST. LOUIS 


PHILADELPHIA DALLAS SAN FRANCISCO ie I } Cc e 


ATLANTA MEMPHIS SYRACUSE 
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PROOF FOR ‘THE STATEMENT 


Plymouth Rope is 
the most profitable 
rope to handle 


* The Rope 
Itself 


Made of carefully selected pure 
Manila fiber by skilled rope- 
makers, Plymouth Ship Brand 
Manila Rope excels in every 
quality which determines a fine 
rope — strength, wearing qualities, smooth finish, flexibility and 
long life. © Among rope users whose work involves the safety 
of life or valuable property the choice is invariably Plymouth. 





New ... Exclusive 


PLYMOUTH ROPE 
SALES-MAKER 


Easy to install . . . no disturbing or rope stocks 
. . « lasts a lifetime . . . the SALES-MAKER 
displays rope for all to see. A unique measuring 
device on the back records the number of feet 
accurately and quickly. A handy V-blade cut- 
ting device cuts the rope instantly. 


In actual store use the SALES-MAKER has in- 
creased rope profits because it — 





Reminds customers of their Rope needs. 
Increases Rope Sales. 
Sells a greater variety of Rope Sizes. 


Saves time in handling Rope. Q, es 
Is especially adapted to the sale of Rope 6, ere 
by-the-foot. 7535 


Write us for full information on the SALES-MAKER. 
SALES BRANCHES 


PLYMOUTH CORDAGE COMPANY yew york Boston New Orleans 


North Plymouth, Mass. and Welland, Canada Baltimore Chicago San Francisco 


PLYMOUTH 


* SHIP BRAND MANILA ROPE e 


THE ROPE YOU CAN TRUST 





Here’s 
MORE PROOF 


s 
The Rope Itself 


Acceptance by 
Rope Users 


For over 109 years Ply- 
mouth Rope has been the 
choice of discriminating 
rope users. They have 
found from experience that 
it gives more value in safe- 
ty and service. Everywhere, 
Plymouth Rope is known as 
“The Rope You Can Trust.” 


Advertising 


The Plymouth Cordage 
Company advertises its 
products regularly to many 
classes of users—the people 
upon whom you depend for 
rope sales. This advertising 
builds business constantly 
for Plymouth Dealers. 


Sales Helps 


Attractive window dis- 
plays, counter displays, cir- 
culars, booklets and in- 
structive charts are offered 
to all Plymouth Dealers to 
help increase their rope 
sales. 


Plymouth Rope 
Sales-Maker 


A remarkable new store 
display fixture which offers 
dealers an opportunity to 
display rope in a modern, 
effective way. Nothing like 
it hasever been offered deal- 
ers before. It is one of the 
many sales advantages en- 
joyed by Plymouth Dealers. 


The Company 
behind 
Plymouth Rope 


A record of over a century 
of fair dealing with the 
trade assures you of uni- 
formly high quality of 
product and active co-oper- 
ation in helping you to in- 
crease your rope business. 
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BY THE WAY... 


I was in a machine shop the other day and noticed a mechanic 
trying to cut down a steel shaft with a piece of Emery Cloth—a hard, 
slow job. 


Asked why he did not use Aluminous Oxide 
Cloth, which would do three times the work in 
half the time, he said, ‘““What is Aluminous 
Oxide>”’ 

I told him, and he then remarked, “‘It’s a 
wonder my hardware dealer hasn't told me 
about this!”’ 


It certainly is a wonder to me that hardware 





dealers let this very profitable metal-cutting 


cloth business pass around them to the mill 


supply jobber or to the manufacturer, when they could easily enough 
get most of it by simply asking their local shop-men for the trade— 


first having acquired, of course, enough knowledge of the various 
shop abrasives to sell them. 

I will gladly send our booklet, “‘Coated Abrasive Materials,’ and 
our ““Trade-Name Identification Card,’’ to anyone 
who writes for them—together they tell the whole 
story about Abrasive Papers and Cloths. They're 


free, of course. 








. B. GALLAHER: 
A. Mfg. Co., Norwalk, 


You may send me, = Sy ‘aaiention, samples of: 





CLOVER MANUFACTURING COMPANY Green-Stripe Sandpaper. 





Red-Stripe Turkish Emery Cloth—for polishing. 





NORWALK, CONN., U.S. A. Yellow-Stripe Aluminous Oxide Cloth—for cut- 


ting hard metals. The universal shop abrasive. 





Orange-Stripe Garnet Paper—for wood-working. 





SANDPAPERS 
Orange-Stripe Garnet Cloth. 





METAL-CUTTING PAPERS AND CLOTHS Clover Grease-Mixed Grinding Compound. 








Clover Water-Mixed Valve-Grinding Compound. 





WOOD-WORKING PAPERS AND CLOTHS a 
ame 





CLOVER GRINDING AND LAPPING COMPOUNDS pees 








Character of business 
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STANLEY 


NEW BRITAIN, CONN. 


HAND TOOLS 




















MODERN HARDWARE 
DISPLAY 


COUNTERS 
at NEW 











i LOW PRICES 








$16.00 


Nothing moves merchandise like good display, and 
these fine Display Counters provide it at low 
cost. 


They are regular standard type and size (3014”x 
8014”), choice of Oak Finish, or colors Light and 
Dark Green with Black Base, same as World’s Fair 
Store Model which attracted such favorable 
attention. 


These Display Counters are well constructed— 
strong and durable. 


$16.00 


One of the largest Hardware Jobbers in the country 
has just made a Quantity Purchase of these Counters 
which has made the above price possible. A single 
hardware store recently purchased 20 of these 
Counters from their Jobber. They are going over 
big, which proves their real worth. 


Order NOW and save money. If your Jobber can- 
not supply you, order direct, but please try your 
Jobber first. Shipped prepaid, East of the Rockies, 
if cash accompanies order. 


Recommended by Leading Hardware Associations and Merchandisers 


CLOQUET MANUFACTURING CO., CLOQUET, MINN. 
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SELL 
QUALITY 
PROTECTION 


ILCO No. 400 
DEADLOCK 


Provides 
Maximum Security 


Here’s a deadlock which can be depended 
upon for maximum protection, for it locks the 
door and jamb together into an inseparable 
unit. The No. 400 Ilco Rim Deadlock is solid 
bronze and has a double rotary bolt. Moreover, 
it is jimmy-proof, rust-proof, and saw-proof, 
with a hardened steel plate which absolutely 
prevents a saw from cutting either case or 
bolts. And it also has Ilco Pin-tumbler se- 
curity. 


When your customer asks for a lock he is 
thinking about protection. Find out where he 
intends to use it. If the No. 400 Ilco Deadlock 
isn’t exactly suitable, there’s some other Ilco 
Lock which is. But if the No. 400 is the an- 
swer, you can sell it with the knowledge that 
your Customer will appreciate the quality pro- 
tection you have sold him and, at the same 
time, you will be making a really satisfactory 
profit. 


INDEPENDENT LOCK COMPANY 


Fitchburg, Massachusetts, U. S. A, 











THE SYMBOL OF 


qm SUPREME LOCK PROTECTION 
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WHY KILL A 
PROFIT MAKER? 





SALE without profit is a sale without honor. Many of 

our friends in the fishing tackle trade have perhaps 
unknowingly been killing their own profits in an effort to 
maintain unit volume by offering some of the many cheap 


low-priced pork rind strips to their customers. 


On every such sale they have lost at least half the profit 
they would have made ona bottle of genuine Al. Foss Pork 
Rind—they have done just as much work—and risk the 


customer's dissatisfaction by giving him an inferior product. 


BEFORE ORDERING PORK RIND BAITS FOR THE 1934 SEASON— 
CONSIDER THESE FACTS: 


Al. Foss Pork Rind has this exclusive feature—IT DOES NOT 
SPOIL (no losses) (no dissatisfied customers). 
Al. Foss Pork Rind gives you at least twice as much profit 


as the low-priced (cheap kind) on each sale. 


If you must have a low-priced article—let us supply it. We 
will put out a grade of pork rind to meet any price you 


may be quoted. Write us today. 


THE AMERICAN FORK & HOE COMPANY 


SPORTING GOODS DIVISION Box 33 GENEVA, OHIO 


The Original and Genuine Al. Foss 





Pork Rind Strip 


Has many imitators but no equals. It does 
not spoil—an exclusive feature. 35c per 
bottle. 5 styles —at all dealers. 


L. FOS5 


PorK RIND Ba@irTs 
ATRUE TEMPER PRooucT 











DEALERS ARE MAKING 
QUICK PROFITS ON 











Thousands upon thousands of sets of harness will] 
be sold within the next few months .. . because the 
horse is back. It’s your opportunity to make money 
in harness, strap work, and collars. For 60 years 
Hess & Hopkins Harness has been the standard of 


comparison ... second to none in quality and value. 
Write us for catalog and name of your nearest jobber. 


JOBBERS’ ATTENTION: If you are not handling the 
Hess & Hopkins line, write today for catalog and de- 
tails regarding packaged harness, strap, collars, etc. 


HESS & HOPKINS LEATHER COMPANY 
1104 Acorn St., Rockford, Illinois 











Yes, it IS Early— 
but SELL 


HOPPE’S No. 9 


for Winter Gun Cleaning 


PRING gun cleaning won’t pay winter 
~ profits. Display famous Hoppe’s No. 9 
NOW. Use it to bring the shooters in— 
winter hunters, indoor marksmen, “gun 
cranks” overhauling their private “arsenals” 
during long winter evenings. {| Remember, 
too, that there are hundreds of all-winter 
uses for : 


HOPPE’S Lubricating OIL 


Good to oil, polish and protect 
guns, and for all home pur- 
poses where a light, pure, 
penetrating, cleansing oil is 
the thing to use. 

Your jobber can handle re- 
orders promptly — write him. 
And write US for some FREE 
GUN CLEANING GUIDES for 


your customers—now. 


FRANK A. HOPPE, Inc. 
2314-A N. 8th St. 
PHILADELPHIA, PA. 
NEW YORK 
Ed. W. Simon Co., Inc., 302 Broadway 


LOS ANGELES 
H. L. Bowlds, Mason Theatre Eldg. 


































FORSTNER 


Labor Saving 


AUGER BIT 


Bores Any Arc 
of a Circle 


Many 
New Uses 


_The Forstner Auger Bit, un- 

like other bits, is guided by its 

circular rim instead of its center, 

consequently it will bore any arc of 

a circle, and can be guided in any 

direction regardiess of grain or knots, 

leaving a true polished surface. Takes 

the place of a chisel, gouge, scroll-saw, or 

lathe tool combined. For core boxes, fine 

and delicate patterns, veneers, screen work, 

scalloping. fancy scroll twist columns, newels, 
ribbon molding and mortising. 


Send for Catalogue. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 
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CLEMSON BROS., INC. 


MIDDLETOWN, NEW YORK 
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Quality Brand 


mee POULTRY NETTINGS 
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* STRAIGHT-LINE COMBINATION 


. Economical and practical wih GRADUATED MESH 

SPACING. First six spaces 94” mesh, second six spaces 1” 
mesh, next eight spaces are 1144”, balance 2” mesh. Gives per- 
fect poultry protection. Made in 24”, 36”, 48”, 60” and 72”, 
19 or 20 gauge. Galvanized before or after weaving. 


* IMPROVED HEXAGON 


Symmetrical uniformity, correct mesh spacing, rugged dura- 
bility, splendid appearance, are features of Sterling Hexagon 
Netting. Made in 1” or 2” specification, all standard heights, 
19 or 20 gauge. Galvanized before or after weaving. 1” made 
in 20 gauge only. 


* LOCK-TWIST STRAIGHT-LINE 


Straight Line Netting is uniform, strong and durable. Made in 
1” or 2”. Ail standard heights. Galvanized before or after 
weaving. 1” made in 20 gauge only. 


~~ =e 


* All Sterling Products are manufactured with our guarantee 

for quality. The following are manufactured under the Sterling 
trade mame: Packaged and Keg 
Nails and Staples, Field and Poultry 
Fence, Barb Wire, Bale Ties, Orna- 
mental Fence and Gates, Farm 
Gates, Hardware Cloth, Manufae- 
turers’ Wire and Steel Posts. 




















Note the mesh construc- 
tion of Sterling Hexagon 
Netting. Has symmetri- 
cal correctness and rug- 
ged appearance. 








Sterling Netting is made 
with the Lock - Twist, 
Non-Slipping Joint, 
which will not break or 
become loose. Unrolls 
straight and lays out flat. 
Easy to handle. Does not 
sag, break or buckle. 
Line wires run full 
length of roll. Rolls are 
compact and uniform. 


See Your Jobber or Write to Dept. 10 





NORTHWESTERN BARB WIRE COMPANY 


STERLING Since 1879 ILLINOIS 
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REG. U.S. PAT. OFF. 


LEADERSHIP LINE 


FANS 
JUGS 


If you want to SELL FANS and 
JUGS in '34, line up with the 
LEADERSHIP LINE . . . New styles 

. New engineering... New 
quality . . . New value. 

















Combined to make real profit 
out of quick sales at prices that 
attract the volume business of 
today! 


JOBBERS 
RETAILERS 


There's areal Job- 
ber-Dealer Policy 
back of every item in the 1934 
K-M Line. The illustrated book- 
let contains an interesting story. 





KNAPP-MONARCH CO. 


9302 Carbon Street 
BELLEVILLE, ILL.,U.S.A. 














$1 














WICK WIRE 





Poultry Netting 
Resists Rust... . 
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Emphasize this important feature—tell cus- 
tomers that Wickwire Brothers Hexagon 
Poultry Netting is made only from Open 
Hearth Copper—Bearing Steel. It resists rust 
much longer than poultry netting made from 


Bessemer. 


And it’s properly woven—a special machine 
forms the wires into a tight twisted mesh which 
is rigid, strong, secure. Our method of galvan- 
izing gives added protection as well as a good 


finish. 


We control every operation from raw material 
to finished product. You cannot sell a more 


satisfactory Poultry Netting. 


In tight bales of 150 lineal feet, galvanized 


before or after weaving. Specifiy which kind Hexagon 
Widths: 12, 18, 24, 30, 36, 42, 48, 
° ° 60 and 72 inches. Mesh sizes: 
in ordering. 2 in. to % in. Wire sizes: 14 to 
20 gauge. 
Also good quality galvanized 
Poultry Netting Staples in all 
standard sizes and packages. 


Ask your Jobber for Prices Mention these staples whenever 


you sell poultry netting. 


VvvVvVvVvVvVvVvVvVvVvVvVvVvVvVvVvVvvVvVvVvVvVvVvVvVvVvVvVvVVvVvVvVvVVYV 


eed SHEE” BrP pegcesrestseesa**t 13 
Zeess: 7 ¥ aN 3. £ P a3 # 3. a 
H i 3 H q AoE 
A THE 1933 OR Eclow 


CATaLgg 
sepia | 








Mn Ar Le hn hr hr, hi, hl, M.A, Mn, ln, A, An, An, Ml, Mr, Ms, A, An, dln, Mn, Mn, Me, Ml. Ml, Mn, slr, An, Ala, Mn, Mn, dr, Ms, Ald 
HARDWARE AGE 


























Territorial Representatives 


GILLAN SALES CO. 

1499 Market Street, San Francisco, Cal. 
California, Oregon, Washington, Montana, 
Idaho, Wyoming, Colorado, New Mexico, 
Arizona, Utah, Nevada 
HUGH M. STONE 
806 Branard Avenue, Houston, Texas 
State of Texas, south of Waco 


HARRY L. BERGER 
1699 Lincoln Avenue, St. Paul, Minn. 
Minnesota, Iowa, North Dakota, 
South Dakota 
Wisconsin, north of Wausau 
Upper Peninsula, Michigan 


Vv. P. MURRAY 
425 W. Ontario Street, Chicago, Illinois 


Illinois, Indiana, Ohio, Michigan, south of 
Traverse City, and Wisconsin, south of 
Wausau 


F. W. LARSON 
1259 Syndicate Trust Bldg., St. Louis, Mo. 
Missouri, Kansas and Nebraska 
WADE C. HARMER 
1131 Harrison Street, Philadelphia, Pa. 
Eastern Pennsylvania, Southern New Jersey, 
Delaware, District of Columbia 
NEW YORK PAPER CO. 
520-22 W. Franklin St., Baltimore, Md. 
State of Maryland 
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Here is an Old Standard 
10c seller in a new package 
to retail 3 for 25c 


For years, Gottschalk’s Metal Sponge has been accepted by house- 
wives everywhere as the foremost metal scouring device. The new 
3-in-1 package is offered through the jobber to the independent 
retailer. It contains three Gottschalk Metal Sponges for a quarter, 
which are practically identical to the item which retails for ten cents. 
Thrifty housewives accept this package on sight, as it represents a 
substantial saving. 


The new 3-in-1 Gottschalk package is being displayed and featured 
by thousands of retailers. Do not miss a single day—order from 
your jobber at once. 


Other members of the Gottschalk family are the Original Metal 
Sponge, which retails for ten cents, Hand-L-Mop and Kitchen Jewel. 
If your jobber has not received his stock as yet, write us direct. 
Metal Sponge Sales Corporation, Lehigh Avenue and Mascher Street, 
Philadelphia. 


Gottschalk's 


METAL SPONGE 
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SCIENTIFIC 


TORTURE MACHINES NOW PROVE 


THE LIFE OF ROPE 


P-DOWN—up-down, hour after hour and dei after Wey 
this machine is wearing out rope under conditions of ex- 
treme severity. ( 


Heavy weights suspended by these ropes are being continu- 


ously raised and lowered; the rope passing over sheaves of small , 


diameter—more wear in a minute than rope in ordinary use re- 
ceives in a day. Yet, it proves by comparison the actual wear of 
ropes of different manufacture. / 


The results of these unceasing tests on endurance machines 
prove. that Columbian is equal or better in every case,to any 
rope made. J . 7 


This is one way in which the manufacturers of Columbian Tzpe- 
Marked Rope have of satislying themselves: that Columbian is 
being made right for extra long service. These tests also answer 
the user's question—How will Columbian wear? They prove 
that Columbian has no superior. 


COLUMBIAN ROPE COMPANY 
352-80 Genesee Street 
Auburn, “The Cordage City,” N. Y. 
Branches: NEW YORK CHICAGO BOSTON NEW ORLEANS 
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@ Hose that can work under 
pressure and never have a 
nervous breakdown 


Thermoid garden hose is no “‘hothouse’’ product. It is 
built to take rough treatment. It can be dragged around 
by the most thoughtless gardener and still come up smiling. 
Even where water pressures are boosted, Thermoid furnishes 
a hose that never even quivers. 





Thermoid engineers believe in field tests as well as lab- 
oratory development. They think in practical terms. They 
know there are few customers that are kind to garden 
hose. And so they build hose for use-—and misuse. Protect 
the good-will your business enjoys by selling Thermoid 
Garden Hose exclusively. 


Ask your wholesaler about the new Thermoid Moulded 
All-Rubber Garden Hose—the lead-pressed, extra-pressure 
hose that created such a sensation last season. 


THERMOID RUBBER COMPANY 
Factories and Main Offices: Trenton, New Jersey 
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Do these 3 things —and 
sell more lamps 






ASK PEOPLE 
os BACK Ee) BUY LAMPS 
SE G-E THE EASEL- 
window DISPLAY ADVERTISEMENTS 
SERVICE 





"THESE three selling tools—con- 
scientiously applied—will help you to the 


GENERAL 


ELECT RIC best lamp selling year you ever had. : 
1. Get the Window Display Service in o 

) g/ 
he lp oe “ ee promptly. . Give it a chance to iden- ? 
A l/l more tify your store as lamp headquarters. y 
lam ps 2. Put the easel-back advertisements on “ 


a prominent counter and pile quan- 
tities of best selling lamps around 
them. 


3. Ask customers to buy. Read General 
Electric MAZDA lamp advertisements 
and use their talking points. That 
may be the final push that’s needed. 







wes 


2 Follow these suggestions. Then you 


, Z0, 
‘@ 
ON , henna 
; will be signing your name to General 
Electric MAZDA lamp advertising ... and 
NE ae you will step ahead to the best lamp sell- 


a _ 


ae ing year you ever had. General Electric 
Your customers look for this MARK Company, Nela Park, Cleveland, Ohio. 


GENERAL @ ELECTRIC 
MAZDA LAMPS 
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ATKINS 


SILVER STEEL 
Feather-Weight Trowels 





Building activity and trowel sales are due for 
a great comeback. ... But builders in your 
community won’t be satisfied with just any 
trowel—Meet their demands with ATKINS 
SILVER STEEL Feather Weights. . . . Perfect 
balance and special aluminum mounting 
make Feather-Weights outstanding for 
smooth, easy handling. ... SILVER STEEL 
and ATKINS uniform temper assure their 
long, even wear. .. . And YOU are assured 
satisfying profits by faster sales and by 
ATKINS established policy of price protec- 


Trowel pictured 
i KINS 


is h 4 

PFPeeaetbere- tion. 

Weight No. 15 

—No. 16 same 

with straight, 

eae a An ATKINS for Every Trowel Need 

e - « Sen or - 

pep rene ge 

eaturing - 

KINS Trowels, Many plasterers also prefer ATKINS Morfloats— 

Saws, Files, ete. with patented aluminum handle and sponge-rubber 
v 


base . . .. Whatever the demand—there is an ATKINS 
Trowel in a popular and dependable pattern to meet 
it. . . Either SILVER STEEL or medium priced 


quality. Be ready to meet the demand in your com- 


munity—ORDER ATKINS TROWELS TODAY! 


Check, too, your stock of ATKINS Hand, Rip and Panel Saws... 
ATKINS Small Saws and Pruning Saws . . . ATKINS Files, Saw Tools 
. - « Don’t let the coming of Spring business find you unprepared... 
If your jobber cannot supply you, write to ug at once. 


E. C. ATKINS AND COMPANY 


"The Silver Steel Saw People" Established 1857 


Makers of highest grade and leading types of all kinds of Saws, 
Saw Tools, Handles, Plastering Trowels, Scrapers and Specialties 


HOME OFFICE AND FACTORY, 410 S. ILLINOIS ST., INDIANAPOLIS, INDIANA 
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—Get Set for Bigger 
BUILDING PROFITS! 








THE WHOLESALE CODE 


HOLESALERS generally are 
\Y) well pleased with the basic 
wholesale code, approved by 
President Roosevelt on Jan. 12. It 
became effective on Jan. 22 and in- 
cludes the “price differentials” clause 
which was the prime objective of the 
twenty-three participating wholesale 
groups. This clause, approved essen- 
tially as submitted, encourages 
wholesalers, collectively, to hope for 
recognition and protection they have 
long sought in their individual rela- 
tions . with manufacturers. Under 
this provision, wholesalers anticipate 
price differential protection from 
manufacturers selling coincidentally 
to wholesalers, retailers and consum- 
ers. At the same time, the manufac- 
turer does not forfeit any rights to sell 
direct to retailers, nor is the whole- 
saler prevented from selling institu- 
tions and industrials. Provision is 
also made for considering quantity 
as a basis for price. The wholesaler 
is enjoined from selling the ultimate 
consumer “in significant amounts” 
and in selling industrials and insti- 
tutions may not sell at wholesale 
prices the employees of such any 
merchandise intended for their per- 
sonal use. 


Second only to the “price differen- 
tials” clause, from the standpoint of 
the wholesalers, was the “definitions” 
as originally submitted. These had 
included a clause obviously intended 
to place mail order and chain organi- 
zations in the strictly retail classifi- 
cation as a means of stopping them 
from having wholesale buying prices. 
With this effort, retailers were in 
accord, but on the “price differen- 
tials” there was opposition voiced 
from retailers. This particular part 
of the “definitions” was omitted, 
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By CHARLES J. HEALE 


Editor, Hardware Age 


otherwise this section of the final 
code approximates the provisions as 
originally submitted by the whole- 
salers. 


In defining a “wholesaler” there 
appears to be something less than an 
airtight ruling from the wholesaler’s 
standpoint. Briefly, this particular 
section of the basic code defines a 
wholesaler as selling for resale 
“and/or” selling such large con- 
sumers as industrial, institutional 
and commercial users. This phrase- 
ology is our own, purposely used to 
simplify the code provision under 
“definitions.” The use of the “and/ 
or” (a very popular expression in 
codes) in this instance may prove to 
be a weakness in future efforts to en- 
force the obvious intent of the “price- 
differentials” requirements. There 
is also a degree of vagueness in the 
provision which prevents the whole- 
saler from selling ultimate consumer 
“in significant amounts.” 


It is reported that the wholesale 
hardware trade will prepare for early 





MEMBER 





WE DO OUR PART 


submission a supplemental code 
containing additional trade practice 
provisions considered desirable in 
the hardware field. Just what these 
will be has not been announced. 


In reviewing any code, it must be 
remembered that even the approved 
code is subject to revision, either 
through changes or through interpre- 
tations. The basic wholesale code 
very definitely prohibits such uneco- 
nomic practices as inaccurate adver- 
tising, false billing, inaccurate ref- 
erences to competitors, secret rebates, 
bribing, coercion, etc., and, by in- 
tent, certainly seeks to curb unfair 
competitive methods. 


Definitions are covered in Article 
II and price differentials are found 
in Article VIII. The complete text 
of the approved official basic whole- 
sale code was published in the Jan. 
18 issue of Harpware Ace. Extra 
copies are available. Due to a tele- 
graphic error, it was incorrectly 
stated (in this previous issue, Jan. 
18) that the President approved the 
code on Jan. 14 and the code be- 
came effective on Jan. 24. The cor- 
rect dates are Jan. 12 and Jan. 22 
respectively. 


The possible weaknesses in the 
basic wholesale code are not offered 
as criticism, but are given for the 
information of our readers, who must 
realize that official NRA _ rulings 
may strengthen or change these pro- 
visions in the near future. As de- 
velopments progress on this and 
other codes of interest to the hard- 
ware industry, complete reports will 
be made available to our readers 
promptly. 
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M. F. ZIMMERMAN 


HE question, “How does NRA 
help independent merchan- 
disers?” has been asked and 
will be asked a good many times. 
Some merchandisers uphold the 
NRA, others are secretly against this 
help, still others are openly against 
it, especially when talking to their 
farmer customers. A discussion of 
the benefits of the NRA program will 
do much to clear up the situation and 
make us realize on what dangerous 
grounds we were formerly standing, 
and how the foundation for indepen- 
dent merchandising is now resting 
on a solid rock. 

Many dollars and much effort have 
been invested in buildings and equip- 
ment used by retailers and whole- 
salers. One major function of NRA 
is to hold these values where they 
belong, keep them from becoming 
useless, and to protect properties and 
values of all kinds from passing into 
one central control and into one cen- 
tral administration. Merely noting 
all the vacant and unused properties 
will be a sufficient silent testimony 
that such action has been needed and 
needed quickly. 

NRA has forever abolished child 

_labor from this country. To allow 
thousands and thousands of 10 to 14- 
year-old children to slave for a few 
pennies a day is one of the unpardon- 
able sins against this country, and if 
NRA does not accomplish anything 
else, it will go down in history as the 
one lone factor that has done more 
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Independents 


M. F. Zimmerman of Shafer 
Co. Decatur, Ind, praises NRA 
for its tangible results already 
evident as well as those to come 


for genuine civilization than any 
other man-made arrangement. 

Next to child labor comes prison 
labor as a menace or blotch on our 
records. No longer will prison labor 
compete with free labor. Most 


States have passed laws prohibiting 
the sale of prison-made merchandise. 
Those that have not are contemplat- 
ing similar measures that either pro- 
hibit or license the sale of this mer- 
chandise. Syndicate retailers have 


a, 







“Higher price lev- 
els are the vehicles 
on which we will 
ride to the more 
abundant life.” 
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for years thrived on prison-made 
merchandise. This feature alone will 
be about all the help that retailers 
will need to put them on equal foot- 
ing with all their competitors. To 
think free labor was starving, while 
a few influential individuals con- 
trolled the products of the labor of 
convicts and marketed them with the 
full sponsoring of our Government, 
is beyond the sphere of decent 
thought. 

NRA is the only force in the his- 
tory of the world that has demanded 
and will procure abundant life for 
all. This cannot be accomplished in 
a minute, nor in a year. There al- 
ways will be suffering among men. 
It can certainly be substantiated and 
proven, however, that much of our 
actual suffering, want and distress 
has already been alleviated, and the 
plan has just started to work. It will 
continue to work for, and guard 
everyone’s right for, the full share of 
abundant life. This declaration 
means the enjoyment of material 
things, such as homes, food, automo- 
biles, radios, clothing, etc. For the 
privilege of supplying all this mer- 
chandise, the independent merchan- 





diser is on equal footing with all 
other merchandisers. He should rec- 
ognize this position and exercise all 
the business ability he may possess. 
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This is his opportunity to provide 
himself also with abundant fife. 
Industry after industry is falling 
in line and heartily adopting codes 
which will insure fair wages, fair 
profits and a fair outlet for indi- 
vidual ability. If unethical advan- 
tages and practices are prohibited, 
then individual abilities will be just- 
ly rewarded. If we are to progress 
as a nation, individuals must ad- 
vance; and, stifling of ambition will 
soon reflect itself in retrogression. In 
other words, we now, again, are al- 
lowed to think and work. If we are 
a better salesman, better merchan- 
diser, better mechanic, better execu- 
tive, better manufacturer, etc., then 
we will receive the reward that is 
due us. We will not be held down 
by centrally located organizations 
that, through all kinds of contriving, 
had formerly affected a control over 
our efforts that had left very little 
for us after they were satisfied. NRA 
has more power than the most power- 
ful financial group, more power than 
all financial groups combined; be- 
cause the people, the masses, want it, 






support it, and will stay with it to 
the end. 

Everyone wants to do more busi- 
ness, and everyone must do more 
business if he expects to make a sat- 
isfactory living by distributing mer- 
chandise. Very few business estab- 
lishments are showing a profit. This 
condition dare not continue. Volume 


must increase. The question is often 
sincerely asked, “How is the inde- 
pendent merchandiser going to in- 
crease his volume?” Disregarding 
all advantages gained by advertising, 
display, location, and many other 
things that are part of good mer- 
chandising, the fact still remains that 
either more goods must be sold or the 
same goods sold at higher prices. 
Quite naturally, the NRA program 
must carry with it higher prices. 
Controlled higher prices are the tools 
by which it works. Higher prices 
are vehicles on which we will ride to 
abundant life. Regardless of the vast 
differences in opinions, and the vast 
differences in proposed methods, 
everyone positively and in no uncer- 
tain terms will agree that higher 
prices are wanted and are needed. 
On what grounds, then, can NRA be 
condemned when it makes higher 
prices equitably distributed? 


An Example 


A fair example would be a man 
who owed $50 per acre on a farm, his 
interest charge being $3 per acre. 
In December, 1932, it took about 16 
bushels of corn to pay the interest. 
(The market price of good corn in 
December, 1932, was 18 cents.) To- 
day the interest is paid with about 
nine bushels of corn, and with $2.45 
left to buy the things that make life 
more pleasant. (The market price 
of good corn today is about 35 cents 
per bushel.) 

Average farm product prices are 
more than twice as high today as they 
were in December, 1932, 111 per cent 
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to be exact. Corn, wheat, oats, rye, 
barley, potatoes, cotton, wool, rice, 
peanuts, onions, and flax are the 
products that show the heaviest in- 
creases. Hogs are about 30 cents 
higher, good butcher cattle about $1 
higher, poor cows $1 lower. Butter 
fat and eggs are slightly lower. The 
111 per cent in market value of farm 
products does not include the extra 
money refunded on account of the 
various processing taxes, nor includes 
(Continued on page 79) 
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HELPFUL HINTS 


By ROBERT 


PILGRIM 











ONE HARDWARE MAN SENT LETTERS TO FIFTY 
WOMEN WHO HAD PURCHASED FLOWER SEEDS AT 
HIS STORE , OFFERING TO COME WITH A SPRAY GUN 
AND SPRAY SUCH PLANTS AS NEEDED IT —— 
RESULT -SALE OF SPRAY GUNS 











HERE Is A NEW WAY TO 
CUT GLASS CIRCLES-~ 











THE OLD WAyY- 


IN BREAKING AWAY THE OUTSIDE GLASS 
FROM THE CENTER PIECE THE RADIATING 
CUTS USUALLY BREAK CLEAR ACROSS 
THE CENTER. 


MU THE NEW tcl 





SENT IN BY 
RALPH 8. OAKLEY 
MOLINE HARDWARE @. 
MOLINE, ILL. 








IN BREAKING AWAY THE OUTSIDE GLASS 
THE RADIATING CUTS BREAK AND CONTINUE 
PART WAY AROUND THE CIRCULAR CUT 

















HERE'S A PARKING SPACE IN FRONT = 
OF JONES HARDWARE STORE—GUESS e | 
I'LL GET THOSE TOOLS HERE INSTEAD OF )— 

UP THE STREET- 













JORES 
HARDWARE STORE 











IF YOU CAN PARK YOUR TRUCK IN THE REAR 
OF YOUR STORE |NSTEAD OF IN FRONT, IT WILL 
PROVIDE ONE MORE PARKING SPACE IN FRONT 
FOR POSSIBLE CUSTOMERS — WHICH MAY 
MAKE THE DIFFERENCE IN GAINING OR LOSING 
A SALE— 








o i 
| Me 


WHEN PAINTING SHOW CARDS OR SIGNS, 
HERE IS A GOOD POINT TO REMEMBER: THE 
PART OF THE LETTER WHICH 16 MADE THE 
HEAVIER IS ALWAYS THAT PART MADE WITH 
A DOWN STROKE----FOR INSTANCE-- 
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Hardware Age will pay $1.00 (on publication) for ideas submitted by readers if used on this page. 
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AST summer in Kansas City, Mo., 

I walked through two or three 

of the chain drug stores oper- 

ated by Katz Drug Co. Had it not 
been for the word “drug” in the firm 
name as shown on the windows and 
in the company’s newspaper adver- 
tising, I would never have suspected 
that these were drug stores. Straw 
hats, overalls, electrical appliances 
and, I think, outboard motors, as 
well as bathing suits, seemed far 
more prominent than lines of mer- 
chandise technically classified as 
“drugs.” My impression that this 
firm was cutting prices on a great 
many hardware store items had 
ample confirmation from the many 
retail and wholesale hardware men 
operating in that territory. There 
was more talk about Katz than about 
any other competitive factor in the 
area. Each store was like a small 
department store. It would seem that 
almost any human need could be 
served. As I remember the brand 
names and the prices quoted, it was 
tough competition on cutlery, elec- 
trical appliances, sporting goods, etc. 
I clipped from the papers a collec- 
tion of this firm’s advertising and 
plan to reproduce these ads at an 


early date. 
HA 








I am writing this in Minneapolis, 
Minn., inspired by a newspaper clip- 
ping given to me by a hardware man. 
From this clipping I learn that the 
Chicago Flexible Shaft Co., Chicago, 
Ill., is suing Katz Drug Co., alleging 
unfair competition and action con- 
trary to the NRA code for retailers 
in connection with the sale of elec- 
tric household mixers. From an AP 
news dispatch I quote the following: 
“The bill of complaint says the de- 
fendant company (Katz Drug Co.), 
operator of drug stores in the Mid- 
dle West, attempted to purchase a 
quantity of the mixers, both from the 
distributors and the manufacturers, 
but the purchase was refused. The 
bill contends the Katz company then 
purchased the mixers as best it could 
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Just Among Ourselves 


By CHARLES J. HEALE 


Editor, Hardware Age 


and sold them below the usual retail 
price. Distributors for the Chicago 
Flexible Shaft Co., the bill added, 
then believed the Katz company pur- 
chased the mixers from the manufac- 
turer, and several canceled their 
orders. The Chicago firm asks a 
permanent injunction restraining the 
Katz company from selling the mix- 
ers below the price charged by re- 
tailers.” 

The outcome of this suit may have 
far-reaching effect on all business. 
It is a suit which will interest every 
retail hardware merchant. The final 
court decision will tell us, once and 
for all, whether or not price cutting 
can be curbed. If successful, this 
suit will serve as an excellent prec- 
edent for other manufacturers whose 
lines are price-wrecked to the great 
disadvantage of the hardware trade. 
In the past, complaints to manufac- 
turers have emphasized a hopeless- 
ness on the price-cutting problem. 
Producers with the best intentions 
have frankly admitted their inability 
to control the final sale prices on 
their products. Marking or estab- 
lishing consumer or list prices often 
made a line a first-class target for 
price-cutting. Complaints brought 
regrets, but did not curb the evil nor 
correct the uneconomic situation. 
Let us watch the progress of this 
suit, for it may provide the much- 
needed “precedent” in such matters. 
It will also give us a true gage on 
the help to be expected from NRA 


codes. 





HA 


LOSELY related to the outcome 

of this suit is the clearly ap- 
parent renewed interest in “quality” 
goods. From all sections, and in 
all retail fields, come reports indi- 
cating that decreased unemployment 
is helping the sale of better-grade 
merchandise. This is a healthy sign, 
and one of the best bits of evidence 
pointing to our progress toward gen- 
eral recovery. Basically, the retail 
hardware trade is a quality distri- 
bution group, a service business and 








not a field with any affection for 
shoddy goods. The entry of inferior 
quality at greatly lowered prices 
was, as far as the hardware trade is 
concerned, a strictly defensive meas- 
ure. The hardware store has had 
long standing as the source for ob- 
taining better-grade tools, _ better- 
grade electrical appliances and gen- 
erally the place to buy merchandise 
that has genuime merit and real 
value. 


—_ H 4 —— 


AVING in this very page vio- 

lently assailed the daily news- 
papers for their badly garbled and 
grossly inaccurate appraisals of the 
retail code activities, their misleading 
alleged news reports about “price fix- 
ing and price gouging” as sought by 
retailers, I am pleased with the open- 
ing paragraph of Gen. Hugh John- 
son’s recent New York City speech. 
He was addressing the N.R.D.G.A., 
and fortunately his remarks were 
broadcast by several important radio 
stations. This paragraph reads: 
“This is a breathing spell in N.R.A. 
First, in the public prints we were 
too violent. Then editorials screamed 
‘one month—one code’—we were too 
slow—so slow that we could never do 
the job. Then, due to the avalanche 
of codes and our efforts to accommo- 
date them, the papers said we were 
men in a daze from overwork— 
‘Exalted,’ as Mark Sullivan said— 
working 18 hours a day, punch 
drunk or worse—incompetent, irrele- 
vant and perhaps immaterial. Now 
again, they say we are dragging our 
anchor and that there is a bureau- 
cratic delay in codes. It only goes 
to show how little you can depend 
on the appraisals of men who have 
to produce news every day. Criticism 
is always news, and we have no 
chance to answer. Considering it 
all, the most encouraging thing is 
that half of the reports say we have 
sold out to labor and about exactly 
an equal number that we have sold 


(Continued on page 78) 
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Workshop of LeVern T. Ryder, photographer 
by profession, President of the National 


Homeworkshop Guild, Rockford, Ill. 
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Formation of Handicraft Clubs 
Means More Tool Business 


LWAYS a fascinating and fre- 
A quently a profitable hobby, 
handicraft furnishes an excel- 

lent solution for the intelligent and 
enjoyable use of the increased leisure 
provided by the recovery program. 
Additional impetus has recently been 
given the popular hobby by the for- 
mation of the National Homework- 
shop Guild, Inc., a non-commercial 
organization composed of local home 
workshop clubs, whose members are 
drawn from an estimated 750,000 
persons in the nation who have home 
workshops, and follow some type of 
handicraft as a hobby. The in- 
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By J. M. WITTEN 


Associate Editor, Hardware Age 


creased interest that is certain to re- 
sult from the local clubs and their 
national organization will have a 
stimulating effect on the hand and 
power tool business of hardware mer- 
chants who will sponsor, and remain 
active, in home workshop clubs. 
The movement is gaining headway 
rapidly. Forty-five clubs are al- 
ready in existence, although plans 
for the national organization were 
completed less than three months ago. 
The movement, due to its widespread 
appeal and the publicity it has re- 
ceived in Popular Science Monthly, 
has gathered momentum quickly, and 


to date, the national headquarters of 
the guild has received 1,056 requests 
for particulars about forming local 
clubs from more than 400 communi- 
ties in the United States and Canada. 

The idea had its inception in Rock- 
ford, Ill., where the national head- 
quarters of the guild are maintained, 
at 312 Harper Avenue. In that city 
in October, 1932, the first, and now 
the largest and most successful home 
workshop club was organized. It 
has more than 100 members from 
every walk of life. 

The benefits to the handicraftsman 
in afhliation with a local and nation- 
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al organization are numerous. Good 
fellowship is provided, better craft- 
work methods may be learned from 
experts, club and community projects 
can be carried out, ideas may be in- 
terchanged, an information bureau 
and reference library is made avail- 
able, exhibitions and contests may be 
conducted. Many other advantages 
could also be mentioned. 

Explaining that the guild is entire- 
ly non-commercial, LeVern T. Ryder, 
the organization’s president, says, in 
a recent bulletin: “It has nothing 
whatever to sell. Its officers and di- 
rectors are giving their services free. 
Every cent that is received for dues 
(50 cents annually per member for 
national dues) will be spent solely to 
promote the work of the guild. The 
reputation of its officers is sufficient 
to insure this, but, in addition, they 
have voluntarily arranged for a bond 
adequate to cover all funds received. 
Furthermore, they have the advice 
and support of an advisory council 
of men of national distinction, all of 
whom have freely volunteered their 
services.” 

The guild’s advisory council is 
composed of: Prof. Collins P. Bliss, 
dean of the College of Engineering, 
New York University; Dr. Clyde A. 


Bowman, dean of the School of In- 
dustrial Education, Stout Institute, 
Menomonie, Wis.; Harvey Wiley Cor- 
bett, architect, New York City; Dr. 
Hugh S. Cumming, Surgeon-General, 
United States Public Health Service; 
Maj. Gen. Benj. D. Foulois, Chief of 
the Air Corps, U. S. Army; Capt. E. 


Armitage McCann, founder, Ship 





Insignia of the National Home- 
workshop Guild. 


Model Makers’ Club; Dr. Francis G. 
Pease, astronomer, Mt. Wilson Ob- 
servatory, and Frank A. Vanderlip, 
banker and publicist, New York City. 

In a paragraph in the bulletin 
headed “What to Avoid” on forming 
a home workshop club, the guild’s 
headquarters has this to say: “One 
of the greatest handicaps to the suc- 
cess of a club is to allow it to become 


in any way commercialized, either in 
its club activities, or among its mem- 
bers. While some of your best mem- 
bers may be salesmen of home work- 
shop equipment and while others 
may be constructing things for profit 
in their shops, it is important that 
there be no soliciting at meetings. 
Even when a manufacturer's agent is 
making a demonstration, it is essen- 
tial to keep out all reference to the 
price element. No tinge of commer- 
cialism should be permitted in any 
of its activities. 

Other paragraphs in the same bul- 
letin explain, step by step, the pro- 
cedure recommended for forming a 
local home workshop club, and any 
hardware merchant can obtain a 
copy of the bulletin by simply send- 
ing a large stamped and self-ad- 
dressed envelope to the guild’s na- 
tional headquarters, at the address 
mentioned. In applying for a char- 
ter it is required that a local club 
have not less than five members. 
Boys under 16 are not eligible for 
membership, but it is probable that 
arrangements will later be made by 
the Guild for the formation of junior 
clubs. 

In every community there are many 
men who are finding relaxation and 
pleasure in their workshops. Every 


A wood-finishing demonstration before the club at Rockford, Ill., Chapter No. 1 in the National Homeworkshop Guild. 
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hardware merchant has many such 
men among his regular customers. It 
is likely that most of them would be 
most receptive to the idea of forming 
a home workshop club. Newspaper 
editors and manual training teachers 
can also be interested in the idea. 

At the regular meetings of the lo- 
cal club, the programs usually in- 
clude some informative address or 
demonstration as the principal fea- 
ture. Members also criticize and 
make suggestions for improving one 
another’s completed projects. In- 
struction is also given in the correct 
use of hand and machine tools. Many 
large manufacturers of tools and 
home workshop equipment, it is un- 
derstood, have promised their utmost 
support to the guild and are willing 
to provide expert instructors and 
demonstrators who will go from club 
to club, when a sufficient number of 
clubs have joined the national or- 
ganization. Much information has 
already been assembled at headquar- 
ters as to where speakers and dem- 
onstrators may be obtained. 

Other topics usually taken up at 
the meetings are the characteristics 
of many varieties of wood, wood 
carving, decorative metal work, pat- 
tern making, pouring metal castings 
in the home workshop, furniture con- 
struction, the use of wood-working 
machinery, operating an engine lathe, 
and other similar subjects. Each 
meeting is followed by helpful dis- 
cussions. The librarian present 
makes available the club’s books, 
magazines and plans, and in addition 
to the practical side of the meetings 
the members enjoy the opportunity 
provided for good fellowship. 

An executive of one of the largest 
firms making home wood-working 
equipment is authority for the state- 
ment that approximately 75 per cent 
of this type of equipment is pur- 
chased by professional men who fol- 
low handicraft as a hobby. This fact 
is supported by the occupations rep- 
resented in the memberships of the 
clubs already formed. Among the 
members are engineers, merchants, 
pharmacists, printers, dentists, doc- 
tors, lawyers, photographers, ac- 
countants, retired business men, and 
others of similar means, among whom 
quality and satisfaction, and not cost, 
is a prime factor when purchasing 
tools and materials needed to carry 
on their hobby. Members of a home 
workshop club are unusually good 
prospects, worthy of attention. 
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27 States Ratify Pact on 
Prison Made Goods 





By L. W. MOFFETT 
Washington Representative, Hardware Age 


ATIFICATION by 27 states of 
R a compact of fair competition 
for prison industries, hereto- 
fore approved by National Recovery 
Administrator Hugh S. Johnson, has 
been announced to the Administration 
by J. V. Bennett, secretary of the 
Prison Industries Code Committee. 
Among the states ratifying the pact is 
Alabama which has a case pending 
before the Supreme Court of the 
United States against the Hawes- 
Cooper act. This act went into effect 
on Jan. 19, this year, and prohibits the 
sale and shipment of prison-made 
goods in states where there is a ban 
against such goods. Some of the states 
required that prison-made goods must 
be labeled or branded in order to be 
permitted entry. The state of Ala- 
bama declared both kinds of laws in 
violation of the constitution and 
sought a restraining order against 
states having sich laws. 

The compact would, so long as it 
remains in effect, make the Hawes- 
Cooper act unnecessary where the 
compact applies for it provides that 
work hours in prison shops may not 
exceed those prescribed in the code 
for the competing private industry, 
and prison-made products may not be 
sold “lower than the fair current price 
prevailing in the market in which the 
product is customarily sold.” In es- 
tablishing prices ‘for prison-made 
goods, the compact requires that costs 
shall be determined on the basis of the 
same allowance for labor and over- 
head necessarily paid in competing 
domestic private industry on the com- 
parable product. 

Prison-made goods produced solely 
for the use of tax supported institu- 
tions, or state agencies or depart- 
ments are exempted from the compact 
as is “the construction of public works 
or ways financed wholly from funds 
of the state or its political sub-divi- 
sion.” 

Provisions in both the general re- 
tail code and the cotton garment in- 
dustry code banning the handling of 
prison-made goods were stayed tem- 
porarily to permit the several states 
which operate prison industries to 
join in an agreement under which 


prison-made products will be “manu- 
factured, sold and distributed only 
upon a fair basis of competition with 
private industry.” 

The 27 states which, according to 
Mr. Bennett’s letter to General John- 
son, “have formally approved the 
compact of fair competition for the 
prison industries, are: Delaware, Ala- 
bama, Illinois, New York, Maine, In- 
diana, Massachusetts, Tennessee, New 
Hampshire, Rhode Island, Wisconsin, 
North Dakota, South Dakota, Ver- 
mont, Oklahoma, Maryland, Mich- 
igan, Wyoming, South Carolina, Loui- 
siana, Georgia, West Virginia, Min- 
nesota, Nebraska, Missouri, Pennsyl- 
vania, Connecticut. 

“You advised,” said Mr. Bennett in 
his letter to General Johnson, “in your 
letter of Dec. 9, 1933, that the com- 
pact had your approval and that ‘so 
long as any penal institution sub- 
scribes to, complies with and makes 
effective this compact, the restrictive 
provisions of the retail code and the 
cotton garment code shall not apply 
to products of said institutions.’ May 
I suggest that you advise the various 
Code Authorities that the foregoing 
states have approved the compact of 
fair competition for the prison indus- 
tries and that consequently none of 
the code restrictions apply to the 
products made in the prison industries 
of these states.” 

The preamble to the compact ex- 
presses “the desire of the signatory 
states to continue the use of the most 
important instrumentality for the re- 
habilitation of prisoners—namely, 
productive labor—and to achieve this 
purpose in a manner which will com- 
ply with the fair methods of competi- 
tion desired by modern commerce and 
particularly in accordance with the 
National Recovery act.” 

The compact will be administered 
by a committee, similar to the ordi- 
nary Code Authority and to be known 
as the Prison Labor Authority, which 
will consist of nine members. Six 
will be elected annually by represen- 
tatives of the signatory states and 
three will be appointed by the Presi- 
dent to represent labor, industry and 
consumers. 
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The Independent Dealer— 


a Review and a Forecast 


By H. A. CHURCH* 


witnessed the collapse of many 

canvassing and chain store or- 
ganizations. Over a quarter billion 
dollars of chain store assets have been 
placed in the hands of receivers, and 
outstanding among the many can- 
vassers is one home-demonstrating 
organization, reporting sales in sev- 
eral trading districts of over eight 
million dollars annually—but now 
out of business. 

Four years ago I said, in part: 
“The price-cutting type of store se- 
lects a thriving community and then 
begins a program of destruction. 
Buildings soon become empty. Values 
and rents depreciate, and general 
business turmoil follows.” Has this 
now happened in your community? 
When I think of this new group of 
price-cutters, and compare them with 
the 150-year-old independents, I am 
reminded of AEsop’s fable of the dog 
in the manger: he could not eat hay 
and would not let the ox have any. 


The “2 Times Prime Cost” 
Method of Distribution 


The “2 times prime cost” method 
of distribution, which has made bank- 
rupts of many commercial institu- 
tions and caused widespread unem- 
ployment, as proved by analysis, has 
not yet reached the peak of destruc- 
tion. This “2 times prime cost” sys- 
tem has almost made bankrupts of 
the buying public, too. It may yet 
do so, if not prevented. 

Normally there are approximately 
25,000,000 prime producers in Amer- 
ica (the 1928 Government figures 
quoted the total as 24,675,000) and 
approximately 50,000,000 non-prime 
producers. These, added together, 
give us 75,000,000, which includes 


*From an address to the Chicago Retail Hard- 
ware Association. 


I the past four years we have 
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the housewife not otherwise engaged. 
All these derive their living from na- 
tional wealth and income. Simple 
arithmetic, therefore, demonstrates 
that three times the prime producing 
cost is required to return a national 
income that will support our 1/3 
prime producing and 2/3 non-prime 
producing population. 

This the “2 times prime cost” sys- 
tem failed to do. 

“Trade here and save.” For 13 
years that has been the slogan of the 
professional price cutter—but the 
more the public saved, the poorer the 
public got. 

This is the simplest logic. Every- 
thing we possess comes from the 
earth. In 1932 we took five billion 
dollars’ worth of wheat, cotton, corn, 
livestock and other agricultural prod- 
ucts from our farms; two billion dol- 
lars’ worth of minerals, fishery and 
forestry products we took from the 
earth and sea. We then paid nine bil- 
lion dollars in factory wages to con- 
vert this wealth into finished prod- 
ucts. The total prime cost, therefore, 
was $16,000,000,000. 


Three times that cost would have 
given this nation an income of $48,- 
000,000,000. But what actually hap- 
pened? 

Statistics prove that over 40 per 
cent of our 1932 basic products were 
turned into finished merchandise and 
distributed through the “2 times 
prime cost” system stores. This de- 
prived almost 1] million people of 
their jobs and their wages. As the 
practice spread in 1933 to over 50 
per cent of our goods, obviously 25 
per cent more joined the unemployed 
classification. As reported on Dec. 
1, last, almost 11 million had ceased 
to work at the trades which are a 
natural part of our economic system. 
Four million also were working for 
the CWA. In all, a total of 15,000,- 
000 is affected by the “2 times prime 
cost” system. In its simplest form, 
this is what happens: an article cost- 
ing five cents to produce (prime la- 
bor and material cost), must retail 
for fifteen cents. The distributing 
system that brings only ten cents (2 
times the prime cost) naturally de- 
prives someone of the third nickel as 
wages, and makes unemployment. 


Independents Formerly 
Most Profitable Outlets 


For over 75 years, prior to the 
starting of the “2 times prime cost” 
system in 1920, independent retailers 
were the profitable outlets for most 
of the goods produced from the 
farms, mines and factories. During 
this 75-year period, much of Amer- 
ica’s wealth was created. We had 
almost a “century of progress” with 
this “3 times prime cost” system un- 
der which the independent dealers 
operated. 

Manufacturers who formerly as- 

(Continued on page 84) 
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More About Damage Suits 


(Second Article) 


Wiican about the ar. By SAUNDERS NORVELL 


Munich before the World 
War, I dropped into Hanfstaengle’s 
place, and bought a number of photo- 
graphs and engravings of pictures 
that had interested me. One of them 
was a copy of Kaulbach’s “Ma- 
donna.” This was done in a modern 
way. The Infant Jesus lay sleeping in 
a cot, and the Madonna, quite a 
young woman, was bending over him 
with tears flowing from her eyes. Evi- 
dently the idea of the picture was 
that the Madonna knew the impend- 
ing tragedy. 

I brought this picture back to 
America, and published it in The 
Gimlet. In a very short time I was 
served with a notice by the Hanf- 
staengle branch in New York City 
that this picture was copyrighted, 
and I had to pay damages for pub- 
lishing it. The amount they claimed 
was $1,000. We finally settled it for 
$250. Moral: Look out for copy- 
rights! 

I recently saw the following little 
paragraph in a New York paper, and 
as it seems very apropos, I am 
printing it: 

“In a New Year’s message to Amer- 
ica Ernest Hanfstaengle, chief of the 
Nazi foreign press section, likened 
President Roosevelt to Adolf Hitler.— 
Hey, buddy, smile when you say that!” 


* * * 


In one of our advertisements years 
ago, we used the picture of an at- 
tractive young woman. The advertis- 
ing agency supplied this picture. Not 
long afterwards, one of our em- 
ployees who had resigned, claimed it 
was her picture, and said we used 
it without her consent. I met the 
young lady, and there was a resem- 
blance, but the advertising agency 
claimed the picture had not been 
made from her photograph. How- 
ever, we settled the matter for a small 
amount. Moral: If you use photo- 


graphs for advertising purposes, be 
sure to obtain the consent of the per- 
son photographed. 


* * * 


In New Jersey there is a law to the 
effect that a landlord, if his tenant 
does not pay his rent, can appro- 
priate all the fixtures of the store in 
settlement. Therefore if you sell a 
cash register on the installment plan 
to a merchant in New Jersey and he 
does not pay his rent, the landlord 
has a prior claim on your cash reg- 
ister. I can’t see why landlords should 
have any prior rights. Already, 
throughout the depression, landlords, 
with their ironbound leases, seem to 
have been specially favored at the ex- 
pense of tenants. 

* * * 


While I was in the drug business, 
one of our employees was detected 
stealing. He was shadowed by a de- 
tective, and we found that almost 
every day he carried out a certain 
quantity of valuable drugs, razor 
blades, etc., and sold them on a basis 
of 50 cents on the dollar, to a neigh- 
boring retail druggist. The law is 
that a thief must carry the goods 
away from the premises before they 
become stolen goods. As long as he 
keeps the goods on the premises they 
are not stolen goods. Therefore, it is 
necessary to allow the thief to carry 
the goods outside the building before 
you arrest him. 

Our regular superintendent, who 
was posted, happened to be away, and 
a young man, who did not know the 
law, had taken his place. He decided 
that the man he was after was the 
retail druggist who had encouraged 
this young employee to steal the 
goods for him, and had even given 
him a list of the drugs he wanted. 
Therefore, after this employee had 


been arrested outside the building, 
had been brought back to the office, 
searched, and the stolen goods taken 
away from him and laid on the table, 
this temporary superintendent de- 
cided, with the detective, to catch the 
druggist. So, they had the thief put 
the goods back in his pockets and go 
to the druggist. When he had deliv- 
ered the goods to the druggist, col- 
lected the money and left, the drug- 
gist was arrested. It looked like a 
good case. 

The druggist was released on bond, 
and then his lawyer called on us and 
asked $5,000 damages for false ar- 
rest. We took up the case with our 
lawyer, and when we told him the 
facts, he whistled. “You are certainly 
in for it,” said he. “Here is the law. 
Follow this carefully. It is true your 
employee stole the goods. You ar- 
rested him with the goods on the out- 
side. So far, so good. You brought 
him back into the building and took 
the goods away from him. The goods 
therefore became yours again. Then 
you gave the goods back to the thief, 
and told him to sell them at half 
price to the druggist. In this case, the 
thief became your agent. He was au- 
thorized by you to sell those goods 
at half price. Therefore, the retail 
druggist in taking the goods and pay- 
ing for them on this basis, was not 
a fence, but dealing legally with your 
authorized agent.” 


We settled this case for $500. 


* * * 


Another time we caught an em- 
ployee stealing. The stolen goods 
were found in his room, and used as 
evidence in his trial. The detective 
we used on the case carried the stolen 
goods to the court. The employee was 
found guilty, and received a suspen- 
ded sentence, as it was his first of- 
fense. After the trial, the goods that 
had been stolen were turned over to 
the detective. 

Later, a druggist telephoned us 
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that a young woman was trying to 
sell him some of our drugs at a very 
low price. We told him to hold her 
until we could get there with a de- 
tective. She was arrested. It devel- 
oped that she was a stenographer in 
the office of our first detective. There- 
fore, these goods had been stolen 
twice. Her defense was that she didn’t 
think the goods were of any value, as 
they had already served their pur- 
pose as evidence. She also received a 
suspended sentence. 


* * * 


At an advertising shooting gallery 
in Atlantic City, we employed an ex- 
pert woman shot to give exhibitions. 
When she performed she took off 
her regular clothes and dressed up 
in a very fancy cowgirl outfit. One 
day the shooting gallery caught fire 
and burned down. The young woman 
lost her costume. She threatened suit 
for damages, and it was surprising 
how much her clothes cost. 

We settled this case out of court. 


* * * 


While I lived in St. Louis, I was on 
a jury which heard the case of an 
old lady who was suing a street car 
company for damages because of an 
accident she had had in getting off 
one of their street cars. It seems the 
old lady took a street car to go to the 
railroad station. She was in a hurry 
and was afraid she would miss her 
train. This was in the old days before 
vestibule cars. When she approached 
the street where she expected to get 
off, she jumped up from her seat and 
made a break for the rear entrance. 
The conductor was up in front col- 
lecting fares. He called to her, and 
several of the passengers attempted 
to stop her. However, she pulled 
away and jumped off the car before 
it had stopped. She was thrown on 
the street and received serious in- 
juries. All this evidence was clearly 
brought out in the trial. 

When the jury was locked up, 
someone suggested that we talk over 
matters before we took our first vote. 
The general impression of alli the 
members of the jury was that the old 
lady was entirely at fault and no 
fault was to be attached to the street 
car company. However, the majority 
of the jury, because the old lady had 
been in the hospital and had had a 
hard time of it, were in favor of giv- 
ing a verdict of $500 damages in her 
favor, just to help her out. The writer 
said he was in accord with helping 
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the old lady out; ‘but that we had no 
right, if the street car company was 
not guilty, to give away their money. 
Therefore, he suggested that the jury 
itself make up a purse of $500 for 
the old lady and give it to her, he 
being perfectly willing to stand his 
share. This idea did not appeal to 
the rest of the jurors. They were 
willing to be generous with the street 
car company’s money, but not with 
their own. This resulted in a hung 
jury. Several of the jurors frankly 
admitted they knew it was the old 
lady’s fault, but they would not vote 
against her because she had had such 
a bad time of it. 

I have served on a number of 
juries, and have frequently noticed 
that jurors get their ideas of justice 
and their emotions and sentimentali- 
ties badly mixed up. 


* * * 


A freight car backed up, and 
pushed a car of potatoes over a man 
and killed him. When this case came 
to trial, because of different state 
laws, and laws of interstate com- 
merce, the point of getting damages 
depended upon whether this car of 
potatoes was consigned to a point in 
the state where the accident hap- 
pened or to some other state. If it 
were consigned to a point in the state 
where the accident happened, no 
damages could be awarded, but out- 
side the state, and, therefore, inter- 
state commerce, damages could be 
awarded. How is that for a legal 
technicality ? 

* * * 

I had a coachman named Avery, 
who lived in his own flat. He would 
come to my place every morning on 
a street car. It was his custom to 
sit on the front platform with the 
motorman, with his feet on the step. 
He took the same early car every 
morning. He and the motorman 
were friends and would chat. One 
morning at an_ intersection, this 
street car ran into another car, and 
Avery was badly hurt. He was taken 
to the hospital, where I called to see 
him. Later, when he was removed 
to his own home, I had my lawyer 
call and talk to him and his wife. 
We cautioned him against the ad- 
juster for the street car company 
who was sure to call. Avery had a 
good case, because the motorman, 
the employee and agent of the com- 
pany, allowed him to sit on the plat- 
form with his feet on the step. It 


was the motorman’s duty to tell him 
to go inside the car. 

Avery had been so badly hurt that 
he could never take care of horses 
again. My lawyer told me his claim 
was good for about $3,000. One 
afternoon when I called to see Avery 
on my way home, his wife met me 
all smiles. She said the street car 
company were very nice people. 
They had a very nice adjuster who 
had been calling almost every day. 
He had sent Avery flowers and given 
her candy. “Now,” said she, “today 
Avery and I felt he was such a good 
friend of ours that we would take 
his advice and settle.” They got 
$500. 

Afterwards I gave Avery a job in 
the mail opening department of our 
company, where he could sit on a 
stool without using his legs. He was 
crippled for life. 


* * * 


Now here is a good claim case. 
Just full of points of law. At one 
time, in the drug business in New 
York, druggists were allowed to buy 
10 per cent of their total drug sales 
in liquors. This was in the begin- 
ning of prohibition, and a lot of 
druggists would do almost anything 
to run up their drug sales so they 
could get the largest possible allot- 
ment of liquor. This led to a lot of 
price cutting on drugs, as a good 
profit was made on the liquor. At 
that time I was in the drug manu- 
facturing business. 

One day I received a letter from 
one of our wholesale customers, a 
leading drug house in New York, 
calling my attention to the prices 
publisHed by a retail dealer in drugs, 
in one of our leading drug maga- 
zines. This retail dealer had bought 
the back cover of this magazine, and 
on this cover had listed almost every 
well-known item in the drug line at 
the price of the manufacturer to the 
jobber. A number of our items were 
on this list. The complaining whole- 
sale druggist merely wrote a letter 
to me, asking that they be given 
prices to meet this competition. 

Our company also advertised in 
this drug magazine. Naturally, when 
I saw this list of our items offered 
at the jobbers’ cost, I was indignant. 
So I wrote a letter to this drug maga- 
zine, expressing my surprise that 
they would take such an advertise- 
ment, and I also hinted rather 

(Continued on page 77) 
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Samuel N. Morrison 
in this article ans- 
wers the observa- 
tion: “They Buy at 


Wholesale.’ 


You Can 


SELL the BIG PLANT | 


HE hardware dealer has a legit- 
imate story to tell the large 
neighbor plants in his commu- 
nity. He is there with a complete 
stock of emergency needs, and emer- 
gencies are constantly happening in 
large plants. You may never know 
how frequently a delivery boy passes 
your door from some more enterpris- 
ing dealer blocks away to deliver 
emergency supplies that were ordered 
by telephone for the big plant. That 
business, perhaps, could or should 
be more legitimately yours, if you are 
nearer to the plant. 

The truth is that no organization, 
even the United States Government, 
is so large that it buys everything it 
needs at wholesale. It isn’t practical 
—it cannot always be done—and, be- 
sides, it doesn’t always pay. 

In soliciting business for emer- 
gency supplies, you should endeavor 
to make the intimate and friendly ac- 
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quaintance of those men in the plant 
who are responsible for maintenance 
—the engineer, the,superintendent or 
superintendent’s clerk (or both), the 
foremen of the various shops, the 
night watchman or night supervisor. 
Whatever you do, take your time and 
be patient. Keep calling on every- 
one in the plant who can direct busi- 
ness your way. Most emergency sup- 
plies are not ordered through the pur- 
chasing department. 


Cultivate All Minor 
Executives 


Often, these calls on minor execu- 
tives of the plant may prove doubly 
fruitful to you, if you cultivate their 
friendship, as you may often gain 
them as valuable customers for per- 
sonal requirements. Foremen, office 
executives and others make good sal- 
aries, have nice suburban homes and 
cars of their own. Suggestions in the 





right place frequently will bring 
them into your store for paint, house- 
hold hardware, car accessories, and 
miscellaneous things. Find out what 
you can about these men and tell 
them what you have in the store that 
will interest them. 

Every representative hardware mer- 
chant has at least a few items in his 
stock that are “exclusive” with him 
in his territory. These are your best 
bet for “crashing” the big boss, who, 
to the hardware trade, is usually the 
purchasing agent. It is almost a 
waste of time to try to see the pur- 
chasing agent armed only with a 
card and the story: “I am the hard- 
ware dealer in your neighborhood.” 
With these you may not even get past 
the secretary. Pick out some article 
in your stock that you know is par- 
ticularly good—don’t pick a volume 
item used in great quantity by the 
plant, but some item of which you 
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can possibly sell several gallons a 
year ora couple of dozen pieces oc- 
casionally. You can find out about 
such needs in your talks with minor 
executives of the plant. You may 
have a soldering fluid that, perhaps, 
is just what they have been looking 
for, or a particular tool for a special 
job which they have been doing in- 
adequately. Your very closeness to 
the plant should be an asset, and you 
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will be surprised how soon your 
knowledge of their needs will gain 
you a ready hearing, when the pur- 
chasing agent learns that you don’t 
call upon him unless you have some- 
thing to tell him. The fact that you 
are a neighbor is not a liability— 
you'll find big men are human and 
like to be friendly with their neigh- 
bors. 

When you are a little better ac- 





quainted, you can start getting some 
of the “wholesale” business that you 
were worrying about. You are like- 
ly to find much less hardware bought 
at wholesale than you thought, and, 
too, that large companies do not buy 
everything on a competitive basis. 

Personalities and friendships go a 
long way. Gradually, you can show 
the purchasing agent that it doesn’t 
pay to buy a year’s supply of this 
and that just to save one cent on the 
dollar. He is a business man. Fig- 
ure out his overhead costs, his stock 
records, and other “grief” attendant 
upon going into the wholesale hard- 
ware business. Just tell him that he 
can cut off a hundred items from his 
stock-room list; point out the actual 
cost in price difference and show him 
that he could save that in clerical 
costs, storage space and investment 
and he would have a lot of extra con- 
venience if he allowed you to act as 
his emergency stock room, delivering 
these items as he needed them. It 
won't be necessary to give him a 
blanket discount. You'll get a fair 
share of business if you are persistent. 

The word “service” is one of the 
most frequently used and least under- 
stood of all words in the business 
dictionary. Don’t ever use the word 
-—but speak its language. The neigh- 
borhood hardware dealer can do 
many things for the large concern 
that the large downtown dealer can- 
not do; that the wholesale or mill 
supply house certainly cannot do. 
He can cut and thread pipe, cut glass 
to size, deliver several different sizes 
of many things and have all this work 
done and delivered before the big 
fellow, blocks away, can transmit the 
order from his telephone clerk down 
to the order desk, to the workshop, 
and back again into the shipping 
room and to the delivery wagon. That 
is what is meant by “service.” You 
can supervise and save time when time 
is precious. But, when you tell your 
story, don’t speak of “service”—tell 
the big boss exactly what you can do, 
just as we have told it here, and let 
him name it. 


Make the intimate and friendly ac- 
quaintance of men in the plant who 
can turn business your way—mainte- 
nance men, superintendents, watchmen. 
Take your time and be patient 
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Series “‘C” of the Hardware Age Interchangeable Display Fixtures. 


More Interchangeable Fixtures 
for Hardware Windows 
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OW comes series “C” of the 
HarpwareE Ace Window Dis- 
play Fixtures. At the top of 

this page is a set of measurements 
from which any carpenter can make 
this simple but. effeetive series of 
interchangeable’ units. They are 
simply a set of boxes, varied by 
making some of them odd in shape, 
but a glance at the window trim on 








This is the arrangement of “C”’ fixtures 
used in the window at left. 
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the same page will show what an 
effective display can be made. 

The frame work of these boxes 
may be made with soft pine 7% in., 
and, in order to keep the units light 
so they may be moved about easily, 
the facing should be made of wall 
board. The units may be finished in 
paint or covered with velour, plush 
or imitation leather. 

The units 11 and 12, it will be 
noted, may be made by taking a piece 
of wall board 36 in. square and 
marking a circle 24 in. in diameter 
in the exact center of the piece. Cut 
carefully around this circle and you 
have top and bottom facings for both 
units. Simply quarter the pieces and 
use the inside pieces for No. 12 and 
the outside quarters for No. 11. No. 
14 is a circle cut the same way and 
halved. For the 9-in. curved sides 
of these units 11, 12 and 14, bend 
a piece of heavy cardboard, tin or 
other flexible material to fit. The 
framework. of these units may, of 
course, be built in straight triangular 
construction. 
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This window utilizes the series “A” fixtures for which an instruction sheet is ayail- 
able free. Below is a planned window used by Marshall-Wells model store at Duluth. 
Note the uniform tickets which add to the effective display. 





53 





Frankness In Advertising 


PUBLICATION devoted to the 
A advertising business has pre- 

dicted an epidemic of “quali- 
ty” claims, by advertisers, will put in 
an appearance very soon. The same 
advertisers who claimed “price re- 
ductions such as never before and 
will never again be known this side 
of eternity” will now dust off their 
tin pans and fog horns and shout 
“the finest quality that scientific 
progress is capable of producing.” 
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on Warner Flyers 
$1.25 $1 to $1.89 


(Tax pia) | We're proud to stamp our 
name on these steering — 

o, r hardwood top, steel front, 
ay atl ger = AB cn grooved runners, well braced. 
teed specifications for frigid | 32-inch 1.00 40-inch 1.59 
temperature. Change your | 36-inch ]1.29 45-inch 1,89 
own oil—save money. 
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By J. A. WARREN 


Associate Editor, Hardware Age 


But not nearly so many people are 
going to be fooled as these gentle- 
men fondly imagine. This genera- 
tion has had a very intensive train- 
ing in getting its money’s worth 
whenever it had any money to spend. 
And the stores that have been attract- 
ing the greatest numbers are those 
that have learned the knack of adver- 
tising so that any reasonable person 
can believe their statements. This 
department has frequently pointed 
out that customers must believe the 
advertising if the greatest good is to 
be obtained from that advertising. 

If you are holding a special sale, 
it is, of course, important that the 
ad should be laid out well and prop- 
erly displayed and illustrated, but 
it is far more important that your 
special sale be based upon a good 
and sufficient reason, other than the 
fact that you wish to move a certain 
quantity of goods. This may be a 
good reason from your own stand- 
point, but there must be a reason 
why you are offering the goods. 

The three ads chosen for this 
article’s illustration’are examples of 
what we are advocating here. 

The Warner Hardware Co., for in- 
stance, appeals to the customer 
through a demonstration of machin- 
ery. The ad says: “See an expert cre- 
ate corner shelves, book racks, gob- 
lets, etc.” The customer’s interest is 
aroused because the store has a 
straightforward reason for inviting 
him to visit it. 


The Champlin 


Hardware Co., 


Left: Warner Hardware, Minneapolis, 
has a traffic building idea in this dem- 
onstration of machinery. This ad ap- 
peals to the homeowner, his wife and 
children, through the machines, vacu- 
um cleaner and sled. A ss three- 
pointed ad with a couple of attractions 
for the motorist thrown in. Right: 
The Barrett ad (Joliet, Ill.) gives rea- 
sons why it is more satisfactory to buy 
where the tax is added instead of ab- 
sorbed and included in the price. 










It is an exact reproduction of our advertisement 


Ein the Joliet Herald-News--- 
BH January 13, 1933 





Enid, Oklahoma, has used a very 
effective plan of display for moving 
a lot of merchandise that had taken 
too strong a liking to the shelves 
in the Champlin store. This ad car- 
ries the “valid excuse” idea a little 
further. It frankly and good hu- 
moredly admits the boys “pulled a 
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boner” when they introduced certain 
items to Enid. These lines might 
have been a “wow” in some other 
town. Evidently they were not what 
Enid was waiting for. So the hon- 
estly logical young man who pre- 
pared this ad went right into print 
flatfootedly and said so. This ad 
moved a lat of goods because it did 
not try to fool people. This was a 
case where an open confession was 
good for the sale. A “White Ele- 
phant Sale” is explanatory, even if 
the reader sees nothing but the main 
headline. Incidentally, the ad is 
well arranged and attractive from 
every angle. Mr. Welden Ford is 
the man who prepares advertising 
matter for Champlin’s. 

Charlie Crawford of Barrett’s, 
Joliet, Ill., has been our guest writer 
in this department on previous occa- 
sions. He has some very definite 
ideas about retail advertising, and, 
since they are shared by HARDWARE 
AcE, we quote from a recent letter 
referring to the ad reproduced here: 

“At different times I have indi- 
cated to you that price cutting was a 
poor policy for a hardware merchant 
to follow. We have just finished 
our inventory and have found that 
we did not need to uncork the red 
ink bottle to make up our profit-and- 
loss statement, which proves to me, 
more than ever, that we are on the 
right road. 

“We do not run special sales, use 
loss leaders, or daily specials. We 
operate on a plan of advertising our 
institution and its service to the com- 
munity. The merchants of Joliet all 
participate in four special sale days 
each year. Two dollar days and two 
Joliet days. We cooperate with them 
and offer a few special values which 
are mostly close-out items and, of 
course, we reduce prices on obsolete 
merchandise, but other than this, we 
mark our merchandise for what we 
think it will bring and let it go 
at that. 

“I believe the independent mer- 
chant will succeed who is able to 
solve each problem as it comes, in 
his own way, rather than by trying 
to copy methods used by the large 


The ad by Champlin’s, Enid, Okla., in- 
spires confidence in the customer be- 
cause it admits buying mistakes, which 
turn out te be a valid excuse for offer- 
ing the items over-bought for clear- 
ance. This ad has the additional qual- 
ity of putting the reader in a pleasant 
frame of mind. 
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chains and department stores. To 
illustrate what I mean, I am inclos- 
ing a copy of tonight’s ad. 

“In Illinois we have a 2 per cent 
state sales tax. Some of our mer- 
chants add the tax and others absorb 
or include it in the price. We are 
adding the tax, and to justify our 
method, I found that our prices on 
electrical merchandise have not been 
increased, so I used it to illustrate 





that we had not increased our prices 
to take care of the tax and, therefore, 
were justified in collecting it from 
our customers.” 

Each of these ads has a good basis 
upon which to appeal to the cus- 
tomer. Each tells the plain un- 
varnished truth about its offerings, 
and that is what is needed today and 
will be needed in advertising under 
the new conditions. 
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Yes Sir... the Old Maestro of the Junglé is loose again We uncovered herds 
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ventory .. Maybe we'd better explain . . 
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ADVANCES BECOMING EFFECTIVE 


Motor Oil 
Stove Mica 


Copper 

Animal Traps 

Butts and Hinges 

Barn Door and Garage 
Hardware 

Malleable Pipe Fittings 

Welding Compounds 

Shellac 


Beaver Board 


Coper Eaves Trough 


DECLINES BECOMING EFFECTIVE 
Several Lead Products 


Stainless Steel 


ADVANCES ANTICIPATED 
Finished Cotton Goods Fruit Jar Rings 


Sales of hardware during Jan- 
uary have generally reached or ex- 
ceeded the most optimistic expectations. 
Dealers and consumers alike seem to 
have reached the conclusion that rising 
values are inescapable, and the most 
confirmed “hold-outs” are coming into 
the market for supplies. The southeast 
and southwest led in the continued de- 
mands on the jobbers, although there 
was no sign of any curtailment else- 
where. Collections and commitments 
for future delivery. are continuing sat- 
isfactory. Trade commentators ack- 
nowledge that hardware is enjoying 
greater current activity than almost any 
other staple merchandise lines. The 
reason is probably two-fold,—that 
hardware prices to the consumer are 
still moderate, and that patterns, pack- 
ages and finishes were never more at- 
tractive or up-to-date than at present. 

* * * 


Manufacturers of farm imple- 
ments and farm machinery have ex- 
perienced fine gains since the govern- 
ment has advanced so many millions 
of dollars to western farmers on their 
1933 corn crop. Farmers in the Omaha 
area are said to have started buying 
two months ahead of the usual date, 
and their trade is the best for the last 
four or five years. Collections on old 
debts are good and farmers are making 
substantial payments on new goods. 
Tractors, plows, and cultivators con- 
stitute the bulk of the sales, but trucks, 
corn shellers, gas engines, cream sepa- 
rators, spreaders, feed grinders, corn 
elevators, and hand tools account for 
a large increase. Last year farmers 
were getting from 8 to 18 cents per 
bushel for their corn. This year they 
are getting 45 cents from the govern- 
ment. 

* * *% 


The purchasing power of the 
American household has been restored 
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Copper Wire Snow Guards 






Steel Frame Window Screens 
Cold Pack Canners 

Cast Sash Weights 

Dog Collars and Harness 


February 
Ist 
1934 


to within 25 per cent of 1932 levels, 
according to a new survey in which 
7,000,000 women in New York, Phila- 
delphia, Pittsburgh and Milwaukee 
were interviewed. Women spending 82 
per cent of all money going into retail 
channels in these four cities are also 
showing a preference for higher quality 
merchandise, according to J. David 
Houser Associates, who conducted the 
survey primarily for a large Eastern 
department store. 
* * * 


Stainless steel, one of the new 
products of the steel industry, has been 
lowered in price, evidently in the hope 
of bringing out an increase in con- 
sumption that will be more than com- 
pensatory. According to Iron Age, the 
reduction ranges from 3 to 3% cents 
per pound. 

* * * 

Steel animal traps, all models, 
were advanced ten to thirty-five per 
cent by the Animal Trap Company of 
America, effective January 15th. High- 
er labor and material costs are the 
reasons assigned for the new quota- 
tions. With prices of raw furs more 
than double the 1932 figures, it is be- 
lieved handlers of game traps will dis- 
tribute much larger quantities in 1934 
than during the past several years. 


*# #2 


Makers of butts and hinges, in- 
cluding screw hook and strap hinges, 
issued new prices on January 10th, 
with both lists and discounts revised. 
The net change ranges upward to ten 
per cent advance on parts of the line,— 
about the third major change since 
recovery started. 

* *% * 


Prices on barn-door and garage 
hardware were raised just ten per cent 
on January 10th by most makers. Lists 
and discounts were revised in the first 


important change which this line has 
experienced recently. 
* * * 


Malleable pipe fittings and nip- 
ples are again quoted about ten per 
cent higher, effective last month,—the 
third increase in prices during the past 
several months. 

* * * 


Welding compounds of several 
leading brands, including Cherry-Heat, 
E-Z and Climax, took a sharp increase 
on January lst, amounting to about 28 
per cent. The staple twenty-five pound 
case now sells to the trade at $3.20 
instead of $2.50. 


* + 


Shellac prices were raised about 
January 5th, ten cents per gallon, and 
are very firm at the new basis. Tur- 
pentine made several advances last 
month, at the rate of a cent or two per 
gallon each week. Linseed oil is 
steadier, but with no immediate upward 
tendency noticeable. Jobbers are ex- 
pecting no changes in white lead for 
the rest of the quarter. 

* * * 


Sales of paint, varnish, and 
lacquer products, based on data report- 
ed to the Bureau of the Census, reached 
$206,605,000 for the first eleven months 
of 1933,—a relatively good showing 
when compared to the $203,323,000 
total reached during the entire year of 
1932. 

* * * 

Several brands of motor oils 
were raised about three cents per gal- 
lon on January lst—after a steady 
market for the preceding three months. 
One of the major increases in volume 
lately in many hardware stores has 
come from motor oil sales in the popu- 
lar two-gallon cans. 

* * * 


Back band and webbing manu- 
facturers announced recently that they 
will absorb all processing taxes and 
NRA labor charges and ship at their 
present schedule of prices and dis- 
counts. This amounts to a reduction 
in the price. In the face of the recent 
strength in the price of cotton, jobbers 
are recommending that dealers take 
advantage of this reduction to replen- 
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ish stocks. Finished cotton products 
in general, including sash cord, seine 
twine, mops, etc., continue firm, with 
possibility of higher prices due to gov- 
ernment curtailments of manufacture. 

* & ® 


On stove mica, following a with- 
drawal of old prices, new quotations 
were announced January Ist at an ad- 
vance of more than thirty per cent, and 
affecting both envelope sheets, and 
pound sales. 

* % * 

An advance of about 16 2/3 per 
cent on cold-pack canners has recently 
been made, and 1934 prices are expect- 
ed soon, substantially higher, on open- 
top packers’ cans. 

* & & 


Wholesalers expect new prices 
on rubber fruit jar rings to run sharply 
higher than for last season. Some mak- 
ers are talking of a rise of 25 to 33 1/3 
per cent, though with no formal an- 
nouncement as yet. 

* * * 


Several lead products were 
slightly reduced early last month by 
National Lead Company, in line with 
the easier lead market. Lead pipe, 
sheet lead and roofing washers were 
all marked down 25 cents per 100 
pounds. Lead traps and bends and 
lead roofing flanges remained un- 
changed. 

* * * 

Cast sash weights were ad- 
vanced about four dollars per ton on 
January 16th, by a midwestern foundry. 
Higher scrap prices, and restricted op- 
erations under NRA, were assigned as 
the reason for this advance, and the 
new quotations are subject to further 
change without notice. 

*% * * 


Dog collars, dog leads and 
harness were raised in price about ten 
per cent last month. Most jobbers had 
carried on throughout last year at the 
old prices, and this is the first advance 
that dealers in general have experienced 
on these items. 

* * *% 


Beaver board and similar prod- 
ucts, as well as hard board and board 
tilings were advanced in new price 
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schedules issued about January 18th. 
The mark-up on standard Beaver-board 
was close to one-half cent per square 
foot. 

* * * 

Clason copper-wire snow-guards, 
all types, are advanced $3.00 per thou- 
sand, effective February lst by M. N. 
Cartier and Sons Co. The manufac- 
turer’s announcement, issued January 
12th, left galvanized snow-guards un- 
changed. 

* * * 

Copper eaves trough miters, 
ends and drops were advanced Janu- 
ary 22d about ten per cent by Braden 
Manufacturing Company, with no 
changes for the present on galvanized 
steel miters and trimmings. 

* * * 


The disregard of code schedules 
on many leading items in hardware, by 
the pricing shown in the new 1934 
mail-order catalogs, has been a great 
disappointment to the trade. Manu- 
facturers had assured their distributors 
that the mail-order price-cutting of 
previous seasons would not be experi- 
enced on lines where fair NRA sched- 
ules had been established. However, 
the January-February “flyer” catalogs 
of both Sears and Ward included such 
important seasonable lines as netting, 
barb wire, and fence posts, with many 
others, at prices, to the consumer, 
lower than the average hardware re- 
tailer could buy under the manufac- 
turers’ present code regulations. And 
now the general mail-order catalogs 
for spring and summer are out, with 
a still greater showing of hardware 
items, priced completely out of con- 
trol of the recovery codes. Retailers, 
in particular, feel keenly the unfair 
position in which they are placed by 
price restrictions which govern them, 
but which have not been enforced upon 
these major competitors. 

*% * * 

Advanced 1934 prices on Dia- 
mond E steel frame window screens, 
were issued December 26th by Beh 
and Company. 18 to 33 inch adjust- 
able screens with galvanized wire cloth 
are listed at $6.80 per dozen to the 
trade, compared with $6.00 per dozen 
effective last season. 





Continental Company, Detroit, 
announced reduced prices on K.D. win- 
dow screen frames, effective December 
27th, modifying in part the heavy ad- 
vance first announced on November 
19th. Doors and screens have not been 
affected, and are maintaining the sharp 
mark-up brought about by the lumber 


code. — 


December department _ stores 
sales, including the holiday trade, 
showed gains for all federal reserve 
districts except Boston, where there 
was no change. For the country as a 
whole the sales were seven per cent 
greater than in December, 1932, as re- 
ported by the federal reserve board. 
Heaviest gains were shown for Decem- 
ber in the agricultural districts of Dal- 
las, Kansas City, and Atlanta, with 
Chicago and Cleveland also well ahead. 

* * * 

Rate of steel production, esti- 
mated January 22d by the American 
Iron and Steel Institute, was 32.5 per 
cent of capacity—about 1.7 per cent 
less than the percentage reported for 
the preceding week. A month ago the 
rate was 31.6 per cent of activity. Large 
automobile releases are probably near 
at hand, and the outlook for general 
industrial steel shipments is considered 
very good. Building operations and 
the railroads are still disappointing in 
their velume of call for steel tonnage. 
Employment at Detroit is expanding 
as a result of the step-up in automobile 
production. On January Ist, it is 
estimated that industrial workers in the 
Detroit metropolitan area numbered 
201,000, or about 40,000 more than at 
the same time a year ago. Since that 
date there have been considerable ad- 
ditions to industrial payrolls. 

* * * 

Copper prices have stiffened re- 
cently, reaching 84% cents on January 
19th, up 1% cent per pound since the 
first of the year. Demand was quick- 
ened by reports that agreement had 
been reached on a code for the copper 
industry which will contain provision 
for a minimum price. 

* * * 

Commercial failures, reported to 
Dun & Bradstreet, Inc., show a rather 

(Continued on page 80) 
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SILVER DOLLARS 


Freeport, Ill., will ascertain where they roll to after 
large local payroll is met in cartwheels 


By AUSTIN C. LESCARBOURA 


REEPORT, a thriving indus- 
trial and shopping town sur- 


rounded by a large agricultural 
area in the northwestern corner of 
Illinois, has just conducted an inter- 
esting experiment in industrial and 
merchandising collaboration. The 
industrial end took the form of a 
$40,000.00 silver payroll—every offi- 
cial and worker of the Burgess indus- 
tries being paid in neatly bagged 
cartwheels — while the merchants 
offered timely silver dollar specials 


to coax the “cartwheels” out of 
tightly clenched hands. 

The plan originated with Dr. C. 
F. Burgess, chairman of the board 
of the Burgess Battery Company and 
other industries based on the devel- 
opments coming out of the C. F. 
Burgess Laboratories. He conceived 
the idea of distributing silver dollars 
for the entire payroll of the Burgess 
industries with a two-fold purpose 
in mind: first, he believes this is the 
best way to prove to any community 


that the silver dollar is a sound, 
spendable currency, and that the 
attention thus created will lead many 
intelligent citizens to find out for 
themselves the facts of the silver 
issue now before Congress; second, 
the study of the flow of such a veri- 
tably earmarked money through the 
various channels of trade must show 
the purchasing power of an indus- 
trial payroll in a typical community, 
and divulge pertinent facts regarding 
the rate of flow and the directions of 


The payoff at the Burgess battery plant, where some $30,000.00 in silver dollars was distributed to more than 500 employees, 
with an additional $10,000.00 shipped to other plants and offices of the organization. 
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A cautious hardware clerk gives the 

cartwheel the bite test and then drops 

it on the counter to hear the proper 

“ring’”—all in good clean .fun, you 
understand. 


flow of money these perplexing days. 

From the viewpoint of just the 
mechanics of handling 40,000 silver 
“cartwheels,” the plan represented a 
most ambitious undertaking. The 
ton and dne-third of silver coins had 
to be harvested by the Federal Re- 
serve Bank of Chicago, requiring 
more than a week’s time and effort. 
The money was transferred to the 
Continental [Illinois & Trust Com- 
pany in Chicago, which in turn 
shipped it to the State Bank at Free- 
port two days before the payoff. 
Under the direction of D. J. Teare, 
treasurer of the Burgess organiza- 
tion, five workers counted the vast 
pile of coins and packed some 800 
black and white striped pay bags 
which were to replace the usual pay 
check or pay envelope for just this 
particular half-month’s pay. 

At the break of dawn on Saturday 
morning, Jan. 20, a truck loaded 
with its silver cargo and jealously 
guarded by police armed with sub- 
calibre machine guns, sawed-off shot- 
guns and tear-gas bombs, made its 
way from the bank to the yard of 
the plant. Here, still under the muz- 
zles of guns and itching trigger fin- 
gers, the local Burgess industries 
workers were paid in about two 
hours. 

The silver payroll had been a care- 
fully guarded secret, so far as the 
public was concerned. However, the 
Burgess officials felt that local trad- 
ing might be materially stimulated 
if merchants offered special silver 
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dollar sales. Consequently, attrac- 
tive black and white striped cards 
with a panel simply calling attention 
to silver dollar specials, were dis- 
tributed to selected merchants with 
strict instructions not to exhibit them 
before Saturday morning. Mean- 
while, the merchants ran “teaser” 
copy in the local newspaper and win- 
dow cards, announcing a “mystery 
dollar” sale the forthcoming Satur- 
day. 

So Freeport was fully primed, 
ready to go. When the first pay bag 
was handed to Frank Arbogast of the 
B and C battery assembly depart- 
ment, the secret was out. The news 
spread like wildfire through the 
town. Merchants were already dis- 
playing the silver dollar specials. 
Others, noticing the activities of 
their neighbors, immediately fol- 
lowed suit until the entire shopping 
section was dealing in silver dollars 





with the nonchalance of a western 
mining town. Here and there were 
shoppers, carrying their black-and- 
white striped bags filled with silver 
dollars. Here and there were mer- 
chants, at first a bit confused with 
the payments in sil ver—some 
actually bit and struck the first few 
as a matter of habit!—but soon 
accepting the silver avalanche as a 
matter of course. 
Freeport’s hardware 
were among the aggressive business 


merchants 


men to cash in on the silver buying 
wave. The elaborate Freeport Hard- 
ware Company soon reported incom- 
ing cartwheels in the ratio of three 
for payments on account to one for 
cash purchases. A. W. Place reported 
an inflowing tide of silver dollars, at 
first in the ratio of about | to | be- 
tween payments on account and cash 
purchases. Chas. S. Hepner Company 
(Continued on pag’ 79) 


“It’s in the bag,” and this woman has a powerful right hand sack. The silver dol- 
lars were not long in getting into circulation in Freeport, IIl. 
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Farwell, Ozmun, Kirk & Co. Celebrates 75th Anniversary 


The wholesale hardware house 


of Farwell, Ozmun, Kirk & Co., | 
St. Paul, Minn., is 75 years old. | 


Founded in 1859, during a period 
of recovery from an economic 
depression, in a new State, the 
business was first operated as 
Cheritree & Farwell and handled 
chiefly the lines required by 
pioneers. Later the firm was 
known as Farwell Bros., after 
which George L. Farwell became 
sole owner. Mr. Farwell con- 
ducted the business himself until 
the partnership of Farwell, Oz- 


mun & Jackson was formed. In | 


1887 the firm was incorporated 
under its present name. 

The business was moved in 
1863 to larger quarters and had 
to expand again in 1863, 1865 
and 1876. The year 1881 saw the 
business in new quarters again. 
Following the organization of the 
present company a building was 
erected on Third Street, where 
the business continued until No- 
vember, 1891, when fire swept the 
building and destroyed the en- 
tire merchandise stock, making 
necessary another move. The com- 
pany entered another building in 
1895 and first occupied its pres- 
ent main building in 1905. That 
building, said to be the first re- 
inforced, poured concrete build- 
ing in the world, attracted the 
attention of architects and en- 
gineers from far and wide. 

In 1893 the company acquired 
the cutlery business of Henry 
& Son, manufacturers, 
while the business of the North- 
ern Paint Co., Minneapolis, 
Minn., was purchased in 1898 
and moved to St. Paul in 1899. 

C. H. Bigelow, _ president, 
joined the organization in 1888 
and was president in 
1914. Vice-president Frank E. 
Whitman joined the firm in 1885 


Sears 


elected 


and was elected vice-president in 
1928. Samuel S. King, with the 
1889, 
sales manager in 1905 and was 
elected secretary in 1930. Law- 
rence Platt, with the company 
since 1915 became superintendent 
in 1923 and treasurer in 1930. 
Everett B. Kirk, son of R. A. 
Kirk, who became president in 
1898, has been a member of the 
board of directors since 1914. 
Paul W. Anderson, with the or- 


company since became 


— 





manager. 





Upper row—Frank E. Whitman, vice-president and buyer and 

manager of the builders’ hardware department; Charles H. 

Bigelow, president and Samuel S. King, secretary and sales 

Lower row—Lawrence Platt, treasurer; Paul W. 

Anderson, assistant treasurer and member of the board; 

Everett B. Kirk, member of the board and John M. Burbank, 
a director of the company. 





sistant treasurer and member of 
the board in 1930. 

The St. Paul Pioneer Press is- 
sued on Dec. 31 a special edi- 
torial and advertising section 
tracing the history of the firm 
and the business careers of the 
officers and other members and 
employees of the firm. 








DISSTON ANNOUNCES 
NEW SHIPMENT TERMS 
Henry Disston & Sons, Inc., 


Philadelphia, Pa., have just an- 
nounced a change in their terms 





that will be of interest to hard- 
ware jobbers throughout the 


} country. 





Effective February 1, 1934, 
their terms will be f.o.b. Disston 
factory, Philadelphia, full freight 
prepaid or allowed (not to ex- 
ceed lowest rate to customer’s 
home city) on shipments of 100 
pounds or more. These terms 
apply to practically every item in 
the Disston hardware line. 

This change in terms has been 
made to give hardware jobbers 
a more uniform margin of profit, 


ganization since 1900 became as- | and to simplify the price struc- 
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ture, says the company. It also 
places jobbers on an equal basis 
in selling Disston products. 


McILROY, SALES MGR., 
ALUMINUM INDUSTRIES 


‘ 

W. E. Mcllroy, heretofore in 
charge of field sales of Aluminum 
Industries, Inc., Cincinnati, Ohio, 
has been named sales manager. 


| HUDSON COUNTY ASSN. 
HEARS NRA COUNSEL 


Abner Feinberg, counsel to the 
Jersey City NRA and the Jersey 


cussed retailers’ obligations and 
duties under the NRA retail code 
as well as the workings of the 
NRA Compliance boards and the 
State Industrial Recovery Admin- 
istration at the Jan. 16 meeting 
of the Hudson County Hardware 
& Housefurnishings Association. 
The meeting held at the Jewish 
Community Center, Jersey City, 
N. J., was attended by seventy- 
five members and guests. 
President M. B. Perlman pre- 
sided over the meeting and wel- 
comed the guests who included 
the following officers of the New 
Jersey Retail Hardware Associa- 


president Charles Prior, Philip 
Goldstein, chairman of the ex- 
ecutive committee, and Maxwell 
M. Plotkin, counsel. 





MATHEWS & BOUCHER 
CLOSES RETAIL DEPT. 


Mathews & Boucher, Rochester, 
N. Y., hardware firm, has dis- 
continued its retail hardware de- 
partment. The business is now 
entirely a wholesale one, supply- 
ing the needs of retail hardware 
dealers, tinsmiths, plumbers, 
electricians, factory, mill and jan- 
itor supplies, etc. 

After repairs and alterations 
are completed, the wholesale of- 
fice, sales and sample room will 
be located on the first floor to 
enable giving customers more 
prompt and better service. 








COLEMAN LAMP & STOVE CO. HAS 


SALES 


Equipped with Coleman lamps, 
lanterns, heaters, irons, new In- 
stant-Gas stoves, a complete line 
of Coleman electric appliances, 
burners, water heaters, etc., this 
car was on display at the West- 
ern association convention at 
Kansas City, Mo., and will later 
be sent to the Illinois and Iowa 


AND DEMONSTRATION CAR 


state association conventions. 
After being on display at the 
three conventions it will be 
turned over to Coleman sales- 
men who will use it in their ter- 
ritories. By this method it will 
be routed and used throughout 
the country by the Coleman 
| Lamp & Store Co., Wichita, Kan. 
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City Retail Code Authority, dis- 


tion: President Jack Heller, Vice- 

















AGE 


_ a ilBl 


assi 
sale 
age 
gan 
Son 
and 


joi 
late 
pro 
whi 
spe 
and 
mal 


par 
in 

pon 
in | 
tior 


the 
me! 
pos 


I 
I 


sen 
mal 
We 
ser 
fac 
too 
cap 
\ 
enc 
ada 

F. 

in 

be 
Res 
I 


FE 








he 


ey 
jis- 


w 











AGE—WHILE IT’S NEWS 


THE TRADE 











Executive Changes, Meet- 


ings, Current Events in 


the Hardware Trade 

















FEBRUARY 1, 1934 














W. H. GEBHART MANAGES 
DISSTON DIV. SALES 


Walter H. Gebhart, since 1931, 
assistant manager of industrial 
sales has been made sales man- 
ager of that division of the or- 
ganization of Henry Disston & 
Sons, Inc., Philadelphia, Pa., saw 





and tool manufacturers. He 
W. H. GEBHART 
joined the company in 1910, 


later going to the plant in a 
production management capacity 
where he devoted two years to 
special wood-working production 
and four years to production 
management in the saw works. 


Later he went to the sales de- 


partment as a products specialist 
in mill goods, handling corres- 
pondence and traveling to assist 
in handling problems in connec- 
tion with wood-cutting sales. 

Mr. Gebhart’s experience in 
the plant and in the sales depart- 
ment fit him well for his 
position. 


new 


SEEKS LINES FOR 
FRENCH WEST INDIES 


Raymond Theodor, who repre- | 


sents several prominent French | 


manufacturers in the 


West Indies, is 


French | 
interested in | 


serving several American manu- | 


facturers of general hardware 
tools, and machinery in the same 
capacity in the islands mentioned. 

Mr. Theodor’s banking refer- 
ence is the Royal Bank of Can- 
ada, Fort de France, Martinique. 
F. W. I. His headquarters are 
in the same city, where he may 
be addressed “care of Poste 
Restante.” 

Rum is perhaps the most im- 
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portant product of the French 
West Indies, and Mr. Theodor 
reports that U. S. A. repeal has 


effected a marked improvement | 


in business conditions. Mr. 
Theodor is currently especially 
interested in kerosene and elec- 
tric refrigerators, flashlights, six- 
volt storage batteries, ranges and 
other devices using bottled gas 
for fuel, and auto upholstery 
fabrics and top coverings. 

THE CHI-NAMEL CO. HAS 
MEETING OF SALESMEN 


Salesmen of The Chi-Namel 
Co., Cleveland, Ohio, paint. 
enamel and varnish manufactur- 
ers, met Jan. 15 and 16 at the 
Cleveland Hotel for a sales meet- 
ing. A continuous cooperative 
sales plan for Chi-Namel dealers 
was presented by William O. 
Jennings, newly appointed gen- 
eral sales manager, and W. L. 
Stensgaard, director of merchan- 
dising. 

Prior to his appointment Mr. 
Jennings had many years ex- 
perience in sales and executive 
work, having been district man- 
ager of the Beaver Board Com- 
panies at Philadelphia, Pa., and 
more recently district manager of 


the Pyrene Mfg. Co., Chicago.| ing Machine Manufacturers As- | 
2 | 


Ill. 














Paging Wm. F. and E. H. 
Schlessner(?) 


Saunders Norvell, Contrib- 
uting Editor, HARDWARE AGE, 
received, at Christmas season, 
a letter of appreciation from 
two readers. As nearly as 
the unfamiliar signature can 
be understood by Mr. Nor- 
vell or the staff of HARDWARE 
AcE, it reads Wm. F. and 
E. H. Schlessner. As the en- 
velope was mislaid by Mr. 
Norvell and since he is desir- 
ous of acknowledging the let- 
ter, this notice is printed in 
the hope that the writer of 
the letter will see it and com- 
municate either with Mr. Nor- 
vell, Squibb Bldg., 745 Fifth 
Ave., New York, or Harp- 
WARE AGE offices. 




















HURLEY AGAIN HEADS 
WASHING MACHINE ASSN. 


Edward N. Hurley, Jr., presi- 
dent, Hurley Machine Co., Chi- 
cago, Ill., has been reelected 
president of the American Wash- 


sociation. 


ELECT H. F. SULLIVAN 
PRES. OF NUTMEGGERS 


Harold F. Sullivan, A. G. 
Spalding & Bros., Chicopee, 
Mass., was elected president of 
The Nutmeggers at the January 
meeting held at the City Club of 
Hartford, Hartford, Conn. Vice- 
presidents are: Elliot C. Paddock, 
Greenfield Tap & Die Corp., 
Greenfield, Mass., and Charles F. 
Gallager, Hartford, Conn., manu- 
facturer’s representative. E. C. 
Sullivan, The Holo-Krome Screw 
Corp., Bristol, Conn., was re- 
elected secretary. 


NORTH JERSEY DEALERS 
NAME 1934 OFFICERS 


Demarest Romaine was _ re- 
elected president of the North 
Jersey Hardware & Supply Asso- 
ciation at the January meeting 
held at Tuttle Bros., Westfield, 
N. J. The evening was given 
over to a discussion of business 
| conditions and the subject of 
| price revisions. 

C. F. Werner, Jr., E. P. Nehms 
|and William Ludewig were 
| elected vice-presidents, and Secre- 
tary-treasurer H. W. Molyneux 
' was reelected. 








This window, installed by Edward Besaw, for Fowler & Green, Inc., Lowville, N. Y., sold many cross cut 


saws. 


The figures are arranged for motion and the heads are photographic enlargements cut out. 
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NATIONAL CARBON CO. , 
SPONSORS A CONTEST 
ON AIR CELL RADIOS 


Coincident with the production 
of the new Air Cell radio receiv- 
ing set, in 18 of the leading radio 
set manufacturers’ plants, Na- 
tional Carbon Co., Inc., is spon- 
soring a national farm radio con- 
test. It is directed to the 10,- 
000,000 homes which, according | 
to the U. S. Department of Com- 
merce, are without any electric | 
service. 

For the best letters from farm | 
paper readers on “What Air Cell | 
Radio Means to Me”—letters of 
one sentence or 100 words—win- 
ners will receive 383 prizes, with 
the first three being $1,000, $500 
and $250. In the event of any 
ties duplicate prizes of like 
amount will be awarded the ty- 
ing contestants. 

Contestants are being in- 
structed, in farm papers, through- 
out the country, to get their in- 
formation about Air Cell from 
their local dealers—how the Air 
Cell runs without a storage or 
dry “A” battery; how it sounds 
and looks; how much it costs; 
and where one can be bought. 
National Carbon Co. will send 
dealers this information, along 
with an Air Cell window 
streamer, a large proof of the 
contest advertisement, a counter 
card and two kinds of folders. 
The contest will be tied up with 
a national advertising campaign 
in farm papers. 

Letters should be directed to 
the National Carbon Co., 30 E. 
42nd St., New York City. The 
closing date of the contest is 
Feb. 20. Judges of the contest 
are: Senator Arthur Capper of 
Kansas; Judge John Barton 
Payne, chairman, American Red 
Cross, and Harold L. Lafount. 
Federal Radio Commission. 

No fees are charged nor is it 
necessary to make any purchases 
in order to enter the contest. 








WESTERN CARTRIDGE CO. 
PERSONNEL CHANGES 


George M. Davis, who has 
been with the Western Cartridge 
Co., E. Alton, Ill., for nineteen 
years, the past fifteen in the 
sales department at the home 
office, is taking over, in addition 
to his other duties, the responsi- 
bility as district sales manager 
for the states of Illinois, Indiana 
and Iowa. Mr. Davis is well 
known to the arms and ammuni- 
tion trade of the country. 

Martin Newcomer has suc- 
ceeded the late Earle Donahue as 
district sales manager in Minne- 
apolis, Minn. Mr. Newcomer, 
who has recently been in the oil 
business, had previously been for 
many years with the U. S. Car- 
tridge Co., New York City, in 
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factory and sales capacities. His 
new territory comprises the states 
of Minnesota, Wisconsin, North 
and South Dakota and Montana. 

John S. Boa, well known in 
the arms and ammunition trade 
for more than thirty years, the 
last seventeen years with the 
Ithaca Gun Co., Ithaca, N. Y., 
has been appointed as Western 
sales representative in the Chi- 
cago territory. He will sell West- 
ern ammunition and Winchester 
guns. 

DESIRES SUPPLIES AND 
SPORT GOODS CATALOGS 


Briteway Stores, 6038 S. Hal- | Hardware 





SOMERVILLE DEALERS 
DISCUSS COMPETITION 


The January meeting of the 
Somerville & Medford Paint & 
Hardware Dealers Association, 
held in Somerville, Mass., dis- 
cussed opening and closing hours, 
unfair competition, credit, etc. 
Representatives from associations 
in nearby communities told of 
the activities of their groups. 
President Joseph Fisher, Med- 
ford, Mass., who presided at the 
meeting, urged closer cooperation 
between merchants. 

Guy C. Small, New England 
Dealers Association, 





sted St., Chicago, Ill, desires | told of the coming convention of 


catalogs and price lists on elec- | his 


association and discussed 


trical and automotive supplies | problems of unfair competition 


and sporting goods. The company | 
| of the Somerville Board of Trade 


| discussed uniform closing hours. 


has just added these departments 
to its stores. 


among retailers. The secretary 





C. M. McClung & Co. Wholesale House 
Celebrates Its 50th Anniversary 





Company Reports 1933 Sales Greater Than for Any Previous 
Year 





The wholesale hardware house 
of C. M. McClung & Co., Knox- 
ville, Tenn., celebrated on Jan. 
1 its fiftieth anniversary. Cal- 
vin Morgan McClung acquired 
the business in 1884 under the 
name C. M. McClung & Co. He 
continued as owner and presi- 
dent of the company until his 
death in 1919. 


“> 
il 


i 


Ww. M. BONHAM 


y 





The beginning of the firm’s 
predecessors was about 1820, 
when James H. Cowan estab- 
lished a small general store. In 
1832 Mr. Cowan took his brother- 
in-law, Perez Dickinson, as a 
partner under the firm name, 
Cowan & Dickinson, wholesale 
and retail house. In 1859 the 
firm of Cowan, McClung & Co. 
was formed to take over the 
wholesale end of the business, 
with James D. Cowan, Charles 
J. and Frank H. McClung as 
other partners. The firm of 
McClung, Powell & Co., compris- 





ing Matthew G. McClung, Col. 
Columbus Powell, William J. 
McNutt and A. Gredig, took over 
the entire hardware stock in 
1880. C. M. McClung purchased 
in 1882 the interest of Matthew 
McClung, but the business con- 
tinued under the same name 
until 1884 when Col. Powell with- 
drew and the name was changed 
to its present style. 

In 1891 the first of the com- 
pany’s present group of build- 
ings, at 505-507 W. Jackson St., 
was erected. Additions were 
made in 1903, 1911 and 1926. 
The plant now extends from 501 
to 519 W. Jackson St. 

C. M. McClung & Co. be- 
came a corporation in July, 
1905, under the same name it 
bore in 1884. Mr. McClung, a 
man of civic spirit, founded the 
McClung Room at Lawson Mc- 
Ghee Library in Knoxville, where 
a most comprehensive collection 
of East Tennessee history is col- 
lected. 

Mr. McClung was succeeded as 
president by Bruce Keener, Sr. 
Upon the death of Mr. Keener, 
C. J. McClung became president. 

Walter M. Bonham was elected 
president in 1931. Other officers 
are: Vice-presidents, Bruce 
Keener, Jr., and John S. Van 
Gilder; secretary-treasurer, F. 
Edward Barkley, and assistant 
secretary, Charles A. Burks. 

The company, which has grown 
from a small business to a mil- 
lion-dollar corporation, reports 
that sales for 1933 were greater 
than for any previous year. In 
addition to its sales in the South- 
east, the company ships merchan- 
dise to Hawaii and even to parts 
of Africa. 





BALTIMORE DEALERS 
REELECT OFFICERS 


Ernest Johannesen was _ re- 
elected president of the Baltimore 
Retail Hardware Association, at 
the January meeting held in 
Miller Bros. Restaurant, Balti- 
more, Md. Vice-president, Carroll 
D. Rudolph; secretary, Charles 
J. Ritterhoff, and __ treasurer, 





E. JOHANNESEN 


George F. Schuman were also re- 
elected. The association discussed 
a cooperative newspaper and cir- 
cular advertising campaign. It 
was decided that the association 
refrain from the plan, as a group. 

A complaint was registered 
against the sale by local schools 
of padlocks for the use of chil- 
dren on their lockers. Mr. Johan- 
nesen stated that he would bring 
this matter to the attention of 
the school board. Speaking as a 
member of the NRA Local Board 
of Retail Trade Compliance, Mr. 
Johannesen told of the work of 
that board. 

There was a discussion of 
mark-ups under the NRA codes. 





HYGRADE SYLVANIA 
MOVES CHICAGO OFFICE 


The Chicago, IIl., office of the 
Hygrade Sylvania Corp., has 
moved from 445 Lake Shore 
Drive to 612 N. Michigan Ave. 
The warehouse will continue at 


the Lake Shore Drive address. 





COBURN TROLLEY TRACK 
FIRM IS REORGANIZED 


The Coburn Trolley Track Co., 
Holyoke, Mass., has been or- 
ganized to succeed The Coburn 
Trolley Track Mfg. Co., which 
is being liquidated. Leland C. 
Allen, former superintendent of 
the Coburn Trolley Track Mfg. 
Co. is president of the new com- 
pany. Austin N. Kirkpatrick is 
the treasurer, while Walter F. 
Zenner, former chief designer of 
the old company, is secretary. 

The company will continue to 
manufacture sliding door and 
fire door hardware, overhead con- 
veying equipment, rolling ladders 
and overhead doors. 
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Merchandise advertised in THE AMERICAN WEEKLY will 
help you ring up twice as many sales as merchandise adver- 
tised in any other magazine. That’s because THE AMERICAN 
WEEKLY is read by more than 5,000,000 families—double 
the number that read any other magazine—thereby creating 
double the demand for products advertised on its pages. 
When a manufacturer advertises in this Mighty Magazine, 
he hands you extra sales and profits—and all the more so, 
if you feature and display his merchandise. 

















The American Weekly—what it is 


@ The American Weekly is the largest magazine in the world. It is distributed 
through 17 great Hearst Sunday Newspapers. In 529 of America’s 995 towns and 
cities of 10,000 population and over, The American Weekly concentrates 68% of its 
circulation. 


if 


In each of 93 cities, it reaches one out of every two families 
In 110 more cities, 40 to 50% of the families 

In an additional 157 cities, 30 to 40% 

In another 169 cities, 20 to 30% 


... and, in addition, more than 1,680,000 families in thousands of other commu- 
nities, large and small, regularly buy and read The American Weekly. 


THEAMERICAN 
THAW eSKLY 


“The National Magazine with Local Influence’’ 
Main Office: 959 Eighth Avenue, New York City 





FEBRUARY 1, 1934 63 








JOHN E. BASSETT & CO. CELEBRATES 
ITS 150TH BUSINESS ANNIVERSARY 


This year The John E. Bassett 
& Co., New Haven, Conn., cele- 
brates its 150th anniversary, hav- 
ing been founded in 1784 by 
Titus Street. Although a varied 
line of merchandise was handled 
by the founder hardware lines 
were the principal stock. In 1792 
Mr. Street took as a partner his 
clerk, Samuel Hughes, the firm 
then becoming Street & Hughes. 
Owing to unsettled conditions 
caused by the War of 1812, the 
business was temporarily sus- 
pended. Mr. Street retired from 
the firm in 1821, the firm then 
becoming S. Hughes & Son. 





John E. Bassett joined the 
organization as a boy and later 
became a member of the firm, 
the business subsequently being 
known as the John E. Bassett Co. 
The firm was incorporated in 
1889, with Mr. Bassett as presi- 
dent and his son, George J. Bas- 
sett, as secretary. George J. Bas- 
sett became president and treas- 
urer upon the death of his father, 
and continues to be president to- 
day. William E. Janswick is vice- 
president and treasurer while 
Fred H. Wilcox is secretary and 
assistant treasurer. 





NEUMANN HEADS °FRISCO 
POT & KETTLE CLUB 


Officers for the year were in- 
stalled at the Jan. 9 meeting of 
the San Francisco Pot & Kettle 
Club by retiring president A. J. 
Howell, who presented them with 
gifts “symbolic” of their offices. 
To the new president, Paul S. 
Neumann, buyer for American 
Factors, Ltd., Honolulu, was 
given a red silk “ambassadorial” 
sash with large, gold letters read- 
ing “PREX.” A pair of rubber 
gloves were handed to G. C. Gil- 
lan, Metal Sponge Sales Corp., 
the new second vice-president, 
while W. B. MacDonald, Hallen- 
schide & MacDonald, received a 
wrist-watch to enable him to see 
that meetings open and close on 
schedule. Treasurer Fred Wig- 
more, Atlas Tack Co., received a 
toy bank. 

Recording secretary Hugo Au- 
guston, buyer of housewares for 
Sloss & Brittain, received a kin- 
dergarten note book, while cor- 
responding secretary Osgoode 
Murdock, business manager, 
Housewares Directory, and pub- 
lisher, The Implement Record, 
received a collection of lead pen- 
cils and erasers. 

President Neumann appointed 
C. G. Putnam, chairman of the 
entertainment committee. 

J. R. BAILEY RETIRES 

AFTER HALF CENTURY 


James R. Bailey, LeRaysville, 
Pa., recently sold the hardware 
business of E. M. Bailey & Son 
in that town to F. L. Dimock, 
Wyalusing, Pa. Mr. Bailey, 
whose father founded the store 
in 1880, retired after fifty-one 
years’ activity because of ill 
health. He has been a subscriber 
to HarpwareE AcE and its prede- 
cessors for fifty years. The 
Bailey foundry, which manufac- 
tured plows for more than fifty 
years, was also disposed of by 
Mr. Bailey. 

Mr. Dimock, who purchased the 
business, operates a_ store in 


64 








Wyalusing, Pa. Gerald Ander- 
son, who has served five years as 
an employee of the Dimock hard- 
ware and housefurnishings store, 
manages the new branch. 





REMINGTON MAKES 
PERSONNEL CHANGES 


The Remington Arms Co., 
Bridgeport, Conn., has announced 
the appointment of Clyde B. 
Wells, former district sales man- 
ager of the St. Louis, Mo., ter- 
ritory as assistant director of 
sales, with headquarters at 
Bridgeport. He is well known to 
the hardware and sporting goods 
distributors in the South and 
Middle West, having managed 
sales of both the Memphis, Tenn., 
and St. Louis districts for 
many years. Mr. Wells, who is 
well known to shooters because 
of his trapshooting achievements 
and has won many champion- 
ships, is a familiar figure at the 
Grand American Handicap. 

The St. Louis district has been 
rearranged and hereafter will con- 
sist of two districts with offices 
in Memphis and St. Louis. The 
Memphis district, in charge of 
R. F. Rothrock, formerly special 
cutlery representative, embraces 
the states of Louisiana, Arkansas, 
Mississippi and the western por- 
tion of Tennessee including 
Dyersburg, Jackson, Lexington 
and Martin. 

E. C. Palmer, former assistant 
to Mr. Wells, is the manager of 
the St. Louis district, which com- 
prises Oklahoma, Kansas, Mis- 
souri, most of Illinois, including 
Cairo, Quincy, Decatur, Mount 
Vernon, and Peoria, and practi- 
cally the southern half of 
Indiana, including Evansville, 
Indianapolis, Terre Haute, Vin- 
cennes and Madison. 





PERLMAN NAMED ON 
LOCAL CODE AUTHORITY 


M. B. Perlman, president, Hud- 
son County Hardware & House- 
furnishings Association, has been 
appointed as hardware trade rep- 





resentative on the Local Retail 
Code Trade Authority, Jersey 
City, N. J. B. F. Merritt, sec- 
retary of the same association 
and H. Bentsen have been ap- 
pointed alternates. 





F. E. PHARR WILL SOON 
RETURN TO HIS OFFICE 


Finis E. Pharr, president, 
Buhrman-Pharr Hardware Co., 
Texarkana, Ark.-Tex., wholesale 
distributors, expects to return to 
his desk soon, after an absence 
of several weeks. Mr. Pharr be- 





FINIS E. PHARR 


came ill Dec. 9, and went to Hot 
Springs, Ark., where he was con- 
fined to a hospital until Jan. 10. 
While at the hospital he under- 
went an operation, from which 
he made a quick recovery. 





CHICAGO ASSN. HEARS 
TALK ON SALES TAX 


Two hundred thirty-nine mem- 
bers and guests attended the Jan. 
12 meeting of The Chicago Re- 
tail Hardware Association, held 
at the organization’s headquart- 
ers in the Merchandise Mart. 
H. A. Church discussed the sub- 
ject “Why the Independent Mer- 
chant Lost the Confidence of the 
Buying Public.” H. A. Stickney, 
president, Chicago Cook County 
Grocers & Butchers Association 
discussed the Illinois State Sales 
Fae. 

Retiring president F. J. 
Kozelka, who installed the newly 
elected officers, was presented 
with a fine leather bag as a token 
of the appreciation for his ser- 
vices during his term of office. 
C. F. Woolley was installed as 
president, Frank J. Horky as vice- 
president. New directors are 


J. M. Backer and H. D. Crook. 


THOMAS DEVLIN MFG. CO. 
NAMES REPRESENTATIVE 


The Thomas Devlin Mfg. Co., 
Burlington, N. J., plumbing prod- 
ucts manufacturers, has appoint- 
ed the Fletcher-Weil Co., Los An- 
geles, Cal., as its Pacific Coast 
representative. The Fletcher-Weil 
organization will cover the entire 
coast for the Devlin company. 





KELLMURRAY AGAIN 
HEADS MOHAWK 
VALLEY ASSN. 


W. T. Kellmurray, Utica, N. 
Y., was reelected president of the 
Mohawk Valley Hardware Asso- 
ciation at the January meeting, 
held at the Hotel Martin, Utica, 
N. Y. Charles Stewart, Fort 
Plain, N. Y., was named vice- 
president; George W. Egan, 
Utica, N. Y., was elected secre- 
tary, and Guy Finney, New Hart- 
ford, N. Y., was reelected treas- 
urer. The following directors 
were elected for two-year terms: 
Ed. Hobbes, Utica; William Me- 
Greevy, Frankfort, N. Y., and 
Sherrill Sherman, Utica. 

Captain A. W. Pickard, com- 
missioner of public safety, Utica, 
gave an address on the working 
of the police force. John B. 
Foley, Syracuse, N. Y., secre- 
tary, New York State Retail 
Hardware Association, was a 
guest. Miss Catherine Jones, 
Utica, entertained the meeting 
with several readings. 

The next meeting will be held 
Feb. 14 in Syracuse, N. Y. 





HARDER’S HARDWARE 
REQUESTS CATALOGS 


C. L. Harder is president and 
H. J. Mentzer is vice-president of 
Harder’s Hardware, Inc., 5512 
Sixth Ave., Kenosha, Wis., which 
has just opened. The new firm 
desires catalogs and price lists 
on hardware and allied lines. 

Mr. Harder was formerly in 
the hardware business in Lake 
Forest, Ill., and Highland Park, 
Ill. Mr. Mentzer has been in the 
hardware field for the past twelve 
years. 


REPRESENTS TRADE 
ON RETAIL BOARD 


M. S. McEldowney was chosen 
to represent hardware and sport- 
ing goods dealers of Oklahoma 
City, Okla., on the board of di- 
rectors of the Oklahoma City Re- 
tailers’ Association. The hard- 
ware industry will be represented 
on the committee to enforce the 
retail code in Oklahoma City by 
A. G. Hoge, while C. W. Schu- 
erer will represent Tulsa hard- 
ware dealers on the NRA en- 
forcement committee with J. R. 
Hamil as alternate. 


THE EATON CHASE CO. 
REQUESTS CATALOGS 


C. Eugene Saunders, secretary 
and treasurer, The Eaton Chase 
Co., 129 Main St., Norwich, 
Conn., wholesale  distributers, 
would like to receive up-to-date 
price information and catalogs on 
hardware and sporting goods 
items and allied lines. 


HARDWARE AGE 














. 
f the 
Asso- 
ting, 
itica, 
Fort 
vice- 
gan, 
ecre- 
Lart- 
reas- 
ttors 
rms: 
Mce- 
and 


com- 
tica, 
king 
_ 
2cre- 
etail 
$s a 
ynes, 
ting 


held 


and 
it of 
9512 
hich 
firm 
lists 


y in 
ake 
‘ark, 

the 


elve 


sen 
ort- 
oma 


di- 


ard- 
ated 
the 
- by 
shu- 
ard- 

en- 


D. 


tary 
hase 
ich, 
ors, 
date 
s on 
ods 


GE 
































SEND these fellows to bat this spring, 
and you'll sweep your community 
in gasoline pressure stove sales. The 
new 1934 Kitchenkooks are so far 
ahead in their field that they’re 
unbeatable in any competition. 
Automatic carburetor control is 
perhaps the most outstanding fea- 
ture of the new instant-lighting 
Kitchenkook. Light it and leave it! 
No second operation required. No 
waiting for generator to heat up. 
No timing or guesswork. A perfect 
flame with burner hot, warm or 
cold. Absolutely safe. No chance 
of “flooding.” No continued flow 
of gasoline if flame should be blown 
out. Automatic air-pressure release 

















effectively guards against all that. 
Kitchenkook heat is hotter than 
city-gas stove heat. It’s clean — 
sure — economical (about $1.50 a 
month per average family). Pat- 
ented, heavy-duty, detachable Sta- 
Klean generator is five times as re- 
sistant to carbon deposits as ordi- 
nary types. Everdur rust-proof fuel 
reservoir guaranteed for life of 
stove. Visible or enclosed type. 
Improved designs and beautiful, 
durable new finishes to captivate 
the customer’s eye and give years 
of satisfaction. Matchless cooking 
and baking efficiency. A model for 
every popular demand — yet no 
slow movers to clutter up stock. 


KITCHENKOOK 


KAMPKOOK READYKOOK JIFFYKOOK 


FEBRUARY 1, 1934 


LAMPS LANTERNS OIL-BURNING HEATERS 


And — never before have prices 
been so acceptably in tune with buy- 
ing conditions. Send for the com- 
plete story. Discounts are liberal. 
... And we’re full of ideas that'll 
help you sell Kitchenkooks. Ameri- 
can Gas Machine Company, Inc., 
Albert Lea, Minn. Branches: 360 
Furman St., Brooklyn, N. Y.; 4242 
Hollis St., Oakland, Calif. 
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N. Y. WHOLESALE ASSN. 
DISCUSSES NRA CODE 


At the Jan. 23 meeting of the 
Greater New York Wholesale 
Hardware, Housefurnishing & 
Woodenware Association, held at 
the Hardware Club, New York 
City, a discussion of the Official 
Wholesale Code as published in 
Harpware Ace, Jan. 18, was led 
by President E. R. Masback of 
the Masback Hardware Co. and 
E. L. Steckler, counsel for the 
organization. Great interest was 
shown in the discussion and the 
general feeling of the members 
was that the observance of the 
provisions of the code will elimi- 
nate loose methods, particularly 
in regard to terms of sale that 
have in the past resulted in un- 
fair trade practices. 

At the same meeting members 
of the board of governors for 
1934 were elected as follows: Mr. 
Masback; J. K. Eldridge, Sick- 
els Loder Co.; Albert Goldfarb, 


Baron & Goldfarb; A. L. Lane, | 


Loring-Lane Co.; A. J. Kirsch- 
gessner, Wm. Goldenblum & Co.; 
M. Lickumovitz, Columbia Wood- 
enware Co.; Wm. P. Oese, John 
Giesinger Corp.; David Roth- 
baum, Rothbaum & Leinwand; 
J. J. Sable, Phoenix Hardware 
Co.; Abraham Silver, D. Silver 
Hardware Co., Inc.; Charles J. 
Smith, Charles J. Smith & Co.: 
Harry Voege, Herman Kornah- 
rens, Inc.; Herbert Lawrence, 
Underhill Clinch & Co.; Wm. L. 
Blumberg, Wm. L. Blumberg & 
Co. and David Nadelson, Man- 
hattan Enameled Ware Co. 

Forty of the 43 members were 
present. 


FELHABER NAMED ON 
NRA CODE AUTHORITY 


Assistant Deputy Administra- 
tor F. C. Felhaber was named 
on Jan. 24 as an NRA member 
of the code authority for the 
wholesaling trade, to serve six 
months or until a successor is 
appointed. 

Gen. Hugh S. Johnson, Na- 
tional Recovery Administrator, 
made the appointment on the 
recommendation of divisional ad- 
ministrator A. D. Whiteside. Mr. 
Felhaber assisted in the prepara- 
tion of the official wholesale code. 





NRA EXEMPTS SALES 
TO PUBLIC HOSPITALS 


The National Recovery Admin- 
istration has acted to relieve hos- 
pitals of the burden of increased 
prices for materials and supplies 
which might result from the op- 
eration of industrial codes. An 
order issued by Administrator 
Hugh S. Johnson, to become ef- 
fective Feb. 2, provides that in- 
dustries may disregard code 
regulations in sales to hospitals 
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which are supported by public 
subscription and not operated 
for profit. 

The action was taken upon the 
recommendation of Divisional 
Administrator A. D. Whiteside. 





HART NOW REPRESENTS 
SURPLESS, DUNN & CO. 


Hamilton Hart, Atlanta, Ga., 
formerly with the King Hard- 
ware Co., Atlanta, and of recent 
years sales representative in the 
Southern States, is now connected 
with the sales organization of 
Surpless, Dunn & Co., New York 
City and Chicago, IIL, direct 
manufacturers’ representatives. 

He will cover the Central and 
Southern States. 

HERMAN, MICHAELS NOW 
REPRESENT DU-ALL MFG. 


George J. Michaels, 2144 Bronx 
Park, E., New York City, repre- 
senting The Sheffield Bronze 
Powder & Stencil Co., Cleveland, 
Ohio, and Putnam Dry Cleaner 
Products, will also represent Du- 
All Mfg. Co., Geneva, Ohio, on 
its mop line in the metropolitan 
New York area. 

Bert Herman, 1054 Linn Dr., 
Cleveland, Ohio, also represent- 
ing The Sheffield Bronze Powder 
& Stencil Co., has taken on the 
Du-All mop in the New York and 
Pennsylvania territory. 

L. R. USHER IS PRES. 

OF JERSEY SHORE ASSN. 


Leonard R. Usher, 


Park, N. J., was recently elected 


| president of the Jersey Shore 


Retail Hardware Dealers Asso- 
ciation at a meeting held at the 
Park-Roosevelt Hotel in that 
city. William Thompson, West 
End, was named vice-president. 
Charles Heyniger, Belmar, was 
reelected treasurer and secretary. 
Following the election, the 
meeting was devoted to a gen- 
eral discussion of the NRA and 
prices. The next meeting will 
be held Feb. 15 at the Lewis 
Lumber Co., Main St., Nep- 
tune, N. J. 
HUEY & PHILP HDW. WILL 
CLOSE ITS RETAIL STORES 


G. A. Trumbull, president 
Huey & Philp Hardware Co., 
Dallas, Tex., wholesale and re- 
tail house, has announced that 
its retail store will be discon- 
tinued as soon as that depart- 
ment’s stock has been disposed 
of or reduced to a minimum. 
The company will then operate 
strictly as a wholesale house, 
with its wholesale hardware 
business at Griffin and Corbin 
Sts. and its hotel supply busi- 
ness at Griffin and Pacific Sts. 

Mr. Trumbull stated in his an- 
nouncement that the company 


Asbury | 


| has long desired to close its re- 
| tail department and that the 
ending of a long-term lease on 
| its retail store quarters at Elm 
and Griffin Sts. on March 31 
enables this action. The retail 
store has been operated by Huey 
& Philp for sixty-two years at 
the same location. 








OMAHA DEALERS HEAR 
TALK ON LUMBER SALES 


Members of the Omaha Hard- 
ware Club meeting recently at 
the Paxton Hotel, in that city, 
heard a talk given on the sub- 
ject of lumber retailing in hard- 
ware stores. President C. S. 
Spearman conducted the meet- 
ing at which time the subject of 
entertainment for those attend- 
ing the Nebraska association 
convention to be held in Omaha 
Feb. 6, 7 and 8. 

McCUNE AND MERIFIELD 
MERGE INTERESTS 


Roland E. McCune, San Fran- 
cisco, Calif., and John B. Meri- 
field, Seattle, Wash., have formed 
the _ firm of McCune-Merifield 
Co., to act as manufacturers’ 
representatives on the Pacific 
Coast and in Hawaii. Mr. Mc- 
Cune, who formerly operated as 
Roland E. McCune Co., will 
handle California and Hawaiian 
Island business, with offices at 
; 231 Sansome St., San Francisco, 

Calif. 
| Mr. Merifield, with offices at 

76 University St., Seattle, Wash., 
| will have charge of northwest 
| territory sales. The company 

now represents Rochester Can 

Co., Rochester, N. Y.; Caldwell 
| Mfg. Co.; Harvey Hubbell, Inc., 
Bridgeport, Conn.; Bridgeport 





Screw Co., Bridgeport, Conn., 
and the Matthiessen & Hegeler 
Zine Co. 

‘HURLEY AGAIN HEADS 
ST. PAUL DEALERS 


J. A. Hurley was reelected 
president of the Greater St. 
Paul Retail Hardware Associa- 
tion at the recent annual meet- 
ing. Other officers elected were: 
vice-president, A. Smolik; treas- 
urer, John Schleck, N. St. Paul, 
and secretary, A. W. Cullen. 

Following the elections, the 
association discussed the NRA 
retail code. 


BLAIR AGAIN PRES. OF 
MANHATTAN DEALERS 


Jean W. Blair was reelected 
president of the Hardware & 
Supply Dealers Association of 
Manhattan & Bronx Boroughs at 
the Jan. 23 meeting held at the 
Yorkville Chamber of Commerce. 
Joseph Langsam was named vice- 
president and C. H. Tilson was 
elected treasurer. 








ANNOUNCE FABRICATED 
METAL CODE HEARING 


The National Recovery Admin- 
istration, Washington, D. C., has 
announced that a public hearing 
on divisional codes for three 
more branches of the Fabri- 
cated Metal Products Manufac- 
turing and Metal Finishing and 
Metal Coating Industry will be 
held Friday, Feb. 9, in the Gar- 
den Room, Mayflower Hotel, with 
Deputy Administrator H. O. 
King in charge. 

The codes, containing admin- 
istrative and fair practice provi- 
sions supplemental to labor sec- 
tions in the Master code for the 
fabricated metal industries, are 
for screw machine products 
manufacturing, warm air furnace 
pipe and fittings manufacturing 
and auger, auger bit and tool 
manufacturing. 


MONITOR UTILITIES 
NAMES DISTRIBUTORS 


Monitor Utilities Corp., Long 
Island City, N. Y., Division of 
Cole Metal Products, Inc., manu- 
facturers of range burners, cir- 
culating heaters and water heat- 
ers, has named the William H. 
Kortz Co., Nazareth, Pa., as dis- 
tributors for twelve counties in 
eastern Pennsylvania. Frank J. 
Darr, Wichita Falls, Tex., has 
been named distributor in Texas. 
Harry Sussman, Belmont, Mass., 
is handling five counties in the 
vicinity of Boston, Mass., the 
Cape Cod district and portions 
of the state of Maine. 

M. Makaus, Phoenix, Ariz., 
distributor, has recently started to 
sponsor a radio program over a 
local station. 


KING HARDWARE MAKES 
BUYING STAFF CHANGES 


B. F. Fussell is now buying 
automobile goods for King Hard- 
ware Co., Atlanta, Ga., and Dean 
S. Paden, vice-president and 
general manager, is buying hard- 
ware. 


MOCK MANAGES SALES 
FOR PELOUZE MFG. CO. 


Col. Wm. Nelson Pelouze, 
president, Pelouze Mfg. Co., 
Chicago, Ill., manufacturers of 
metal specialties, scales and elec- 
tric heating apparatus, has an- 
nounced the appointment of Roy 
D. Mock as sales manager. Mr. 
Mock has had a number of years 
experience in the scale business. 





THORP IS VICE PRES. 
OF BURKE GOLF CO. 
F. H. Thorp, for several years 
sales manager of the Burke Golf 
Co., Newark, Ohio, has been 


elected vice-president. 


HARDWARE AGE 
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CAPTAIN W. S. TRASK 
Capt. William S. Trask, 67, 


general manager, American 
Hardware Corp. of Canada, died 
in Kingston, Ont., Canada, Jan. 
24. He had been connected with 
American Hardware Corp. since 
March, 1902, except for the pe- 
riod when he was a captain in 
the U. S. Army ordinance sec- 
tion during the World War. He 
went with the company as a die- 
maker for P. & F. Corbin, be- 
coming in succession foreman of 
the die room and master mechan- 
ic of the division. Upon return- 
ing from his army service he was 
engaged for a year with the Rus- 
sell & Erwin division, later going 
with the P. & F. Corbin division, 
where he filled several positions 
in the engineering and manufac- 
turing departments. 

He became general manager 
of the American Hardware Corp. 


of Canada in 1931. 





PAUL S. KULP 


Paul S. Kulp died recently 
from a heart attack. Mr. Kulp, 
who had been in poor health for 
the past two years was employed 
by various steel and iron com- 
panies until about two years ago 
when he became affiliated with 
Van Buskirk & Brother, Potts- 
town, Pa., hardware dealers. 





HIBBARD, SPENCER CO. 
HAS 3 NEW DIRECTORS 


At the recent annual meeting 
of Hibbard, Spencer, Bartlett & 
Co., Chicago, TIIl., wholesale 
hardware distributors, E. K. 
Gleason, F. B. Kaufman and 
R. V. Trusdell were elected di- 
rectors to fill vacancies caused 
by the resignation of E. A. 
Burke, J. H. Hardin and F. L. 
Macomber. 

All officers and other directors 
were reelected at the meeting. 

At the meeting it was an- 
nounced that the company’s net 
income for 1933, after expenses, 
depreciation, interest and other 
deductions were made was $278,- 
290, equal to $1.67 a share on 
167,265 capital shares. 





ISSUES BOOK TITLED 
“2222 RETAILING IDEAS” 


The book, “2222 Retailing 
Ideas” compiled by Emanuel 
Lyons, Pittstown, N. J., briefly 
but clearly explains successtul 
methods used in nearly every 
type of large and small retailing 
activity. There are 39 chapters, 
each devoted to’ descriptions of 
different types of trade attracting 
and good will building plans 
which have been _ successfully 
used. 

There are chapters on the fol- 
lowing points which would par- 
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ticularly interest hardware deal- 
ers: “Home Furnishing and 
Hardware Ideas,” “Ideas That 
Attracted Christmas Crowds,” 
“Cash, Credit and Collection 
Ideas,” “Year "Round Toy Sales 
Ideas,” “Anniversary Sale Ideas,” 
“Spring and Summer Business- 
Bringing Ideas,” “Bargain Base- 
ment Ideas,” and “Mailing List 
Ideas,” as well as “Ideas for Mer- 
chants Who Get Together.” 





G. E. ANNOUNCES THREE 
NEW SALES DISTRICTS 


New sales districts with head- 
quarters at Pittsburgh, Pa.; De- 
troit, Mich., and Salt Lake City, 
Utah, have been set up by the 
appliance division of the mer- 
chendise department of the Gen- 
eral Electric Co. 

A. G. Chaffer, formerly in the 
home laundry equipment sales 
section, has been named sales 
manager with headquarters at 
Pittsburgh. F. M. Slasor, for- 
merly traffic appliance salesman 
in the Kansas City District, has 
been named sales manager with 
headquarters at Detroit. E. W. 
Brown, formerly salesman in the 
western region district, is sales 
manager with headquarters at 
Salt Lake City. 


N. Y. PAINT CLUB HAS 
CONSTITUTION MEETING 


One hundred ten members and 
guests attended the January meet- 
ing of the New York Paint, Var- 
nish & Lacquer Association held 
at the Hotel Biltmore, New York 
City, with president Ralph H. 


Everett in charge. The proposed | : ? 
change, Highland, Ohio, has pur- 


constitution and by-laws of the 
association under the new na- 
tional set-up were discussed sec- 
tion by section and were amended 
and passed. 

M. Q. MacDonald, general 
counsel of the National Paint, 
Varnish .& Lacquer Association, 
addressed the organization and 
discussed code activities. 





B. F. GOODRICH CO. 
MOVES TWO OFFICES 


The New York City executives 
of The B. F. Goodrich Co., Ak- 
ron, Ohio, have been moved from 
342 Madison Ave. to 230 Park 
Ave. The Cincinnati, Ohio, dis- 
trict offices of The B. F. Good- 
rich Rubber Co., Akron, Ohio 
have been moved from 408 Com- 
mercial Square to the new build. 
ing at Central Parkway and 
Sycamore St., Cincinnati. 





J. H. CONNORS HEADS 
CODE COMMITTEE 


J. H. Connors, vice-president 
and general manager of the 
mechanical goods division, B. F. 
Goodrich Co., Akron, Ohio, has 





been named chairman of the di- 
visional code authority for the 
mechanical rubber goods group 
of the industry. Others selected 
to serve with Mr. Connors are: 
H. N. Young, Hamilton Rubber 
Mfg. Co., Trenton, N. J.; C. D. 
Garretson, Electric Hose & Rub- 
ber Co., Wilmington, Del.; A. L. 
Kress, deputy administrator of 
the National Recovery Adminis- 
tration and A. L. Viles, president 
of the Rubber Manufacturers As- 
sociation. 





COLORADO DEALERS 
DISCUSS SALES TAX 


At meetings of The Hardware 
Dealers Protective Association of 
Colorado, held at Denver, Colo.. 
many discussion have been held 
on the proposed Colorado retail 
sales tax. At a recent meeting, 
conducted by President O. L. 
Schuman; Dr. G. E. Siegal, mem- 
ber of the state board of health. 
discussed the topic, “What Has 
Become of the American Dollar.” 





HARDWARE BRIEFS 


The Montana Lumber & Hard- 
ware Co. has closed its branch 
in Moccasin. The stock was 
moved to Denton, Mont. Paul 
Sedan, who managed the Mocca- 
sin branch, has been transferred 
to Denton. 





Charles W. Clardy, who re- 
tired from the hardware business 
in Anita, Iowa, a year ago, is re- 
entering business in the Masonic 
Temple Building. 





O. R. Gempke, formerly a rep- 
resentative of the Geo. Worthing- 
ton Co., Cleveland, Ohio, whole- 
sale hardware distributors, has 
joined his father in the retail 
hardware business in Delphos, 


Ohio. 





Horace P. Aikman, Cazenovia, 
N. Y., N.R.H.A. director, has 
opened a second store in that 
town for the handling of home 
appliances. 


The Highland Farmers Ex- 


chased the business of the Morris 
Hardware store in that town, 
from Clarence Morris. C. I. 
Ringer and H. C. Lewis, proprie- 
tors of the Farmers Exchange, 
will operate the former Morris* 
store as a branch of their busi- 
ness handling hardware and 


feeds. 





Abraham Bell has leased a 
store at 19 W. Main St., Mount 
Kisco, N. Y., to conduct a hard- 
ware business. 

Fire which swept through part 
of the business section of Wat- 
kins Glen, N. Y., recently dam- 
aged the premises occupied by 
Woodward & Stouffer Hardware. 

S. S. Marshall Hardware, New- 
ton, Iowa, has purchased the en- 
tire stock of the Newton Hard- 
ware Co. in the same town, the 
stock being consolidated with 
that of the Marshall store. 

Ray Long will open a new 
hardware store in the quarters 
formerly occupied by the Neitzel 
Mercantile Co., Roundup, Mont. 





The Cullen Hardware Co., New 
Richmond, Wis., is now located 
in the Traiser-Johnson Bldg., 
across the street from its former 
headquarters. 





Clyde L. Benson, who has had 
twenty years’ experience in the 
wholesale and retail hardware 
business in Charleston, S. C., 
has opened Benson Hardware at 
King and Woolfe Sts., Charles- 
ton. 


After April 1 the Somerville 
Hardware Co., Somerville, N. J., 
will be located at 118 W. Main 
St. The present address is 76 
W. Main St. 


The Griffing Bros. Hardware 
Co., Riverhead, L. I., has moved 
into its new quarters on W. Main 
St. 

J. H. MecNee and his son, 
Emory C., are opening a_ hard- 
ware store in the former State 
bank building in  Blairsburg, 
lowa. 

The former Celina Hardware 
Co. was recently reopened as T. 
A. Baker’s Hardware. 

The Superior Hardware Co., 
Superior, Neb., has moved two 
doors south of its former loca- 
tion. 


M. M. COHEN DIRECTS 
SALES FOR AGENCY 


M. M. Cohen is sales director 
for the Capital Sales Associates, 
35 E. Gay St., Columbus, Ohio, 
factory representatives covering 
Ohio, Michigan, Indiana and 
Kentucky. The organization, 
which is at present handling in- 
candescent lamps and _ electric 
mirrors is interested in obtaining 
additional hardware, electric and 
sporting goods items. 

Prior to the formation of the 
organization, Mr. Cohen repre- 
sented Landers, Frary & Clark, 
New Britain, Conn., and Stanley 
Insulating Co., throughout New 
York, Ohio, Michigan, Indiana 
and Kentucky. 
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Mountain States Convention Largest 


in 3 Years 


ITH an _ enthusiastic atten- 

dance, the largest in three 

years, the 32nd annual conven- 
tion of the Mountain States Hardware 
and Implement Association, held at 
Denver, Colo., Jan. 15-17, heard the so- 
cial and economic significance of NRA 
explained by Dean Elmore Petersen, of 
the School of Business, University of 
Colorado, and practical aspects of code 
interpretation and enforcement shown 
by W. P. Redding, code expert of the 
Denver Chamber of Commerce, then 
went on with a constructive program 
which covered legislative, competitive 
and merchandising problems of the re- 
tail trade. 

President Dean R. Kendall, of La 
Junta, Colo., ably presided. The H.I.P. 
Club, C. E. Figgins, of Hendrie & 
Bolthoff, Denver, president, sponsored 
delightful entertainment. 

The nominating committee, of which 
T. M. Harding, of Canon City, was 
chairman, and Karl W. Farr, Greeley, 
D. S. Nevius, Lamar, other members, 
brought in a slate which was unani- 
mously approved. 

O. L. Schumann, of York-Colfax 
Hardware Co., Denver, becomes presi- 
dent for 1933. He will be assisted by 
these new officers: 

E. J. Sinn, Sheridan, Wyo., first vice- 
president; W. C. Raabe, Albuquerque, 
N. M., second vice-president; Charles 
Hassinger, Las Animas, Colo, and J. H. 
Schroeder, Cheyenne, Wyo., directors. 
W. S. Hill, Fort Collins, Colo., was 
chosen representative for Colorado, 
Wyoming and New Mexico on the Cen- 
tral Code Authority for the retail im- 
plement trade. 

John T. Bartlett, Boulder. Colo., was 
reappointed secretary-treasurer for his 
fifth term. 

The convention program followed a 
new pattern, the first day being given 
over to meetings of committees and the 
board of directors. Regular sessions 
were held Tuesday, with an asseciation 
dance and mixer in the evening at the 
Cosmopolitan Hotel. Wednesday ses- 
sions led up to the evening banquet and 
entertainment, which concluded the cor:- 
vention. 

Codes and sales tax were the two top- 
ics most “in the air.” Concerning the 
second, the sales tax committee report- 
ed on the magnificent work done by 
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DEAN R. KENDALL 
Retiring Pres. 


members throughout the year, follow- 
ing the mandate of the 1933 conven- 
tion. The association had much to do 
in 1933 with keeping a sales tax off the 
statute books. It happened that the 
sales tax was at a dangerous point in 
a special session of the Colorado Legis- 
lature just as the convention convened, 
and numerous members visited the Leg- 
islature, or contacted their representa- 
tives outside it, in effective opposition. 

The convention authorized the board 
of directors to continue to deal with the 
sales tax. Opposition to the tax will 
continue a major association activity. 

Dean Elmore Petersen brought a new 
vision of responsibilities and opportu- 
nities under the NRA. Prof. Petersen 
finds in the codes the introduction of a 
new principle in business, a partnership 
between the Government and the busi- 
ness men, with the latter given the op- 
portunity to make for themselves what 
are in reality laws of the land when 
approved at Washington. NRA called 
for the substitution of a “cultural 
wage” for a “living wage.” It super- 
seded rugged (“or ragged”) individual- 
ism, and provided full scope for the 
business man to earn a fair profit, 
which, however, must be consistent with 
the public welfare. 

Opportunities for the “little fellow” 
were as great as ever—perhaps more 
so—but under NRA there would be no 
room for the inefficient. Skillful man- 
agement would be demanded as never 
before. Merchants must go to school 
to their businesses, for the merchant 
who could make money on low prices 
was the one who would survive. 

W. P. Redding described the code 
authority set-up for communities, de- 
clared that complete enforcement would 
soon be the condition, and then went 


oO. L. SCHUMANN 
President 





JOHN T. BARTLETT 
Secretary-Treas. 


on to numerous specific interpretations. 

Fowler McCormick, assistant domes- 
tic sales manager of the International 
Harvester Co., pictured the important 
place of the dealer in implement dis- 
tribution, and declared that prospects 
were very much brighter for 1934 sales. 
He remarked that if the accumulated 
buying needs of American farmers 
should all be released, not a manufac- 
turer in the trade could more than be- 
gin to keep up with the demand. 

G. B. Buck, general commercial man- 
ager of the Public Service Co. of Colo- 
rado, declared that the hardware re- 
tailer could dominate the electrical sup- 
ply market if he would, and presented 
charts showing the unsold market on 
various appliances. The percentages 
were: irons, 5 per cent; radio, 45 per 
cent; heaters, 66 per cent; ironers, 95 
per cent; cleaners, 32 per cent; toast- 
ers, 61 per cent; washers, 87 per cent; 
fans, 62 per cent; percolators, 70 per 
cent; refrigerators, 87 per cent; cook- 
ers, 95 per cent; waffle irons, 96 per 
cent; ranges, 94 per cent; water heat- 
ers, 97 per cent; oil burners, 96 per 
cent; dishwashers, 99 per cent. 

“Six kinds of salesmen to dispense 
with,” said Mr. Buck, “are the alibi 
artist, the sharp-shooter, the knocker, 
the hand-shaker, the story-teller and 
the old-timer.” 

New developments in potato-spraying 
equipment and principles were told of 
by Leslie Daniels, of the Colorado Ag- 
ricultural College, while F. A. Ander- 
son, director of the Extension Service 
in Colorado, explained the operations 
of A.A.A., with which he has been in- 
timately connected. Twelve thousand 
five hundred farmers in Colorado were 
receiving corn and wheat allotment 

(Continued on page 76) 


HARDWARE AGE 























for 
diti 
sta; 
mo 
it f 
adv 
pro 
Ss 
sion 
Air 
coo 
frig 
stal 
peri 
all 
Ref: 
frige 


FE! 





1an- 
olo- 
re- 
sup- 
ited 
on 
izes 
per 
95 
ast- 
nt; 
per 
»0k- 
per 
eal- 
per 


‘nse 
libi 
ker, 


and 


ring 
1 of 
Ag- 
der- 
vice 
ions 

in- 
and 
jere 
ent 


GE 








THE FASTEST- 
||| \ GROWING NEW 
||| \GIAINT INDUSTRY 


Floor-Type Comfort 





humidity, cleanliness, volume, 
distribution of air. 














You’ve watched Air Conditioning 
... watched it grow, swiftly, amaz- 
ingly, into an industry of vast pro- & 
portions. 

But you've waited until you could get 
into Air Conditioning with a dominant 
line of equipment... a line that would 
match the potentialities of a_ rich 
market. 

Today the opportunity you’ve waited 
for is here. Servel has brought Air Con- 
ditioning out of the “‘horse-and-buggy”’ 
stage. For 1934, it has perfected a line of 
modern equipment ...so complete that 
it fills every Air Conditioning need, so 
advanced that you can sell it promptly, 
profitably. 

Servel brings you floor and suspen- 
sion-type comfort units for year-round 
Air Conditioning, self-contained room 
coolers, massive 7-ton and 10-ton re- 
frigerating machines for heavy-duty in- 
stallations ... all based on the rich ex- 
perience of a refrigeration pioneer .. . 
all as outstanding as Servel Electric 
Refrigeration and Electrolux Gas Re- 


frigerators. 
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Unit—for 
year-round control of the temperature, 







the 


and 


ails Clpportunity TO DISTRIBUTE A COMPLETE LINE OF 


AIR CONDITIONING 


Add to this Air Conditioning line, 
if you like, the world’s foremost Com- 


erty 


s 


a mercial Refrigeration equipment... 
machine units for every capacity, 
Humidraft chilling units, self-con- 
tained milk coolers, water coolers, beer 
bars. 

Volume and profits await the business 
man who gets into Air Conditioning... 
today .. . with the line that is quickly 
taking the lead. Distributor and dealer 
franchises are now being arranged. Wire 
or write immediately for details of the 
powerful advertising and sales program. 


Servel Sales, Inc., Evansville, Ind. 


SERVE 
tit Conditioning 


Y 
AND COMMERCIAL REFRIGERATION 


* True Air Conditioning performs many fune- 
tions... cools and dehumidifies in Summer .. . 
heats and humidifies in Winter . . . circulates, 
filters, and freshens the year round. Servel 
Air Conditioning is complete Air Conditioning. 

















Suspended-Type Comfort Unit—for 
all-season, heavy-duty Air Condition- 
ing. To be suspended from the ceiling 
or in wall ducts. 

















Self-Contained Cooling Unit — for 
Summer use. This “‘package job” is 
readily portable, and can be installed 
anywhere with ease. 

















Suspended-Type Cooling Unit — for 
Summer use. Compact, efficient, pow- 
erful. To be suspended from the ceiling 
or in wall ducts. 

















Refrigerating Machine Unitm—one of 
the big multiple-ton models developed 
for Air Conditioning and heavy-duty 
refrigeration. 
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Utilities Merchandising, C.W.A. Supply 
Buying and Sales Tax, Topics at W.Va.Assn. 


ETAIL merchandising by public 
utilities, buying of supplies by 
the Civil Works Administration, 

and the proposed State gross sales tax 
were brought to the attention of the 
general public in resolutions adopted 
by the West Virginia Hardware Asso- 
ciation in its twenty-eighth annual con- 
vention, held at the Waldo Hotel, 
Clarksburg, Tuesday and Wednesday, 
Jan. 16 and 17. With 200 members in 
attendance and speeches by national 
leaders, the convention was one of the 
most successful held in recent years. 

In adopting the report of its resolu- 
tions committee, headed by A. E. Dann, 
of Elkins, the convention put some 
teeth into its recommendations. ‘The 
CWA administrator at Washington was 
called on to investigate reports of un- 
fair distribution of contracts in some 
West Virginia projects. The State 
Legislature was informed that the hard- 
ware men are opposed to a gross sales 
tax as unfair and inequitable. 

Finally, the West Virginia Public 
Service Commission was asked to take 
cognizance of the fact that “this asso- 
ciation feels that sale of merchandise 
by utility companies is unfair competi- 
tion and that a law or ruling should be 
put in effect at once which will not 
permit these utilities to charge expense 
and losses of merchandise sales to the 
rate-making account. We further be- 
lieve that sale of this merchandise is a 
proper part of the retail hardware busi- 
ness and should not be carried on by 
utilities as merchandisers at all.” This 
same resolution thanked those utilities 
which “have shown a willingness to co- 
operate.” 

The two-day session, which began 
Tuesday morning and closed Wednes- 
day night, was attended by 250 persons. 

Wednesday afternoon, the association 
elected Virgil O. Hall, of Clarksburg, 
as president for 1934. Mr. Hall, sales 
manager for the Roberts Hardware 
Company, has been vice-president of 
the association for the past year. He 
succeeds Harold H. Kane, of Weston. 

O. V. Bowling, of White Sulphur 
Springs, was elevated to the post of first 
vice-president, and R. F. Cox, of Fair- 
mont, became second vice-president. 
Milton Marsh, of Weirton, was elected 
as a new member of the executive 
board to succeed A. G. Shannon, of 
Buckhannon. Fred Reed, of Hunting- 
ton, and Lawrence Freeman, of Sutton, 
the latter also president of the Central 
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H. S. HODGE 
Secretary 


West Virginia Hardware Club, com- 
plete the executive board. 

President Hall immediately called 
the new executives into session, and 
H. B. Clower, of Oak Hill, veteran sec- 
retary-treasurer of the association, was 
renamed to that post. The board re- 
ceived the invitations of White Sulphur 
Springs, Wheeling, and Huntington for 
the 1935 convention, but deferred de- 
cision. The board will hold another 
conference in March or April, when 
definite announcement is expected. 

President Kane, in his annual presi- 
dent’s message, pictured the sun shin- 
ing through the business clouds. “Our 
holiday trade was generally the best in 
many years, leaving many of our mem- 
bers with depleted stocks,” he declared. 
“Despite the usual slump at this time 
of the year, the outlook for the hard- 
ware industry seems to be decidedly 
rosy.” The association head urged all 
members to pay close attention to the 
State tax problem, as this will have an 
important effect on their business. 

L. C. Hart, of New York, executive 
vice-president of the Johns-Manville 
Company, spoke on “World Affairs and 
Their Effect Upon Retailing,” asserting 
that the sane solution was for the United 
States to permit debtor nations to re- 
pay war debts through trade channels. 
While perhaps temporarily of harmful 
effect in this country, this appears to 
be the only feasible plan for eventual 
recovery, he said. 

The small hardware merchandiser 
must take his goods to the consumer 
and he must adopt some reasonable 
method of deferred payments if he is 
to get his share of the limited buying 





VIRGIL O. HALL 
President 





HAROLD H. KANE 
Retiring Pres. 


power. The man who is thrifty enough 
to buy materials and supplies to im- 
prove his property is a pretty good 
credit risk, he added. 

At the afternoon session Tuesday, 
Secretary Clower made his report and 
there were talks by George R. Snyder, 
advertising manager of the Clarksburg 
Publishing Company; A. E. Dann, of 
Elkins; and Lewis Herndon, of the Bel- 
knap Hardware Manufacturing Com- 
pany, Louisville, Ky. The entire eve- 
ning program was devoted to entertain- 
ment, featured by the “Hardware Fol- 
lies,” presented by fifteen West Virginia 
Wesleyan College students from Buck- 
hannon. 

C. J. Whipple, of Chicago, president 
of Hibbard, Spencer, Bartlett Company, 
and Rush D. Holt, of Weston, militant 
young member of the West Virginia 
Legislature, were the speakers Wednes- 
day morning. 

Business has improved infinitely since 
last January and the new codes will re- 
sult in much higher price levels before 
the end of the current year, Mr. Whip- 
ple declared. However, the indepen- 
dent merchandiser must awaken to the 
realization that chain and variety stores 
are furnishing critical competition. 
Hardware men must make immediate 
efforts to meet this competition if they 
are to survive, he warned. The modern 
trend is to push such lines as will have 
a repeat business, rather than to stock 
heavily in lifetime goods. 

Mr. Holt’s vigorous arraignment of 
public utility merchandising was partly 
responsible for the resolution adopted 
by the association later in the day. 

(Continued on page 76) 
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I t moves 


OU’LL get quick turnover with Cambria Fence be- 
cause it’s the kind of fence farmers are looking for. 


One purchase of Cambria Fence leads to another, 
and another. Its long life, the result of its base of 
copper-bearing steel, protected by a tight coating of 
highly pure zinc—its lasting neatness, due to the 
springiness of the line-wires and the hinge-joint stay- 
wires—make firm friends of farmers and bring them 
back for more. 
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Farmers are already laying their plans for the work 
to be done about the place between the time when the 
frost comes out of the ground and the first plowing. 

£ I 
It’s a safe bet that a good part of this work will be 
fencing. 

Lay in a good stock of Cambria Fence in a full range 
of styles and sizes, and be ready for the spring 

e ’ ’ 
mai buying season.—Bethlehem Steel Company, 
STEEL ) 
Bethlehem, Pa. 
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Western Convention Success Far Exceeds 
Fondest Expectations 


ROSPERITY and extreme opti- 

mism occupied the throne all dur- 

ing the three days of the 45th 
annual convention of the Western Re- 
tail Implement and Hardware Associa- 
tion, which was held in Kansas City, 
Jan. 16, 17 and 18. Not in years have 
the members of that association taken 
part in such a good convention in point 
of numbers, interest and business trans- 
acted. At no time was there any pes- 
simism for the future and the three 
days were occupied largely by a keen 
interest in the relations of the Govern- 
ment to the retail hardware business, 
the subject of retail codes riding high 
on the tide of discussion at each session. 

At convention headquarters there was 
an actual registration of 1500 or more, 
and of this number about one thousand 
represented actual heads of retail hard- 
ware firms. This represented an in- 
crease over last year of more than 50 
per cent in actual retail firm registra- 
tions. More than 1300 people were 
seated at the banquet held at the 
Plamor ballroom the second night of 
the convention and this was an increase 
of about four hundred plates over the 
banquet of last year. This hanquet is 
given annually by the Kansas City Im- 
plement, Hardware and Tractor Club 
and the Kansas City Chamber of Com- 
merce to the visiting hardware dealers. 
It is attended, also, by salesmen and 
executives of local jobbing and manu- 
facturing firms. 

The Western hardware show in Con- 
vention Hall was better in point of 
space sold, cash receipts, and number 
of exhibitors, by 25 per cent than it 
was last year. Quite a lot of actual 
buying was evident at nearly every 
booth. Prizes were awarded on the last 
night of the show. Fifteen exhibitors 
were present over those who showed 
last year and practically every exhibitor 
of last year was in the show this year. 

A feature of the first day’s session 
was the address of J. A. Craig. presi- 
dent of the former Janesville Machine 
Co., Janesville, Wis.. and NRA indus- 
trial advisor during the Washington 
hearings of the retail implement code. 
He explained to the dealers that the im- 
plement code would become actual law 
on Jan. 22 and that each retailer of 
farming implements would come under 
the provisions of that code, whether he 
was a member of the association or not. 

The second day was devoted, mainly, 
to hardware, but here, too, the discus- 
sions of codes overshadowed all else. 
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The feature speaker was E. B. Gallaher, 
Clover Mfg. Co., Norwalk, Conn., who 
told the dealers: 

“Today, you are regimented by gov- 
ernment. But you can’t do anything 
about it, so stop worrying, go home and 
be happy and sell hardware. You have 
one of the most helpful and efficient 
associations in the entire land and you 
are going to need that association now 
more than ever. You should try to get 
other dealers to join with you for the 
good of all. 

“The NRA will not help you indi- 
vidually, but it will make competition 
more ethical, although it will not re- 
lieve you of competition. You’ve now 
got to sell quality. That means not 
alone quality in merchandise, but qual- 
ity in the character of the service you 
render your communities. 

“Today you have the competition of 
more value for the money. This means 
more advertising, better salesmanship 
and greater efficiency. 

“There is another new element in 
our business structure,” said the speak- 
er, “and that is the movement to or- 
ganize consumers. Right now the con- 
sumers are getting organized and are 
prying into questions relative to cost. 
We have been carrying the store mar- 
gin of profit by making the items of 
long profit carry the items of short 
profit. We must now look into this 
phase of our business and strike a more 
equitable balance in these things.” 

Mr. Gallaher mentioned a part of a 
code which he said was of great impor- 
tance to the retail dealer. This particu- 
lar section of the code, which he char- 
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acterized as the “jobber differential,” 
had to do with the relations of manu- 
facturers and their customers. 

“Had this code gone through as origi- 
nally drafted,” said Mr. Gallaher, “it 
would have been a body blow to retail- 
ers. But as it stands now, it gives the 
jobber the power to demand that the 
jobber be given the same prices that 
chain stores enjoy, and if the manufac- 
turer elects to cast his lot with the chain 
organizations, he must do business with 
the chains alone.” 

The speaker then read a telegram 
from Charles J. Heale, editor of Harp- 
warE AGE, which read: “Price differen- 
tial retained in full strength in code.” 

The speaker had left the East before 
the code was finally adopted and this 
telegram was of timely interest to the 
assembled hardware men. 

“This is good news,” said the Nor- 
walk manufacturer. “It gives you fel- 
lows a chance to live. It gives you a 
break, and I hope your hardware job- 
bers out here will follow through on it 
and see that it brings to you every ad- 
vantage possible.” 

The speaker then launched into a 
discussion of the problems incident to 
unemployment. He said that 5,000,000 
workers were normally engaged in the 
making of durable goods and that these 
men are the principal spenders. For 
this reason, he said, our big problem is 
to get these builders of durable goods 
back to work. 

“The intent of the NRA is to raise 
wages, shorten hours and boost buying 
power,” he said. “But in some cases 

(Continued on page 74) 
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ADVERTISED 


BIGGEST ADVERTISING CAMPAIGN 
directed especially for retail hardware 
stores now breaking—in over 350 big 
city as well as small town newspapers— 
in Good Housekeeping, Country Home, 
Popular Mechanics, dozens of other 
leading magazines. 

Hardware men throughout country 
know So-Lo ads pull—bring hundreds 
of customers to your stores. Picker- 
ing Hardware, Cincinnati, Ohio, writes: 
“Store demonstrations on shoe plastic 
running about 5 weeks averaging 
$400.00 per week. Customers pleased.” 
Derby Store, Peterboro, N. H., writes: 
“Excellent So-Lo sales all six months, 
most customers now repeats.” 


BIG SEASON NOW! 


Order from your jobber or just send us 
posteard for order of 1 dozen or more 
So-Lo (state size So-Lo wanted) with 
store name and address, and name of 
jobber. A So-Lo display shoe, attractive 
signs, selling window and counter dis- 
plays, advertising helps, ete., will be 
sent ALL FREE to you direct, and 
your order will be filled through your 
jobber. 


Your Jobber Has So-Lo 


This actual shoe repaired with So-Lo sent 
free to you (see offer below) sells So-Lo 
like “thot-cakes.” 


Millions buying So-Lo in these times! Saves 
money. Half-soles shoes only 8c a_ pair. 
Mends the sole or heel for le! Easy—just 
spread on like butter. Dries tough over- 
night. Outwears ordinary leather. Guar- 
anteed. 


Hundreds of uses—So-Lo fixes tires, boots, 
hot water bottles, canoes, over 247 other 
uses, for only le a repair. 


NATIONALLY! 
BIG VALUE )Q¢ 


, SIZE 


Big double-size can So-Lo plas- 
tic, large tube So-Lo cement, 
wood-handled scraper. Attrac- 
tively packaged. The big vol- 
ume seller, $2.40 dozen. 


TUBE SIZE 


20¢ 


Convenient air-tight 
So-Lo tube, So-Lo 
cement, wood-han- 
dled scraper, as 
illustrated, $2.00 
dozen. 
















These attractive 
open-display pack- 
ages sell them- 
selves! These 
packages never 
seld through 
chain stores. 
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industrialists have raised prices all the 
traffic will bear and this tends to defeat 
the purpose of the NRA. I am not a 
socialist; I am a capitalist. But capi- 
talism is not a license to rob, by any 
means.” 

A special meeting of dealers was held 
at the Hotel Baltimore on Tuesday eve- 
ning. Here the feature speaker was 
F. J. Nichols of the National Cash Reg- 
ister Co., who showed the dealers by 
means of charts how to departmentize 
their merchandise so they would know 
in which group they were losing money 
and which groups making money. 

“We are going to live with these re- 
tail codes all during 1934, whether we 
like it or not,” said the speaker. “How- 
ever, the things in the code are just 
what you dealers have been scrapping 
about for the last decade. . . . You can’t 
shoot up prices out of reason. You can 
only raise prices as fast as buying 
power rises. There are Government 
check-up agencies for that purpose. . . . 
But doing business under codes makes 
a dealer the architect of his own des- 
tiny. In other words, your problems 
are now confined to the four walls of 
your store. Competition will be fairer, 
but it will be none the less keen. We 
must study and systematize. Some six 
billion dollars are going into pay en- 
velopes. This will mean about 30 bil- 
lions of dollars in business. There will 
be more income in the first six months 
of 1934 than there was in the entire 
year of 1932.” 

An open forum or question box fol- 
lowed the discussion. of Mr. Nichols. 
This was in charge of Tom Witten, Jr., 
Trenton, Mo. Questions of a varying 
nature were discussed. “We should 
exult and never mourn,” said young Mr. 
Witten. “After all, what is the ra- 
tional object of life if it is not to be on 
good terms with ourselves and to hail 
every step in progress with glee? We 
have made progress in both business 
and social arrangements. Instead of 
pondering on how bad we are, rather 
let us wonder that we are not worse 
than we are. Business is coming back 
and with it a better chance for the other 
man, the ‘forgotten man,’ if you please, 
to be happier.” 

Al. G. Wright, Arkansas City, Kan., 
retiring president, presided at all ses- 
sions. In his address to the convention 
he told the dealers, “We have been in a 
sinking era since 1930, but that reached 
the crisis the day Roosevelt was inau- 
gurated. We had the bank crisis. We 
passed that critical time and since then 
we have been moving generally forward. 

“The opening of the banks was the 
beginning of the second era.” said the 


western president. “Then business 
took a recession and we slipped back 
some. That was the third era. Then 
we again began to gather momentum as 
the public works program ushered in 
the fourth era. It was a priming of the 
pump with public funds and we had the 
best retail Christmas trade we have en- 
joyed for many years. Business is on 
the up. But we have codes to live with 
and that makes it imperative that we 
go back home and study these codes. 
In my opinion it is the application of 
the Golden Rule. 

“We are now sure there will be no 
wild or unwise means of inflation 
adopted by the Administration. If that 
were true, the buying costs would out- 
strip the benefits.” 

Tom Witten, Trenton, Mo., moved 
that the president’s address be referred 
to the resolutions committee. 

Others who spoke during the sessions 
were Fred L. Taylor, Lyons, Kan., and 
J. F. Goodman, Kansas City. 

The last session, held on Thursday 
morning, was full of interest and dozens 
of dealers scattered throughout the au- 
dience took part in the discussions. 
Here again the matter of codes for both 
implements and hardware shoved 
everything else into the background. 
A. A. Doerr, Larned, Kan., handled the 
implement end of things, while J. F. 
Goodman of Kansas City answered 
questions on the retail hardware code. 
Mr. Doerr, among the most prominent 
combination dealers of Kansas, helped 
in the making of the code for imple- 
ments and showed where it was among 
the best codes of any in the whole coun- 
try. 

Matters came up regarding those who 
have both implement and hardware de- 
partments. It was stressed that anyone 
selling implements must do so in ac- 
cordance with the implement code and 
anyone selling hardware must do so in 
accordance with the general retail code. 
This was applicable to all classes of 
retailing according to the two leaders. 
Mr. Doerr stressed the fact that in the 
implement code the retail price had to 
include cost of shipment, cost of over- 
head, and cost of servicing. This would 
eliminate the dealer who merely did 
business for the fun of it, said Mr. 
Doerr. 

The report of Herbert J. Hodge, sec- 
retary of the organization since it was 
founded 45 years ago, also dealt with 
codes. Mr. Hodge said, in part: 

“We have the NRA. It is an experi- 
ment, but nevertheless it is now a part 
of the law of the land and is the rule 
under which we must do business. It 
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is our duty to aid the President in his 

efforts with every means at our com- 

mand. I want to especially call your 

attention to the trade practice sections 
SS of both the hardware and implement 
ck codes,” he said. “You will find there 
en things that have an important bearing 
as upon price-cutting and also on the eth- 
in ics of advertising. These codes are the 
he result of much trying labor and, in my 
he opinion, are the best obtainable under 
n- the circumstances surrounding those of 
mn us who had a part in their making. 
th Many parts of these codes had to be 
ve rewritten time after time. 
S. “America is loyally giving its sup- 
of port to many innovations in business 

procedure. The Administration’s policy 
10 is accepted by all as an emergency 
yn measure and is an experiment which 
at should be given a fair and honest trial. 
t- Whether it is to become a part of our 

national life remains to be seen. But 
d our duty is clear. The President is 
d striving to bring order out of chaos and 

our job is to help him. If from such sil ? 
S efforts comes the betterment of agri- We said, ; Better Display and Better Mer- SE REP 
d culture, all efforts will have been worth chandising will sell more small tools. - <a 
ies’ Ge eee are oUF | Hardware Stores said, “Show us your Ne | 
f “ws 4 ideas, and if they are any good we'll try 
is With the approval of codes in hard- . ” ‘ ‘ 

; : them out. 

' ware and implements, every dealer in 
4 eg commoditios should give full suP- | And the result: Hardware Stores all over 
h —_ Things have been happening so the United States have taken to these three 
d fast in the last year that the whole as- units of ours in a way far beyond our 
. = of our work has undergone a greatest expectations. It certainly looks as 
e 7. - - though we had a real new trick in tool 
i e nominating committee was com- os 
| posed of M. M. Smith, chairman, Clay ceemeanaatiead 
M Center, Kan.; George H. Brett, Ponca | These units have been successful because 
: City, Okla., and W. C. Cole of Bethany, they fill a practical need. These Green- 
1 Mo. Nominations were made and ap- field Tap Kits, “O.K.” Die Assortments and 
‘ proved by the assembly and the secre- | })yi]] Kits are selling by the thousands be- 
B tary cast the convention vote. | cause they make it possible for hardware 








Claude Cave, Dodge City, Kan., was | stores to stock and display taps, 
elected president; F. E. Millner, Mi- | dies and twist drills easier and at 
, ami, Okla., vice-president. less cost than ever before. If you 





Directors for the full term of five 
years: J. R. Whitla, Edgerton, Kan., 
and Frank H. Spink, Kansas City, Mo. 

Director chosen to fill the unexpired 
term of F. E. Millner, Ivan Knudson of 
Goodland, Kan. 

The new leader of the Western Asso- 
ciation has for many years been promi- 
nent among the organization’s official 
family. He is a prominent merchant 
of the Sunflower State and long promi- 
nent in its business and civic affairs. 

“I appreciate the honor bestowed 
upon me,” said the new president as he 
received the gavel from the retiring 
leader, Al. G. Wright. “Of all the 
honors I ever have enjoyed, I feel that 
this is preeminently the greatest. I 
realize that I have to follow some very 
competent men, but I shall do my best 
to serve well. Things are much differ- 
ent now than they were a year ago. 
We look into the future with renewed 
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are not now one of the over 2000 
stores daily using our #100 Tap 
Kit or #200 Drill Kit—if you are 
not now boosting your stock and 
die sales with our “O.K.” Die Dis- 
play, write us today for full de- 
tails. 
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No. 200 Drill Kit 


New York: 15 Warren St. 
Chicago: 

611 W. Washington Blvd. 
Detroit: 228 Congress St., W. 
Canadian Plant: 
Greenfield Tap & Die Corp. of 
Canada, Ltd., Galt, Ontario 
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“Your local 
hardware store 
can supply you” 


That is what we are telling the hundreds 
of thousands of home craftsmen in their 
own magazines. For you it is only part 
of the story, for now hardware dealers 
can offer their customers these superb 
drop-forged, accurately machined, finely 
finished quality tool holders (products 
of the makers of ARMSTRONG TOOL 
HOLDERS that are used in over 96% of 
the machine shops and tool rooms) at 
price below the shoddiest, a “tool 
holders” of catalog houses 
ACE or syndicate stores. 
Lathe Set ACE TOOL HOLDERS wil! 
3 Turning Tools, 2 be sold singly and in sets. 
Cutting - Off Tools, They will be sold thru 
ee be — Hardware Stores. They will 
vutter, Anuri- have no competition. Your 
tne Tyrol with Hob- jobber can supply you. 
me : = , nar Write for Catalog 
ie), ea reatec 
High’- Speed Steel ARMSTRONG BROS. TOOL CO. 
Bits and Blades. “The Tool Holder People” 


In fitted Steel Case. 
4 N. Francisco Ave., 
$15.00 CHICAGO, U. 8. A. 
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hope and expectancy. Everywhere that 


spirit has motivated this convention.” 


Arrangements were made by the com- 
mittee for 800 at the banquet, but after 
increasing the number twice the final 
count stood at 1300. It was the largest 
banquet ever staged at Kansas City. 

J. E. Woodmansee, of Richards & 
Conover, was toastmaster and Frank 
N. Langham, president of the Kansas 


City Implement, Hardware and Tracto: 
Club, made the main address. J. I 
Porter, representing the Chamber 0! 
Commerce, followed. 

R. M. Green, vice-president of the 
Production Credit Corporation of the 
Federal Lane Bank, Wichita, Kan., an 
authority on economics as applied to 
agriculture, spoke on “Farm Buying 
Power.” 





Mountain States Convention 


(Continued from page 68) 


checks, the total in the current period 
to reach $2,250,000. The cattle and 
dairying industries would be brought 
into the experiment later. He showed 
the need for a land utilization program 
for Colorado. 

The subject of price competition was 
put before the convention by J. H. 
Schroeder, Cheyenne, chairman of the 
trades relations committee. 

Irwin E. Douglas, Indianapolis, rep- 
resentative of the National Retail Hard- 
ware Association, made an address 
Wednesday afternoon which climaxed 
the sessions. Mr. Douglas discussed 
the question, “What You Can Expect 
From Your Business in 1934.” The 
distinctly inspirational note “clicked,” 
and the speaker had the undivided at- 
tention of his audience to the last. 

A novel convention feature was 
“M.S. H. and I. and the H. I. P. Stock 
Show,” featuring clever “animals” car- 
tooned out of hardware items, with hu- 
morous explanatory cards, by Harold 
Stevens of Valentine Hardware Co.., 
Boulder. 

Fred H. Clark, Durango. was chair- 
man of the hardware resolutions com- 


mittee, with W. F. Baldridge, Estes 
Park; A. W. Currie, Yuma; and H. 
Larsen, Rawlings, Wyo. Members of 
the implement resolutions committee 
were R. L. Patterson, Fort Morgan. 
chairman; W. S. Hill, Ft. Collins; 
Charles Montandon, Brighton. 
Among resolutions passed was one 
urging the National Retail Hardware 
Association to use its influence to se- 
cure code provisions establishing the 
principle that the dealer in relations 
with governmental buyers, institutions, 
contractors, and kindred purchasers 
should have the same buying advan- 
tages as the wholesale and other out- 
lets with whom he came in competition. 
In view of the extraordinary condi- 
tions prevailing, former President Farr 
moved that the board of directors be 
given full powers to bind the associa- 
tion in connection with code and other 
matters which might arise, and _ this 
authority was unanimously extended. 
The Hardware and Implement Quar- 
tet, composed of Jay Ferguson, Love- 
land; James and Duck Turner, Nunn; 
and W. S. Hill, Fort Collins. was a hit 


at each session. 
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Speaking on “Illegitimate Competition,” 
Delegate Holt charged that “the large 
utility companies are conducting retail 
stores and discounting losses by mark- 
ups in consumer rates for gas and elec- 
tricity. In other words, they compete 
with you and at the same time ask you 
to pay their competitive losses in high 
rates for the gas and current which you 
consume.” 

Herbert P. Sheets, of Indianapolis, 
Ind., managing director of the National 
Retail Hardware Association, discussed 
“Codes and Competition” at the after- 
noon business session. He again 
warned of the dangers confronting the 
small merchandiser growing out of the 
codes and declared that the NRA was 
“cumbersome and confusing” in some 
of its operations. He also objected to 


elimination of towns under 2500 popu- 
lation from the code, blamed the farm- 
ers for abolishing the price-fixing 
clause in the retail code, and predicted 
that when the cost labor allowance 
finally comes, “it will be an arbitrary 
figure with little consideration of or re- 
lation to actual labor costs.” 

Despite these difficulties, Mr. Sheets 
concluded, “I do think that in an emer- 
gency such as is now confronting us 
we should give hearty support to our 
code and to the NRA, with a watchful 
eye to such discrepancies as may ap- 
pear. The future of American ccm- 
merce depends on the success of this 
new plan.” 

The annual banquet Wednesday eve- 
ning was a brilliant affair in the Amer- 
ican dining room of the Waldo Hotel. 
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More About Damage Suits 


(Continued from page 49) 


broadly that if they continued to 
publish advertisements like this we 
would withdraw our advertising 
from the magazine. This letter was 
about six lines long. At the time I 
dictated it, it seemed to be perfectly 
innocent and proper. 

The wholesale druggist, in addi- 
tion to writing me, also wrote to 79 
other drug manufacturers whose 
goods were listed in this advertise- 
ment. Most of these other manu- 
facturers, it seems, also wrote to the 
drug magazine and protested against 
the advertisement. 

Such, briefly, were the facts in the 
case. Here is what happened. This 
retail druggist, having his adver- 
tising refused by the drug magazine, 
complained to the Federal Trade 
Commission. The Federal Trade 
Commission brought a “cease and 
desist” order against the 80 manufac- 
turers involved. There were hear- 
ings in New York. All the manufac- 
turers were required to appear, and 
did appear. Most of them were rep- 
resented by their lawyers. There- 
fore there were about 80 lawyers on 
the case, possibly more, because 
some of the concerns had several 
lawyers. Hearings were held; wit- 
nesses were subpoenaed, volumes of 
evidence were taken, and each of 
the defendants in the case had to 
pay for the stenographic reports, 
which were a large item. They also 
had to pay their lawyers, and lost 
much time, as they were required 
from time to time to appear as wit- 
nesses. 

After this case had strung along 
for months, it was finally dropped 
by the Federal Trade Commission. 
No action was taken one way or 
another. Then what happened? This 
retail druggist had had an adver- 
tising contract with the drug maga- 
zine. In declining any further ad- 
vertisements, this magazine broke 
their contract. Therefore the re- 
tailer sued for damages, on the 
grounds of the broken contract. The 
facts were comparatively simple. 
There was a contract, and it had been 
broken. There was nothing in the 
contract about the rights of the pub- 
lisher to cancel the contract at his 
option, nor the rights of the adver- 
tiser to cancel the contract. It was 
just a simple contract between the 
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publisher and the advertiser. The 
court decided that the retail dealer 
had the right to recover the amount 
of damages equal to the cost of his 
sending his advertisements over the 
period of his contract, direct to the 
entire mailing list of the trade paper. 
This amounted to $2,500. The trade 
paper paid the bill. 

Then what happened? This same 
retailer brought a conspiracy suit 
for damages against the 80 manu- 
facturers, and when the trial got 
under way, all of the matter taken 
by the Federal Trade Commission 
was used as evidence. The writer, on 
account of his little letter of six lines, 
was sued for $100,000. The case 
strung along for some time. Finally, 
our lawyers decided the best thing 
to do was to settle, as it would be 
exceedingly expensive to defend the 
case. I don’t know this to be a fact, 
but the chances are that the lawyers 
who took the case of the retail drug- 
gist did so on a contingent basis. 
The rest of us, however, had to pay 
our lawyers in cash. The case was 
finally settled, and that little letter 
I wrote cost me $2,500. 

Since then I have decided that fre- 
quently the telephone is better than 
the typewriter. 

* * * 

These are just a few sample cases 
from a long list which one merchant, 
in the course of his business career, 
has experienced. There are many 
others that could be cited. Some 
funny, some tragic. But before I 
close I must tell about Bill, in 
Texas. 

Bill was one of our salesmen when 
the writer was a hardware jobber. 
He fell into evil habits. I wrote him 
long letters trying to straighten him 
out. These were friendly, fatherly 
letters, but Bill continued to dally 
along the primrose path. We were 
finally compelled to fire him. Then 
he brought suit against us, claiming 
that he had a time contract. The 
suit was tried way down in the Pan- 
handle—to be specific, at Stevens- 
ville, Texas. I traveled all the way 
down to this interesting part of the 
country in the good old summer 
time, and when I arrived Bill and 
his lawyers postponed the case. | 
suppose their idea was to have me 
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, commute between St. Louis and 
| Stevensville. Finally, however, the 
case came to trial. We had ten of 
our salesmen there, to testify that 
none of them had time contracts. 
Think of the expense! They testified 
that either the house could fire, or 
the salesmen quit, at their pleasure— 
on thirty days’ notice, of course. 

I shall never forget that case. It 
was full of color and atmosphere. 
When our lawyers got warmed up, 
they produced play bills, and passed 
them to the jury. It seems that while 
Bill was drawing a regular salary 
from us, he was also traveling 
around the country taking the part 
of a deputy sheriff in a wild west 
drama. Then our lawyers got copies 
of my letters to Bill, trying to get 
him to cut out the booze. I never 
fully appreciated how good those 
letters were until I heard them read 
in court. Our lawyer in his final 
address to the jury was a good sec- 
ond to Daniel Webster. He walked 
up close to the jury box, gazed in 
the faces of these twelve good men 


and true, and finished his oration 
with the statement that he was sure 
that in the state of Texas even a 
stranger could get justice. He was 
sure that a stranger could get jus- 
tice in Texas even if he happened to 
be the president of a great company. 
That, said he, was where Texas was 
different from the other states. The 
Texan with his mother’s milk had 
imbibed his principles of justice and 
fair play. With these remarks, he 
left his case in the hands of the 
twelve Texans. We won the case. 

After it was all over, and I had 
shaken hands with the judge, I took 
the jury to a drug store and we had 
a round of coca colas. “What,” I 
inquired, “influenced you most in 
coming to your decision?” They 
said it was the letters I had written 
Bill begging him to slake his thirst 
with mineral water instead of hard 
liquor. Then, too, Bill’s traveling 
around the country with a show did 
have the appearance of taking ad- 
vantage of a time contract, if he had 
had one. 





out to management. At least it 
shows if we are not good, we are at 
least impartial.” 








HA 
Printers’ Ink, looking impartially 





| toward all business, predicted last 


December “A Quality Epidemic,” 
saying in part: “We are in for an 


| epidemic of ‘quality’ advertising. 
| Emphasis is being taken off price by 
| retailers and manufacturers and be- 


NY job requiring skill can 
be handled more easily, 
more satisfactorily and 

more quickly when the pliers 
are Kleins. “Since 1857,” 
Klein Pliers have been the 
standard for quality with 
master workmen and _ public 
utilities everywhere. It will 
pay you to carry Klein pliers 
in stock. Make a note on your 
want book and order from 
your jobber’s salesman the 
aext. time he is in. 


Buy From Your Jobber 


mores MCLEE EN geocs 


3200 BELMONT AVE., CHICAGO 
Ee | 
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ing put on the magic word ‘quality.’ 
We predict this easy-to-say but hard- 
to-prove appeal will soon reach its 
| saturation point. Consumers will 
learn—if they haven’t already—to 
discount the superlatives as they 
have the dollar signs. Any manufac- 
turer or retailer who believes he 
offers better merchandise than his 
competitor will have to prove it: 
generalities won’t convince skeptics.” 
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Just Among Ourselves 


(Continued from page 43) 


The hardware trade has always 
been a leader in supporting quality 
merchandise. As a group, the hard- 
ware trade can be counted on again 
to lend its support to quality mer- 
chandise distribution. This is par- 
ticularly true on lines which the 
trade knows will not be used as 
“footballs” or “loss leaders” by non- 
hardware outlets. The NRA code 
for retailers opposes the loss leader 
plan and is founded on “retailing at 
a profit” as a means of permitting 
better wages and more employment. 
If the price-cutting abuses on stand- 
ard goods can be eliminated, as it 
should be eliminated, the retail hard- 
ware merchant will do his part in the 
promotion of the better-quality mer- 
chandise, but he cannot do so without 
protection from uneconomic and un- 
fair price wrecking. 
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Silver Dollars 


(Continued from page 59) 


also took in silver dollars for hard- 
ware items. 

The climax of silver dollar trade 
came with the paying off of the 
Burgess electric power bill to the 
Illinois Northern Utility Company’s 
office in town. Two wheelbarrows 
loaded down with bags containing 
some $3,400.00 in cartwheels, weigh- 
ing about 230 lb., ambled down the 
streets of the city with a police escort. 
At the lighting company’s office, the 
bags were duly delivered to the gen- 
eral manager, George R. Fluehr, who 
receipted the power bill. 

Because of the earmarked nature 
of this particular payroll, it has been 
possible to study the spending habits 
and the rate of flow of a group of 
typical wage earners in an average 
community. The reactions of the 
workers to metallic money seem to 
fall into two broad categories: The 
saving kind, who hold on to their 
money, or, at least, are cautious 
spenders, seemed to be reinforced in 
their thrift by the “feel” of the shiny 
silver. After all, a bag of silver 
coins seems more like lots of money 
than the usual pay envelope. Yet 
more sales were reported to families 
who are known to buy a minimum of 
things, probably because of the sil- 
ver dollar specials offered by the 
enterprising merchants. The spend- 
ing kind, on the other hand, seemed 
to feel richer than ever before, with 
a bag of silver to dispose of. 


Through the shopping district of 
Freeport for several days after the 
payoff, the spending kind were hard 
at work exchanging their cartwheels 
for merchandise. Both categories 
definitely agreed that this visible 
demonstration of the purchasing 
power of an industrial payroll made 
for a festive air and a fresh wave of 
optimism, much to the benefit of in- 
dustrialist, wage earner and mer- 
chant. 

A daring experiment which has 
worked so well in Freeport, a city of 
21,000, the Burgess silver dollar pay- 
roll idea may well be applied in 
other industrial communities. The 
Burgess payroll for its Freeport bat- 
tery and cellulose plants was ap- 
proximately $30,000, the balance of 
the $40,000 disbursement going to 
offices and plants at Madison, Moline, 
Chicago and New York City. This 
means that approximately a dollar 
and a half in silver per capita was 
distributed throughout Freeport’s 
business and social life. Because 
of the usual scarcity of silver dollars, 
this per capita value could not but 
help attract major attention for a 
week or more. 

A brilliant, daring, successful 
idea, it might be well tried in other 
industrial communities, with indus- 
trialists and merchants getting to- 
gether well in advance for the maxi- 
mum exploitation of the good cheer 
which bags of silver breed. 





Independents and the NRA 


(Continued from page 41) 
the increased value of horses and 
mules. 

Suffering and misery, at the time 
of affliction, makes what seems like 
an indefinite lasting impression on 
the afflicted person’s mind. But, did 
you ever notice how soon they are 
forgotten? The severest pain is for- 
gotten and is passed from our minds 
most quickly. The price of almost 
every commodity in late 1932 was 
the lowest in the history of this coun- 
try. How easy this fact is forgotten. 
When we make actual comparisons, 
we find that NRA has done more in 
ten months than its strongest sup- 
porters expected in ten years. 

While NRA has no direct control 
over farm product prices, steps are 
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being taken to influence the manu- 
facturer of raw foods (which is the 
farmer) that he also must watch his 
markets and work along the same 
lines as any other manufacturer. Re- 
cently, the Poultry Association adopt- 
ed this slogan: “Smaller Flocks and 
Better Flocks.” All producers of 
raw food materials, all industries, all 
merchandisers under the NRA pro- 
eram are invited to increase their ef- 
ficiency along the same lines as the 
Poultry Association. After all is said 
and done, it must be borne in mind 
that NRA is only the tool, only the 
vehicle, only the opportunity that is 
placed in our hands to help ourselves. 
Through the medium of NRA we can 
obtain, if we so desire, better profits 
and a more abundant life. 





‘Tt will in no way conflict 
with Masters’ present 
popular numbers. 
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SNELL 


Improved Ship, Public Utility, 
Expansion, and Solid Centre 
Bits. Send for catalogue, or 
see our advertisement, the 
Catalogue and Directory of 
Hardware Age. 


SNELL MFG. CO 
Fiskdale, Mass. 


Established 











Sells Fast-to Every Home 


SUPERIOR SILENT DOOR CLOSER 


Hvery slamming door a ‘“‘prospect."’ Superior 
Door Checks are made in four styles and in four 
price ranges We manufacture the most complete 
line of air checks With superior Door Closers 
you can supply every need in every price range at 
a good protit. Write for circular catalog. 
“There Is Superior Value in Superior Hardware’’ 

SUPERIOR SPRING HINGE CO. 

548 W. Lake St., Chicago 








The Mark of Quality 
In Wiring Devices 
The Circle F Trade-Mark is 


your guide and assurance of 
absolutely dependable Elec- 
trical Wiring De- 
vices. Ask your 
Jobber to supply 
you with Circle F 
products. 


Cirele F Mig. Co. 
Trenton 








Ne. 608 Table Tap 








ROCHESTER 
SASH BALANCES 
FOR YOUR PROTECTION 


Are Not Sold 
To 
Mail Order Houses 
When ordering Sash Bal- 


ances from your Jobber 
specify them by name. 





Rochester Sash Balance Co., Ine. 
Rechester, N. Y. 











CLARK 


8 QUALITY PRODUCTS 
FAIR DEALING 
GOOD PROFITS 


SEND FOR LATEST CATALOG 


CLARK BROS BOLT CO. 


~ BEMISS ST MILLDALE. CONN 








You'll find REAL 


Sales Representatives 
advertising in the 
Sales Accounts Wanted 
Columns 
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How’s the Hardware Business ? 


(Continued from page 57) 


moderate and usual first-of-the-year in- 

crease, though the record is far better 

than at the start of last year. Total 

failures for the week ended January 

18th were 333, compared with 314 in 

the previous week and 691 a year ago. 
* * * 

Freight car-loadings in the week 
ended January 13th were 555,627 cars, 
an increase of 11 per cent compared 
with the preceding week, and a rise of 
8.8 per cent compared with the corre- 
sponding week in 1933. Carloadings 
for the first two weeks of the new year 
were 1,055,566, as compared with 949,- 
362 a year ago and 1,144,327 in 1932. 
Volume is now back to the high levels 
attained late in November. Particular 
significance lies in the fact that 65 per 
cent of the improvement for the latest 
week was in merchandise and miscel- 
laneous freight, usually considered di- 
rect barometers of public buying. 

* * *% 


The consecutive monthly gains 
in construction recorded since last July 
were continued into December, despite 
the seasonal decreases customary dur- 
ing that month. The contract total 
reported for December by F. W. Dodge 
Corporation, covering the 37 eastern 


| States, amounted to $207,209,500, an 


increase of approximately 28 per cent 
over the November total, which in turn 
was almost 12 per cent over October. 


| Contract awards for December were 
| larger than those recorded for any other 





month since October, 1931, and were 
more than two and one-half times as 
large as the contract volume for Decem- 
ber, 1932. 

Kelvinator refrigerator orders 
for the first half of January were 200 
per cent greater than those received 
during the same period of 1933, accord- 
ing to George W. Mason, president and 
chairman of the board of the Kelvin- 
ator Corp., Detroit, Mich. Mr. Mason 
also said that orders received during 
the months of October, November and 
December, comprising the first quarter 
of the current fiscal year, were 150 per 
cent of those for the corresponding 
period of the previous year. 

* & * 


Wheat adjustment payment 
checks totaling $21,386,607 had been 
sent to 287,970 farmers prior to Jan. 
6, 1934, says a recent report of the 
Agricultural Adjustment Administra- 
tion. The payments, made to farmers 
in consideration of their cooperation in 
the program for reducing wheat acre- 
age, were for farmers in 33 States. 


The Chain Products Co., Cleve- 
land, Ohio, has advised the trade in a 
recent bulletin to place orders now for 
Spring requirements of trace, cow, 
porch and proof coil chain due to the 
uncertainty of the market. 
* * * 


Auto radio sales will exceed one 
million in 1934, if the prediction of 
B. G. Erskine, president, Hygrade Sy!- 
vania Corp., Salem, Mass., proves cor- 
rect. Mr. Erskine pointed out that 
while only 34,000 sets were sold in 1930 
a marked reduction in price together 
with general acceptance of the idea of 
enjoying radio programs while motor- 
ing caused a marked upturn in the 
sales curve which resulted in the sales 
of 750,000 sets in 1933. He expects a 
further sales gain this year because of 
the interest and cooperation displayed 
by the automobile industry in auto 
radios. 

* * * 

North Carolina utilities are re- 
quired to segregate their appliance 
merchandising activities in annual re- 
ports by an order recently issued by 
Utilities Commissioner Stanley Win- 
borne. Previously profit or loss from 
the sale of appliances was included in 
the regular operations account. Hard- 
ware and other independent dealers in 
electric and gas appliances protest the 
former practice on the grounds that 
they were unable to compete with the 
utilities, it being alleged that the gas 
and electric companies sold appliances 
at a loss. The February reports of the 
utilities will present the independent 
data for the first time. 


* * * 


December variety store sales, in 
the 5c to $1 group, registered an in- 
crease of 77 per cent over November, 
and were 15 per cent above the cor- 
responding month of last year reports 
the Department of Commerce in a re- 
cent release. This was the first time 
since the compilation of these figures 
was inaugurated in 1929, that an im- 
provement over the preceding year was 
shown. Sales for 1933 were 2.3 per 
cent above the preceding year, which 
had shown a decline of 13.6 per cent 
from 1931. 


* * * 


December department store sales, 
according to preliminary figures com- 
piled by the Federal Reserve Board, 
showed an increase over the preceding 
month of more than the estimated sea- 
sonal amount. In comparison with a 
year ago the value of sales for Decem- 
ber was 7 per cent larger; when allow- 
ance is made for the fact that there was 
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one less trading day this year than last 
the increase becomes approximately 12 
per cent. Increases compared with last 
year were reported for all districts 
except Boston, which showed no 
change. The largest increases were in 
the Dallas, Atlanta and Kansas City 
districts. 
* * * 


The decline in the cost of living 
of industrial wage-earners, which be- 
gan with a drop of 0.3 per cent in No- 
vember, after six months of steady 
advance, continued in December with 
a further drop of 0.6 per cent, accord- 
ing to the regular monthly survey of 
the National Industrial Conference 
Board as issued on Jan. 17. 


es 2 @ 


Even greater business for wash- 
ing machine dealers in 1934 than in 
1933 was forecast by Edward N. Hur- 
ley, president, Hurley Machine Co., 
Chicago, IIl., and head of the American 
Washing Machine Manufacturers’ Assn. 
Mr. Hurley’s comment was made at the 
recent annual meeting of the manu- 
facturers’ organization, and he expects 
the improved business to result from 
the slight general relaxation of credits 
and moderate expenditures by families 
who have let their domestic plants run 
down. Mr. Hurley also told members 
that the 1933 demand for household 
durables, such as washing machines, 
went far toward starting the current 
good-times wave, saying: “This greater 
demand, strikingly typified in the sale 
of more than one million washers, ‘did 
much to produce such expansion as 
economists and business men expected 
in capital goods, those large items that 
have not come back so rapidly.” 

* * x 


A prediction that 1,600,000 elec- 
tric refrigerators will be sold during 
1934 was made by M. Glenn O’Harra, 
president, Norge Corp.. of New York, 
in addressing a recent New York City 
meeting of Norge distributors from the 
Eastern half of the United States. Mr. 
O’Harra said 1,050,000 units were sold 
last year, while 770,000 were sold in 
1932. 


Universal Cleaner No. 395 has been 
reduced from $39.50 to $34.95, accord- 
ing to an announcement by Landers, 
Frary & Clark, dated January 25th, 
1934. 


* *% * 


Full capacity operations are reported 
hy George A. Martin, president, Sher- 
win-Williams Company, paint manu- 
facturers, Cleveland, Ohio, who says 
that the company is receiving a large 
volume of new business as a result of 
C.W.A. projects in various parts of the 
country. “We are doing a substantial 
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volume of business out of season,” said 
Mr. Martin, “and if it continues we will 
keep all employees working full time 
throughout the year.” The company 
employs 400 workers. 


* * * 


Substantial cutlery price in- 
creases were anticipated in the near 
future by manufacturers attending the 
recent annual meeting in New York 
City of the American Cutlery Manu- 
facturers Assn. Wage and hour limita- 
tions in the industry’s code, it was ex- 
plained, have brought a marked ad- 
vance in production costs. 


* %£+ %* 


One thousand men were enabled 
to start work on CWA projects in the 
vicinity of Bethlehem, Pa., when the 
Bethlehem Steel Co., of that city agreed 
to manufacture 1,000 picks. When 
the company learned that the city 
could not put the men to work for 
several weeks if it had to await deliv- 
eries by regular makers, the steel com- 
pany agreed to turn out the tools, 
although picks are not among its usual 
lines. 

* * 


The 1933 sales of C.M. McClung 
& Co., wholesale hardware, Knoxville, 
Tenn., showed a gain over the preced- 
ing year’s figures of more than 20 per 
cent. 


Construction contracts continued 
into December reflecting the consecu- 
tive monthly gains recorded since July, 
1933, and quite ignoring the seasonal 
tendencies customary during the period. 
The contract total reported in Decem- 
ber by the F. W. Dodge Corporation 
covering the 37 Eastern States amount- 
ed to $207,209.500. This was an in- 
crease of approximately 28 per cent 
over the November total which itself 
registered a gain of almost 12 per cent 
over October. In fact the total for the 
final month of 1933 was larger than 
that recorded for any other month since 
October, 1931, and was more than two 
and one-half times as large as the con- 
tract volume recorded for December, 
1932. 


Republic Steel Corp. 
Issues Booklet on “Enduro” 


Showing applications of Enduro Stain- 
less Steel, its fabrication, properties, shapes 
and finishes available. A list of distributors 
maintaining warehouse stocks is also in- 
cluded. The booklet, known as Bulletin 
124, was prepared in collaboration with 
architects and engineers who have specified 
Enduro in important building projects. Tl- 
lustrations show exterior and interior ap- 
plications of this steel. Republic Steel 
Corp., Republic Bldg., Youngstown, Ohio. 





50 Practical Uses for 
U. S. Poultry Fence 






this Folder 


How Many Can 
You Name? 


@ Do you know there are at least 50 prac- 
tical uses for U. S. POULTRY FENCE? 
Each represents a definite sales outlet—a 
source of greater income and profit. 


@ You, as a dealer, can increase your sales 
and profits the year ’round by knowing these 
many and varied uses and by recommend- 


ing U. S. POULTRY FENCE to your trade. 


@ Machinery guards, fish traps, hot bed covers, 
shipping crates, cement reinforcing, are but 
a few of the many salable uses for this 
versatile, modern netting outside the poul- 
try industry. 


@ Farms, homes, hatcheries, factories, stores, 
public parks, zoos, greenhouses, warehouses, 
schools, golf courses, ball parks, kennels, build- 
ing contracters, all are potential buyers of 
U.S. POULTRY FENCE for one purpose 


or another. 


@ Genuine U. S. POULTRY FENCE, be- 
cause of its superior straight-line construc- 
tion, its ease of handling and its outstanding 
economy, always has been first choice of 
experienced buyers everywhere for every 
purpose. Made in one or two inch mesh, 
galvanized before or after weaving; heights 
12 to 72 inches. 


Write for This FREE Folder... 
"50 Uses for U. S. POULTRY FENCE.” 


prepared especially to help you increase 
your sales, describes briefly the many 
uses for this modern netting. Copies 
will be mailed FREE without obligation. 


Indiana Steel & Wire Co. 


Muncie, Indiana 








Manufacturers also of 


IMPERIAL 


Farm, Poultry and Lawn Fence .. . 
Flower Bed Border, Trellis, Gates, 
Steel Posts, Staples, Barbed 
and Barbless Wire, 
Brace Wire. 






Hit 


The Netting That Stands 





IRA W. LOVE PASSES; FORMERLY PRESIDENT 
OF GELLER, WARD & HASNER HARDWARE CO. 


Ira W. Love, a director, for-@——— 


mer president and one of the 
organizers of Geller, Ward & 
Hasner Hardware Co., St. Louis. 
Mo., wholesale distributors, died 
in that city on Jan. 12 follow- 
ing a heart attack. He was 
stricken while entertaining 


friends who had gathered at his 





IRA W. LOVE 


home to celebrate his seventy- 
third birthday, which took place 
the preceding day. 

He was made secretary of the 
firm of Geller, Ward & Hasner 
when it was incorporated in 1902, 
and retained that office until he 
was elected president in July. 
1932. He retired as president of 
the company in November, 1933. 
on account of poor health. 

After leaving school, he joined 


the old Ohio and Mississippi 
Railroad as assistant agent at 


Odin, Ill., and in 1887 left the 
railroad to be a bookkeeper for 
the firm of A. M. Woodward & 
Co., Odin. Two years later he 
bought a half interest in the 
business. In August, 1902, he 
sold his interests at Odin and 
went to St. Louis to become one 
of the organizers of Geller, Ward 
& Hasner. 

Mrs. Love and a daughter sur- 
vive. 


FRANK J. SEMPLE 
Frank J. Semple, 73, for many 
well known to the hard- 


years 
ware trade, died suddenly of 
heart attack at his home in 


Haverford, Pa. As a young man 
he was connected with the Belk- 
nap Hardware & Mfg. Co., Louis- 
ville, Ky. Later he became as- 
sociated with Simmons Hard- 
ware Co. at St. Louis, Mo., and 
for many years represented that 
organization in the State of 
Texas. He later became general 
sales manager and an official in 
the home office at St. Louis. 
In 1914 Mr. Semple 


82 


placed in charge of the Philadel- 
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FRANK J. SEMPLE 


phia house of the Simmons Hard- 
ware Co., of which he was 
president and general manager. 
When the company was ac- 
quired by Winchester Repeating 
Arms Co., he resigned and later | 
joined Henry Disston & Sons, 
Inc., Philadelphia, Pa., manu- 
facturers of saws and tools. He 
then went with R. M. Hollings- 
head Co., Camden, N. J., as vice- 
president in charge of sales. Mr. 
Semple retired from active busi- 
ness about two years ago. 


Mr. Semple leaves many 
friends in the hardware trade 
throughout the country. Mrs. 


Semple, a daughter and his son 








Frank survive. 


E. E. SPENCER 


E. E. Spencer, vice-president | 
and one of the principal owners 
of the High Point Hardware Co., 
High Point, N. C., died Jan. 15, 
at his home, following an illness 
of eight months. He had been 
in the hardware business in High 
Point since 1904, 


NORMAN H. LONG 


Norman H. Long, 53, pioneer 
hardware dealer in Mount Ver- 
non, Tex., died Jan. 16, at his 
home in that city. He was active 
in civic affairs, having been a 
member of the city council and 
was at one time president of the 
local chamber of commerce. 


THOMAS A. MEACHAM 


Thomas A. Meacham, 58, Cleve- 
land, Ohio, secretary of the Pat- 
terson-Sargent Co., Cleveland, 
Ohio, paint and varnish manufac- 
turers, died Feb. 20. He had been 
with the company for thirty-eight 





years. 


SHEET & TIN PLATE CO. 
PERSONNEL CHANGES 


C. W. Bennett, president, 
American Sheet & Tin Plate Co., 
subsidiary, United States Steel 
Corp., Pittsburgh, Pa., has an- 
nounced several changes in the 
organization. Fred M. Fuller, 
former assistant general manager 
of sales, has been appointed gen- 
eral manager of sales, J. I. An- 
drews continues as vice-president 
in charge of sales. George G. 
McGlaughlin, former assistant 
manager of sales in Cincinnati, 
succeeds Mr. Fuller as assistant 
general manager of sales in Pitts- 
burgh. 

W. Arch Irvin, assistant to the 
president, has been transferred 
from the operating to the sales 
department. Walter C. Carroll, 
general sales office in Pittsburgh, 
Pa., has been appointed manager 
of sales in the New York City 
office, succeeding A. J. Thomas, 
who has been transferred. 


R. W. ELTON RETURNS TO 
NATIONAL PAINT ASSN. 


Reuel W. Elton, who resigned 
in 1932 as secretary of the Amer- 
ican Paint & Varnish Manufac- 
turers Association, Inc., and as 
assistant general manager of the 
National Paint, Oil & Varnish 
Association, Inc., has been chosen 
secretary of the National Paint. 
Varnish and Lacquer Association, 
Inc., successor to the two above 
mentioned groups. He assumes 
his new duties at the association 
headquarters in Washington, 
D. C., as of Feb. 1. 





LOCKWOOD HDW. MFG. 
PROMOTES W. F. LYNCH 


William F. Lynch, for the past 
sixteen years connected with the 
Lockwood Hardware Mfg. Co., 
Fitchburg, Mass., has been ap- 
pointed contract sales manager 
of that company. He started his 
business career with the old 
Lockwood organization in its 
New York City office. Later he 
went to the main plant in S. Nor- 
walk, Conn., where his duties 
were confined to the contract 
sales end of the business. 

When the plant was moved to 
Fitchburg in 1932 he went to 
that city. 


SCHEDULE HEARING ON 
MACHINE SCREW CODE 


Notice has been given by the 


National Recovery Administra- 
tion that public hearings on the 
machine screw and _ machine 


screw nut manufacturing indus- 
try proposed code will be held 
in the Chinese Room, Mayflower 
Hotel, Washington, D. €., Fri- 


| day, Feb. 2, at 10.00 a. m. 











MIAMI DEALERS ASSN. 
DISCUSSES TAXES 


Members of the Greater Miami 
Paint & Hardware Dealers Asso- 
ciation met recently at the Build- 
ers Exchange offices, Miami, Ohio, 
with president E. Lloyd Knight, 
Knight Hardware & Paint Co., 
in the chair. Mr. Knight reported 
on the activities of the committee 
working with the city commis- 
sioners on the subject of per- 
sonal property taxes. 

A committee was appointed to 
work with CWA officials in the 
preparation of bids on paint. 





BROOKLYN ASSN. PLANS 
A MASS MEETING 


At the January meeting of the 
Brooklyn Hardware Association, 
held in the Johnson Bldg., Brook- 
lyn, N. Y., plans were announced 
for the holding of a mass meet- 
ing on Feb. 8 to which other 
hardware dealers will be invited 
to discuss the New York state 
retail sales tax. 

President Thomas Grogan con- 
ducted the meeting, which was 
attended by more than thirty 
members and guests. R. J. At- 
kinson conducted the question 
box feature of the meeting. 


TOPPING BROS. HANDLE 
SEGAL MARINE LINES 


The Segal Lock & Hardware 
Co., New York City, has appoint- 
ed Topping Bros., New York 
City, as its direct representatives 
on Segal marine hardware lines. 
east of the Mississippi River. 


MOISELLE REPRESENTS 
THEO. J. ELY MFG. CO. 


Louis Moiselle, Boston, Mass., 
has been appointed New England 
representative for the Theo J. 
Ely Mfg. Co., Girard, Pa., manu- 
facturers of hardware and wood- 
enware specialties. 


HARTSHORNE TRAVELS 
FOR SURPLESS, DUNN 


Surpless, Dunn & Co., New 
York City, direct manufacturers’ 
representatives, have appointed 
Warren Hartshorne to cover the 
upper section of the Southern 
States, including Virginia, West 
Virginia, the Carolinas, etc. 

Mr. Hartshorne was for twelve 
years connected with the sales 
department and was also assis- 
tant sales manager for the Good- 
ell-Pratt Co., Greenfield, Mass. 
For the last six and a half years 
he was with the Union Hardware 
Co., Torrington, Conn., in a sales 
capacity. 
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Eureka Junior Light 
Hand Type Vacuum Cleaner 


Particularly designed for cleaning up- 
holstery and draperies and for reaching 
small areas where a large cleaner is inac- 
cessible. Detachable nozzle permits use of 
attachments. Swivel nozzle permits clean- 
ing back and sides of upholstery without 
holding cleaner in awkward, uncomfortable 
positions. Attachments include: Flat, nar- 
row nozzle for cracks and crevices of radi- 
ators, tufted upholstery, etc.; 28-in. exten- 
sion tube fitting between either of nozzles 
and cleaner for cleaning hard-to-reach 
places, and sanitor with compound for 
moth control. Eureka Vacuum Cleaner 


Co., Detroit, Mich. 


Belknap Issues Catalog 
87 Having 3024 Pages 


For the year 1934 in a stiff and attrac. 
tively colored cover. The catalog is di- 
vided into sections such as Mechanics 
Tools, Department 1, with a department 
index starting each section. In addition 
to the individual department indexes, there 
is in the center of the catalog, in blue 
colored stock, a general catalog index and 
freight classification data, for each depart- 
ment. There are clear illustrations through- 
out the catalog, some of them being in 
actual colors. Price information and brief 
descriptions are given on the items listed. 
Illustrations show various departments of 
the company. Information is given on or- 
ders, shipments, adjustments, terms ac- 
counts. Belknap Hardware & Mfg. Co.. 
Inc., Louisville, Ky. 


Franklin “Elasticord” 
Combination 


A simple arrangement of a 51% ft. length 
of self folding “Elasticord,” a 12 in. stand- 
ard to be clamped to the ironing board and 
a 6 ft. length of extension cord. “Elasti- 
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cord” supported at one end by iron and at 
other by stand with just enough tension to 
support its own weight and keep it clear 
of work and permit a free, unrestricted 
movement to any part of board without 
strain, says the company. Both cords are 


FEBRUARY 1, 1934 


16 gage for handling highest wattage irons. 
“Elasticord” carries Underwriters’ ten thou- 
sand cycle gold label, the extension cord, 
a 1000 cycle label. Combination guaranteed 
fully for one-year service. Finished in dur- 
able green lacquer, individually packed. 
Franklin Steel Works, Joliet, Ill., sales 
agents for United Elastic Corp. 


G.E. Improves Type S-2 
Mazda Sunlight Lamp 


To improve its performance and increase 
its ultra-violet output. Revisions in lamp’s 
inner construction include placing filament 
above, instead of below, electrodes to re- 
duce possibility of its being burned out by 
the arc; stretching out the filament to pre- 
vent collection of short-circuiting mercury 
deposits in filament coils and narrowing 
arc gap for better life performance, accord- 
ing to the maker. Improved bulb cap, em- 
ploying wire clip to hold cap in place on 
outside of bulb, appears on latest lamps. 
Between cap and bulb is black metal insert 
which is material factor in maintaining 
lamp at high efficiency. The maker states 
that results of rigorous tests to which sev- 
eral hundred of new lamps have been put. 
both in laboratory and in field, clearly in- 
dicate their ability to stand up in actual 
service. General Electric Co., Nela Park, 


Cleveland, Ohio. 


Electrolux Kerosene 
Operated Refrigerator 


Designed for operation particularly in | 
places where neither gas nor electricity are 
available, it has been subjected to elaborate 
tests. In applying heat from a kerosene 
burner, the new kerosene model utilizes 
the same principle which is the basis of 
the Electrolux gas refrigerator produced by 
the same maker. Suggested by the maker 
for use in the farm kitchen, country home, 
camp, roadside camps, etc. Electrolux Re- 
frigerator Sales, Inc., 51 E. 42nd St., New 
York City. 














CRISP, NEW 
MERCHANDISE 


‘= QUTDOOR 
LIGHT 


Properly displayed Radiant Lanterns 
catch the eye and open the purses of 
buyers who are eager for more efficient 
and more economical lighting, giving 
thedealer a quick, profitable turnover. 


A popular priced item to meet the 
needs of city or country buyers who 
demand better lighting, than is pro- 
vided by the old-style wick lantern. 


RADIANT INSTANT-LITE 
_ GASOLINE LANTERN 


Lights instantly at the turn of a valve. 

| Makes and burns its own gas out of 
= air and 4% fuel. 300 candle 
power — 20 times brighter than ordi- 
nary wick lantern. Built-in pump. 
| Wind-proof, storm-proof, bug-proof. 
Ideal for farmers, hunters and camp- 
ers. Absolutely safe. Equipped with 
large-size, long-life generator, with 
automatic cleaning needle. 





With mica chimney and large reflec- 
tor. All parts highly chrome plated, 
| including brass fount. Large, blue 
porcelain top. 


Complete with two rayon mantles, 
built-in pressure pump, strainer fun- 
nel, and full directions for operating. 


A positive guarantee protects both 
dealer and user. 


THE RADIANT LINE 


Includes de luxe and utility models of 
graceful, high-powered lamps, as well 
as 300 candle power lanterns and 
self-heating irons. 


New merchandise that attracts buyers 
and sells fast at a good margin. The 
Radiant Lantern is an especially good 
item, appealing to outdoor workers, 
farmers, hunters and tourists. More 
light—lower cost—less trouble. 


The Radiant Self-Heating Iron—a 
labor saver for women. Does whole 
ironing for a few cents. More conven- 
ient, and priced lower than ordinary 
electric or gas irons. Heavily nickel 
and chrome plated. Fix up a Radiant 
department and watch the sales grow. 


Send today for literature and dealer’s 
discounts. 


RADIANT PRODUCTS INC. 
101 Radiant Bldg., Akron, Ohio 
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The Independent Dealer 


(Continued from page 47) 


sumed most of the responsibility for 
creating a consumer demand for their 
own products used to include the cost 
of this service in the wholesale price 
of the goods. These manufacturers 
employed jobbers and retailers as the 
logical and profitable distributing 
outlet for their products. 

Beginning with the price decline 
of 1920, the “2 times prime cost” sys- 
tem store found it possible to buy di- 
rect from the manufacturer in small- 
lot drop-shipments at equal to or less 
than the jobber’s former carload lot 
price. The extra expense of handling 
these small-lot drop-shipments obvi- 
ously absorbed the funds which the 
manufacturer formerly spent for nec- 
essary advertising and sales promo- 
tion. 

Business was also suffering from 
depression selling. Sales had fallen 
off greatly because the manufacturer 
had ceased to tell the buying public 
about their own products, and be- 
cause the index cost figures of basic 
commodities were in a continuous de- 
cline. It has lasted for 13 years, 
from 1920 to 1933. 

The independent retailer had been 
left to shift for himself, while manu- 
facturers had withdrawn funds from 
advertising appropriations to make 
up losses sustained through quoting 
cut-prices to syndicates. Now, al- 
though cheap goods and former na- 
tional brands are both displayed on 
store counters at about the same price 
by independents and chains alike, 
consumer advertising is conducted 
almost entirely by syndicates and 
groups. Independent dealers cannot 
be expected to combat this advertis- 
ing competition alone. The cost will 
eat up their already small profits. 
But advertising is necessary, if you 
hope to regain the lost confidence of 
the buying public. 

There are two fundamental busi- 
ness practices that must be followed, 
if headway is to be made against the 
store that operates on the “2 times 
prime cost” system, and if public con- 
fidence is to be regained: Either go 
into the wholesale business and buy 
goods in carload lots, or buy from 
the wholesaler who does so. Do not 
make the mistake of trying to buy 
direct in LCL lots, and pay 10 per 
cent to 25 per cent more for indi- 
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vidual item drop-shipments and extra 
selling service cost to you. 

For over 50 years prior to 1920, 
the wholesale distributing ‘system 
used its own capital and warehouse 
space to accumulate over 75 per cent 
of the raw material and finished 
goods produced annually from the 
farms, mines and factories in Amer- 
ica. In terms of wages this wholesale 
system provided over nine months’ 
normal pay for all the farm, mine 
and factory workers in America. 

This system also had a leveling in- 
fluence on employment. Commodities 
originating in the spring and sum- 
mer months were accumulated by the 
wholesalers for fall and winter needs 
and vice versa. Now, with 40 per 
cent of the system eliminated through 
the “2 times prime cost” method of 
selling, the habit of buying hand to 
mouth, in dozen lots, has upset the 
entire economic structure of distri- 
bution and employment, because it in- 
creased the cost of distribution apply- 
ing to the independent. 

When the price decline started in 
1920, manufacturers and wholesalers 
who were caught with large stocks of 
merchandise at war-time prices were 
the first to experience liquidating and 
housecleaning. Wages and salaries 
did not reflect the liquidating losses. 
Gross selling profits were maintained 
at the expense of the wholesalers and 
manufacturers. Elaborate central buy- 
ing systems were established by re- 
tailers. The extra cost of maintain- 
ing these systems was largely offset 
by unloading merchandise at distress 
prices direct to retailers at less than 
factory cost. Even the smallest spe- 
cialty shop got the habit of buying 
direct from the factory. 

The inevitable could not be post- 
poned indefinitely. When the dis- 
tress stocks dried up, new goods of 
a cheaper grade had to be created 
through mass production methods. 
No longer could direct buying power 
offset cut-price selling pressure, and 
the former spread between wholesale 
and retail prices diminished sharply 
through the “2 times prime cost” 
system. 

But note this: The wholesaler, with 
over five times more working capital 
than the chain store, has been able 
to protect his inventory at the low 


index figure, and for the first time in 
13 years it is the only source of dis- 
tribution in America from which the 
independent dealer can rely for 
equalized competitive prices. 

The other method of regaining lost 
public confidence is to display and 
price your goods plainly. A good 
salesperson knows that the public is 
now clerk-shy. They have lost con- 
fidence in the concealed bargain. This 
is natural, since, contrary to general 
belief, the buying public does not 
know prices except on three or four 
staples. Take ourselves as proof. 
We are the public. I ask you now 
what is the current retail price of a 
cake of Sapolio, a pair of Walk-Over 
shoes, a Pontiac sedan, a Manhattan 
shirt, a bushel of potatoes, a pound 
of Berkshire bacon, or a drink of 
3-Star Hennessey? Of course, you 
don’t know; nor does the balance of 
the public. 

The foregoing is a rough outline 
of the alternative ways by which pub- 
lic confidence is to be restored. The 
time has come. For 13 years syndi- 
cates have been telling the public 
that chain store prices are low, and 
the independents’ high. It was true 
on a declining commodity index, up 
to several years ago, but is not true 
today. 

Place yourselves on the consumers’ 
side of the counter, and, instead of 
hardware, think about bread—a good 
example of a staple commodity. Sup- 
pose a baker offers 1,000 1-pound 
loaves of the finest bread obtainable. 
Let him price them at only five cents 
per loaf, and place them on the coun- 
ter without a price tag, as some of 
you do with your nails, bolts and 
electric toasters. This compels you 
and me to do all the work of finding 
the bread; we must then locate a 
clerk, and then ask the price. Natu- 
rally, you and I will not buy from 
this baker, nor will the buying public. 

You are in the business to help 
create national income through the 
distribution of hardware and house- 
furnishings. The nation expects from 
you a united front in this aggressive 
advance toward the stimulation of 
buying. Demand from your whole- 
saler the cooperation by which this 
purpose will be realized. 
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SHIPPING 
PROBLEMS 
ELIMINATED 


RAILWAY EXPRESS 


No matter what you want to ship, Rail- 
way Express will answer your shipping 
problems. At your convenience and at your 
very door, in principal cities and towns, a 
Railway Express truck will call and take 
your shipments away to be rushed to the 
consignee at passenger train speed. Whether 
it be one shipment or five hundred—it makes 
no difference to Railway Express. Absolute 
safety and careful handling during transit are 
assured throughout. We give a receipt on 
collection and take a receipt at delivery—a 
twofold guarantee of safety and swiftness. 


Railway Express service is inexpensive, 
too, and saves you much in convenience, 
worry and time. Telephone your local Rail- 
way Express agent who will be glad to give 
you information, rates, and service. 


The best there is in transportation 


SERVING THE NATION FOR 94 YEARS 


RAILWAY 
EXPRESS 


AGENCY, Inc. 
NATION-WIDE SERVICE 
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PEERLESS FOLDING FURNITURE 


The “New Deal” has given more freedom to mil- 
lions. And the PEERLESS LINE fits right into 
those extra spare hours with everything from out- 
ings to lazy afternoons on the porch! Every item 
built to last—to sell—to make a better profit for 
you! 


A 


BEST SELLER 
- No. 3 Cot 





Our No. 3 cot has been a “best-seller” for 25 years! Has 
13%4-0z. olive khaki double filled duck cover, with painted 
hardware, and is only one of a wide range of cots at a wide 
range of prices. Also sell our cot pad with each cot and 
make an extra profit. Send for sample cot and try it out! 
(No free samples—see coupon.) 


A NEW RECLINER 
. A New Profit-Maker! 


Our newest chair, No. 12. 
This is an improvement over 
others, as it has special back 
support, built-in seat and 
other canvas support for 
comfort and strength. Var- 
nished frame or lacquered in 
colors—with or without canopy to match. Let this chair 
make profits for you this year—send for sample and prices. 


MAY WE SEND OUR 1934 CATALOG? 


Merchandise that SELLS is the life blood of your business. 
We’re sure you’ll find many items that exactly meet your 
requirements in our new 1934 catalog—Furniture Pads, 
Paulins, Recliner Chair Pads, Head Rest Pillows, the 
famous TUCKER-WAY, All-wood Folding Chair, ete. Send 
for this catalog today! 


TUCKER DUCK & RUBBER CO. 
FORT SMITH, ARKANSAS 





TUCKER DUCK & RUBBER CO. 
Dept. D-1, Fort Smith, Ark. 
[] Send 1934 catalog. 


J] Send samples of: (May be returned ur kept as part of 
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Lampasas, Tex.: Where can we ob- 
tain repairs for stoves and ranges made 
by the H. Wetter Mfg. Co., formerly 
of Memphis, Tenn.?—Culver Hard- 
ware Co. 

ANSWER: This company has been 
acquired by the United States Stove 
Corp., South Pittsburgh, Tenn. 

* * * 


FreperIcK, Mp.: Provide address of 
the Stalwart Rubber Co.—Allen G. 
Quynn & Co. 

ANSWER: Bedford, Ohio. 

% * * 


Bripcerort, Conn.: Who makes a 
window guard for a double hung sash 
that fits in the groove of the upper 
sash, preventing the upper sash from 
being lowered further than the top of 
the guard?—The Lindquist Hardware 
Co. 

ANSWER: Shur-Loc Window Guard 
Corp., 216 E. Twenty-sixth St., New 
York, N. , # 

(See p. 393, Sept. 28, 1933, H. A. Di- 
rectory Number.) 

* * * 

MANCHESTER CENTER, Vt.: Provide 
address of the Bayer Gardner Himes 
Co.—Manchester Plumbing & Hard- 
ware Co. 

ANSWER: 101 Park Ave., New York 
City. 

x * * 

WAKEFIELD, R. I.: Who makes the 
Kant Slam door check?——-Wakefield 
Branch Co. 

ANSWER: Kant-Slam Door Check 
Co., Bloomfield, Ind. 

(See p. 344, Sept. 28, 1933, H. A. Di- 
rectory Number.) 

* * * 

New Cast -e, Pa.: Furnish names and 
addresses of several manufacturers of 
aluminum hot water bottles——Cripps 
Hardware Co. 
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ANSWER: Aluminum Goods Mfg. 
Co., Manitowoc, Wis., Landers, Frary 
& Clark, New Britain, Conn., and Wor- 
cester Pressed Aluminum Co., Worces- 
ter, Mass. 


IrHaca, N. Y.: Where can we ob- 
tain reinforced Sanderson scoops—the 
kind of coal scoop which is so heavily 
reinforced that it may be used to pry 
open the tail gate of a coal truck? 
Treman, King & Co. 

ANSWER: Ames Baldwin, Wyo- 
ming Co., Parkersburg, W. Va. 

(See p. 504, Sept. 28, 1933, H. A. Di- 
rectory Number.) 


* * * 


KNOXVILLE, TENN.: Who makes the 
Fig. 5728C, No. 2 tool boxes?—C. M. 
McClung & Co. 

ANSWER: Vanderman Mfg. Co., 
Willimantic, Conn. 


* * * 


Syracuse, N. Y.: Who makes a snow 
pusher 30 to 36 inches wide having two 
handles and made of wood with run- 
ners on each side of bottom of blade ?— 
New York State Retail Hardware Assn.. 
Inc. 

ANSWER: G. A. Crosman & Sons, 
Portland, Maine. 

* % % 

Tampa, Fia.: Where can files marked 
John T. Day be purchased ?—Ander- 
son Seed & Hardware Co. 

ANSWER: This is a private brand 
distributed by Chas. Weiland, Inc., 149 
Chambers St., New York, N .Y. 

* * * 


GrorceTown, S. C.: Who makes the 
Florin coal burning water heater?— 
Georgetown Trading Co. 

ANSWER: Florin Foundry & Mfg. 
Co., Florin, Pa. 


Information regarding sources 
of supply as provided readers 
of Hardware Age by the Who 
Makes It? Editor is here pre- 
sented as an aid to others in the 
trade who may be seeking the 
same articles. The inquiries re- 
produced have been selected be- 
cause of their general interest 
to hardware merchants and buy- 
ers. This editorial feature in 
each issue supplements the ser- 
vice rendered by the ‘‘Who 
Makes It?” issue published on 
Sept. 28, 1933. When writing 
to the firms mentioned, state 
that you saw the product listed 
in Hardware Age “Who Makes 
It?” section or issue. 


WestFiELb, N. J.: Who makes Silex 
wood filler?—-Harry N. Taylor. 

ANSWER: Grand Rapids Wood Fin- 
ishing Co., Grand Rapids, Mich. 

% * * 

Jersey City, N. J.: Furnish street 
address of the United-Obendorf Corp., 
Cleveland, Ohio.—Barker & Co. 

ANSWER: 3844 Hamilton Ave. 

x * 

Cort ann, N. Y.: Who makes shat- 
terproof ware?—F. D. Smith Hardware 
Co. 

ANSWER: Beetle Ware Corp., 535 
Fifth Ave., New York, N. Y.: Insula- 
tion Mfg. Co., 11 New York Ave., 
Brooklyn, N. Y., and Watertown Mfg. 
Co., Watertown, Conn. 

(See p. 548, Sept. 28, 1933, H. A. Di- 
rectory Number.) 

* * * 


TUNKHANNOCK, Pa.: Who makes 
Shepards Lighting ice cream freezers? 
—Gay-Murray Co., Inc. 

ANSWER: North Bros. Mfg. Co., 
Philadelphia, Pa. 


x * * 


Hotyoxke, Mass.: Who makes Dolber 
storm window sash sets?—Wilson Sup- 
plies, Inc. 

ANSWER: Walter W. Woodruff & 
Sons Co., Mt. Carmel, Conn. 


% * * 


OrancGe, TeEx.: Provide the name of 
the maker of No. 46 Champion tool 
grinders——The Sabine Supply Co. 

ANSWER: B. F. Avery & Sons. 
Louisville, Ky. 

% * * 

Riwcewoop, N. J.: Who makes Viscol. 
a preparation used for waterproofing 
leather ?—Ridgewood Hardware Co. 

ANSWER: Viscol Co., Cambridge. 
Mass. 
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HOLTITE SCREW PRODUCTS 
ARE BUILT FOR BURDENS 


Above all else, screw products must be strong! 
They must have much greater strength than the 
parts they hold together. The old truism "a chain 
is as strong as its weakest link" finds no truer appli- 
cation than in the construction of assembled prod- 
ucts. To sacrifice strength in the units of assembly 
is to obviously weaken the completed work—a mis- 
take no user of screw products can afford to make. 


You can sell HOLTITE Screw Products with absolute 
confidence that they will stand up under the most 
adverse conditions. Strength, without sacrifice of 
accuracy, is a built-in feature of every unit that 
leaves our factory. Samples, with price list and 
discounts will be promptly sent upon request. 


CONTINENTAL SCREW CO. 


New Bedford. Massachusetts 


Western Branch 
6529 Russell Street 
Detroit. Mich. 


Southern Branch 
1421 Fort Street 


Chattanooga, Tenn. 
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Sells for much less! 
(Onpanagt’ ing Lasts far longer! 


) SOMOS ARB Tt Strong line wires are only ” apart. Stiff 
q uae tr one-piece, picket-like stay wires are only 
aoteres i aet++. 2” apart—practically unclimbable. Keeps 
a agin. ‘4. prowlers out. Keeps children and valu- 
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able property safely in. Square Deal knot 
holds with vise-like grip. Lasts far longer 
than ordinary protective fence. Yet sel/s 
for much less than chain link fabric. 


59) Fights rust 2 ways 

Keystone Non-Climbable Fence fights rust 
years longer—both on the outside and in- 
side of the wire. First, because its Gal- 
vannealed outer coating is two to three 
times heavier than on some ordinary gal- 
vanized fence. Second, because its rea/ 
copper bearing inner section resists rust 
twice as long as steel without copper. 


Get samples, prices, details 
Keystone Non-Climbable Fence comes in 100 
and 150-ft. rolls; 36,40, 48, 60, 72 and 84-in. 
heights; 11 and 12% gauge. Posts, attach- 
ments, gates to match. Write for samples, 
prices. Also for catalog, agency details on 
Red Brand hog, field and poultry fence, and 
wire and fencing products—today. 


KEYSTONE STEEL & WIRE CO. 4 
859 INDUSTRIAL ST., PEORIA, ILL. 





Chic-Mesh Fence wire, en- 
larged to show the heavy 
Galvannealed outer coating. 


Chie Mesh Fence 
wire, enlarged to Show the 
real copper bearing inner 
section. 





KEYSTORE 
NOn-CLIMBABLE “fexc:" 


FENCE 


Fights uut 2 Ways! 


GALVANNEALED Copper Bearing 
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s = =©What's Nel 


for Retail 


Hardware Stores 


“Gold Strand” Screen 
Cloth Merchandiser 


Designed to eliminate unnecessary han- 
dling of screen cloth, save space and keep 
stock neat. Merchandiser electrically 
welded and made to U. S. Bureau of Stand- 
ards specifications. Costs dealer $29.70, 
f.o.b. Clinton, Mass. A turn of the crank 
winds cloth from any of the rolls over cut- 





ting bar and a sharp rotary knife cuts 
clean edge. Cloth is rolled ready for wrap- 
ping. Gold Strand feature measures cloth 
as it is sold and cuts perfectly on either 
merchandiser or counter. Gold Strand fea- 
ture also serves as daily inventory record 
and may be used to tie cloth as it is sold. 
American Wire Fabrics Corp., 41 E. 42nd 
St., New York City. 


“Hi-Speed” Suspended 
Railway System 

With cars of modern streamline design, 
which are said to have a speed of four 
feet per second. Body of car and pants 
brushed aluminum, while arms supporting 
car are of cold-rolled steel. There is a 
headlight in each car and lights in interior 
of the two cars. Each car has a 12-volt 
motor on the first truck. Equipment in- 
cludes transformer, 21 ft. of track and 14 
uprights, standing 11 in. high and finished 
in black and green enamel. Gage of track, 


1% in. Cars measure 15 in. long, 3% in. 








New and Improved Merchandise— 
Display Helps—Sales Liter ature— 
Window Trims— New Packages 
—New Colors—New Deals— 
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high and 3 in. wide. The maker states that 
the train will not derail. “Hi-Speed” Sus- 
pended Railway System, 4114 54th Ave., 
Woodside, Long Island, N. Y. 


Colonial Stove Offers Colonial- 
Romance Ensemble Kitchens 


Constructed in units of porcelain steel, 
permitting unit warehousing and enabling 
owners to move equipment when they seek 
new homes. Each unit is packed sepa- 
rately in wooden crate or cartons and is 
designed to be installed by the wholesale 
distributor. Dealer may choose ensembles 
which include neither a range nor a refrig- 
erator cabinet unit, so that he may include 
the range and refrigerator they handle. 
Complete ensemble, as made by the com- 
pany, includes sink, drainboard, working 
surfaces, splashers, range (including oven 
and broiler), refrigerator cabinet, wall 
cabinets and floor cabinets. Dealer may 
sell ensemble as a complete installation or 
may sell it by units. The company’s cata- 
log has 19 suggested ensembles, illustrated 
and described. Ensemble list prices range 
from $115 to $850. Illustrations show 
places where ensembles have been installed 
and hold a specimen of Colonial specially 
processed porcelain steel as well as a piece 
of Monel metal. used on working surfaces. 
Colonial Stove Co., E. Somerset, Trenton 
Ave. and Reading Railroad, Philadelphia. 
Pa. 


Faultless Caster Co. 
Truck Caster Catalog O.C. 


Contains thirty-two pages of diagrams, 
tables, illustrations and blue prints. Large 
illustrations are used, many of them of 
cut-away style showing the interior con- 
struction features of casters of the “Noelt- 
ing Faultless” line. Complete information 


given so that the layman as well as the 
engineer can read it. [Illustrations show 
factory operations and tests used in the 
making of various types of casters offered. 
In addition to truck casters, office chair 
casters, “Faultless” cushion chair guide. 
“Faultless” wheels for “Faultless” casters 
and “Faultless” rubber-tired ball-bearing 
wheels are illustrated and described. Fault- 
less Caster Co., Evansville, Ind. 


K-M Hostess Set 


Includes one standard, chromium-plated. 
two-quart Therm-a-Jar, jacketed and cork 
insulated and finished in super chromium 
finish. One 13%-in. round, chromium. 
plated tray and six 10-0z., platinum-banded 





glasses. Set may be used for high balls, 
using Therm-a-Jar for storing and serving 
ice cubes; or for cold fruit drinks, cock- 
tails, etc. Suggested retail selling price. 
$8.95. Knapp-Monarch Co., Belleville, Ill. 


Red Jacket Mfg. Co. 
Adds 2 Shallow Well Systems 


Having capacities of 350 and 500 gallons, 
will retail at a low price level, says the 
maker. Both units have been thoroughly 
tested by actual use. The company has 
also announced that all Red Jacket pumps, 
either shallow or deep well, are now 
equipped with either gasoline engines or 
electric motors. The Red Jacket Mfg. Co.. 
Davenport, Iowa. 


HARDWARE AGE 











NA 


Ye 


f 
‘ 
( 

















s the 
show 


1 the 


fered. 
chair 
suide. 
asters 
aring 
“ault- 


lated. 

cork 
nium 
1ium- 
inded 


alls, 
‘ving 
ock- 
rice, 


, Til. 














Yes, A Complete Shallow Well $45" 


DAVENPORT 
OWA 

(Price subject to 

raise without notice) 


Water System ... As Low As 


Think of it—a sturdy Red Jacket Shallow Well Unit complete 
for as low as $45.75! This low price is possible due to our 
quantity production, plus the high quality and dependable 
service that made Red Jacket one of the leaders in 1933. 
Consider these points: delivers 250 actual gallons per hour— 
water lubricated 
bearings, no oil 
polluted water— 
powered by either 
electric motor or 
gasoline engine 
(slightly higher 
in cost) — pres- 
sure switch— 
built-in relief 
valve and heavy 
galvanized tank. 
Also two new 
Shallow Well 
Water Systems 
with capacities of 
350 and 500 gal- 
lons per hour. 
Write for new 
1934 catalog and 
liberal dealer dis- 
counts today. 


RED JACKET MFG.CO. 


Davenport, lowa 














Yes 


Stewart Iron and Chain Link 
But 


Wire Fences have proven them- 
selves as money makers for 
Hardware men for 48 years. 


Stewart's line offers more op- 
portunities to wide awake men 
who find a ready market for 
Entrance Gates . . . Window 
Guards ... Folding Gates . 
Baleony Railings and other 
Iron and Wire work specialties 
for which buyers turn to their 
local Hardware dealers. 


Write for Stewart dealer 


proposition 


THE STEWART IRON WORKS CO., INC. 
213 STEWART BLOCK CINCINNATI, OHIO 
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Don’t Permit This 
Handsome EXTRA PROFIT 
To Escape You! 


va i lara, * 
__CAMPBELL PAINT STORE __ -—- 
brssen %) 


P . =e 





J. A. HOFFMAN 
Maplewood, Mo., says: 


$4g°° 


To Your Monthly 
PROFITS 


Hundreds of paint and hardware 
dealers throughout the country are 
making upwards of $600.00 clear 
profit per year for every DREAD- 
NAUGHT they have in rental service 
—and with little or no more effort 
than acquainting their customers 
with the fact that this rental service 
is available. 


$48.96 per month is the absolute 
average profit earning of every 
DREADNAUGHT in rental 
service — all pure velvet — 
extra profit. Regardless of 
where you are located, 
there’s a similar profit 
right within your grasp. 
Let us show you. Mail 
the coupon NOW. 


‘We sanded part of our 
window floor — machine 
went out 14 days straight 
— going out almost con- 
stantly since.’’ 























"You have a wonderful prod- 
uct. It is fool-proof and built 
to stand abuse."’ 
SHERWIN WILLIAMS 
STORES 


Pasadena, California, Branch 


MAIL THIS COUPON 


Dreadnaught Sanders 

Dept. H-234, Muskegon, Mich. 

ont. with no obligation to me, the full details of the Dreadnaught 6 Rental 
an. 


Meth aitein tin’ 0:35 nb dea es 


ME ev akdekes sdapcdeah waar es beeen aes cose etate 





Hex Head Hardened 
Self-Tapping Cap Screws 

Eliminate tapping and form their own 
thread in material as they are turned in. 
Screws are extensively used for making 
fastenings to sheet metal from 24 gage 
(025 in.) to 10 gage (.140 in.); to steel 





plate and structural shapes up to % in. 
thick; and to solid sections of brass, 
bronze, aluminum and die castings, slate, 
transite board, ebony asbestos, etc. Avail- 
able in a complete range of sizes from No. 
6 to % in. diameter. Parker-Kalon Corp., 
200 Varick Si., New York City. 


Sargent Issues “Open Doors” 
Booklet on Screen Hardware 


Containing 16 pages of illustrated de- 
scriptions of various types of Sargent screen 
door sets, tep and bottom bolts, pulls for 
screen doors, screen door checks, “noise- 
less door closer,” door springs, and spring 
hinges. The front cover has the company’s 
trade mark, the title, with the notation 
“entertaining but not amusing” and “by 
Blue Bottle Fly collaborating with Long 
Bill Mosquito.” Available with dealer im- 
print under Sargent name on inside of front 
cover. Booklet is known as SH2. Sargent 
& Co., New Haven, Conn. 


Solka Base Roofings 


Solka purified cellulose fibres were in- 
troduced, as a base for asphalt shingles and 
roofings, by its makers, the Brown Co., 
Portland, Me., less than a year ago. The 
Philip Carey Co., the McHenry-Millhouse 
Mfg. Co., and the Weaver-Wall Co., are 
supplying the hardware trade with Solka 
base roofings, and several more American 
manufacturers of roofings are making prep- 
arations for turning out roofings having 
this improved base. Practically all Cana- 
dian asphalt roofing manufacturers use the 
Solka base. 

Solka has also demonstrated its resistance 
to deterioration from age and exposure 
when used in the manufacture of shoes, 
long wearing textiles, and many other 
widely diversified products. Roofings having 
a Solka base received the approval of the 
Underwriters’ Laboratories, Inc. The use 
of Solka as a base, say the makers, imparts 
longer roofing life, as the cellulose fibres 
are so highly absorbent that the usual 
asphalt content is increased thirty to sixty 
per cent, while having a firmer nail grip, 
and retaining tremendous strength, flexi- 
bility and toughness. 

Although roofing having a Solka base 
is slightly more expensive than other types, 
it is said that the small premium in price 
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is more than justified by its longer life. 
Solka base roofings are recommended for all 
usual applications, but they have been 
found especially well adapted for use in 
areas where roofs must be secure against 
the havoc of wind-storms. 


Electrically Powered 
Grind Stone 


With small motor connected through 
overriding clutch to shaft of grind stone. 
Shaft extends beyond framework on other 
side and is keyed for hand crank. Univer- 
sal motor encased in Bakelite, permitting 
use outdoors in all kinds of weather. 
Motor drives wheel at uniform speed of 
about 60 r.p.m., tending to preserve shape 
of wheel and consequently remove less 





metal in sharpening, says the maker. Speed 
regulated to prevent burning and to pro- 
duce smooth cutting edge with minimum 
of burrs. Combination of spur and worm 
gears gives speed reduction. Gears, shafts 
and other steel parts subject to wear and 
strain are of chrome alloy steel. Strain on 
armature shaft minimized by having thrust 
of worm driving gear taken against ball 
bearing and on an auxiliary shaft. Free 
wheeling feature given by overriding clutch, 
thereby taking strain off gear shaft bear- 
ings and motor. Wheel revolves freely 
after current is turned off, because of 


stored-up centrifugal force in wheel. Moto 
also comes to rest independently. Sea 
soned hardwood frame with penetrated oil 
finish. Insulated motor. Machine designed 
to take 22x 2 in. natural sandstone. 
Stones mounted on cast iron center and 
trued to give smooth grinding surfaces. 
Funnel shaped container permits wet or dry 
grinding. List prices: No. 11, for 110 A.C. 
or D.C., $35, as illustrated; No. 11 A, same 
as No. 11, list, $37, with 250 volt motor for 
A.C. or D.C. circuit, and No. 11B, for 32 
volt A.C. or D.C. circuit, list $38. Flem- 
ing Electric Tool Division, Loring Coes 
Co., Worcester, Mass. 


Wm. Schollhorn Co. 
Issues 1934 Catalog 


In loose-leaf form, in an attractive binder 
illustrates and describes pliers and tool 
specialties as well as pliers and tools for 
linemen and electricians. The manufac- 
turer includes with the catalog a_ brief 
description of the company’s sales policy. 
consumer schedule of discounts, and infor- 
mation as to the company guarantee and 
policy on replacements and repairs. A few 
of the items are illustrated in full color. 
Price information is included in the cata- 
log. The Wm. Schollhorn Co., New Haven, 
Conn. 


**Snap-On” Faucet Washer 
and Reseating Tool 


Washer features a split stem which holds 
it securely in faucet stem so it must fol- 
low the valve action of the stem in an up 
and down travel. The maker states that 
after the washer actually contacts the seat, 
it does not turn, but permits the stem to 
complete its travel, thereby securely clos- 
ing valve and insuring a_ non-leaking 


washer. Made of composition of graphite . 


and rubber, designed to give long life and 
smooth action. List price 10c. each. Dealer 
discount 40 per cent. Display cards of 36 
or in bulk. In following sizes: %4 in., % 
in. large, 34 in., 34 in. large and % in. 
“Snap-On” reseating tool, with two tool 


PAT. APPLD FOR 





steel milling cutters to fit practically all 
sizes of faucets. Suggested retail selling 
price 50c. Dealer discount 25 per cent in 
small quantities, 40 per cent in large 
quantities. Shepard & Moore, Inc., 1514 
Prospect Ave., Cleveland, Ohio. 
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A QUICK TURN ITEM for 
House-Cleaning Season 


A Known 
Product with a 
Created Demand 


The Original 
Wall Paper 
Cleaner 


CLEVELAND CLEANER 


Women everywhere know the value of Cleveland Cleaner 
for removing dirt and adding freshness to their wall paper. 
Easy and simple to use, saves time, cleans all kinds of wall 
paper, calcimine, alabastine, water colors, flat paints, silk 
and cotton tapestry, window shades and 
finest rugs. 


CLEVELAN 


\y, 


CLEAN 


Order from your jobber or write: 


The Cleveland Cleaner & Paste Co. 
CLEVELAND, OHIO 
Also manufacturer of Painters’ Friend 
Cleaner, a 10 seller with year ’round 
demand, for cleaning painted walls, 
woodwork, marble, etc. 





























Six 1” friction 
discs form the 
‘‘multiple disc 
clutch” by which 
the Rixson No. 33 
holds against drafts 
or gravity, but 
yields to light 
pressure of the 
hand. 


IMITATED 


Not Bettered.. 


As originators of the Friction Stay the Rixson Com- 
pany has seen competitive devices come and go. The 
Rixson No. 33 still stands firm in competition as 
the device others are trying to equal. Stock and sell 
it for doors, hinged in-swinging windows and transoms. 
See the Rixson Catalog in Sweet's. 


THE OSCAR C. RIXSON CO. 
4450 Carroll Ave., Chicago, IIl. 
New York Office: 2034 Webster Ave. 
Philadelphia Atlanta New Orleans San Francisco 
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HARDWARE SPECIALTIES 























MA 
CORD“ SeRews 


Wood, Drive, Coach, Machine, 
Set, Cap, Thumb SCREWS 


Special Automatic Screw 
Machine Products 


BOLTS, NUTS, CHAINS 
Escutcheon Pins 
Speedometers Tachometers 
THE CORBIN SCREW 
CORPORATION 
THE AMERICAN HARDWARE 
CORPORATION, SUCCESSOR 
New Britain, Conn. 


Warehouses: New York 
Chicago Philadelphia 
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PiTTs Bunch 
"Onan 


For Hardware and Supply Trades 


We manufacture SHEETS of recognized reputation and 
value. For roofing, siding, gutters, spouting, air con- 
ditioning systems and general sheet metal work, use 


Keystone Copper Steel Sheets 


for lasting service and maximum 
resistance to corrosion. Insist upon 
AMERICAN Black Sheets, Keystone 
Quality Sheets, Apollo Best B!oom 
Galvanized Sheets, Galvannealed 






Sheets, Heavy-Coated Galvanized 
Sheets, Formed Roofing and Siding 
Products, Terne Plates, and USS 
STAINLESS and Heat Resisting 
Steel Sheets. Write for information, 












AMERICAN SHEET AND TIN PLATE COMPANY, Pittsburgh, Pa. 






= 
SUBSIDIARY OF UNITED Uc STATES STEEL CORPGRATIC? 
= 
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Nesco 1934 catalog 
Shows Kerosene Stoves 


Of two lines, as well as ranges and oil 
heaters. Catalog No. 57, with illustrations 
in natural colors also shows accessories. 
Illustrations show construction features 
such as oven indicator, positive burner con- 
trol, removable grates, leveling screws for 
legs, etc. National Enameling & Stamping 
Co., 270 N. 12th St., Milwaukee, Wis. 


Electric Reel Cord 


For use with electric iron or any other 
electric appliance, clamps on ironing board 
or on table. Six feet of cord for convenient- 
ly reaching nearest electric outlet and 6 
ft. for reeling in or out with the movement 
of the iron. Swivel mounting permits free 





movement in any direction. Approved by 
Underwriters’ Laboratories. Suggested re- 
tail selling prices: Nos. 5475, chrome, 
$2.75; 5501, $2.25, shamrock green crystal 
lacquer; 5610, black with chrome center, 
$2.75. Mitchell Specialty Co.. Holmes- 
burg, Philadelphia, Pa. 


Universal Low Boy 
Weightwatcher No. 8300 


Finished in ivory, white, moire. Capacity 
250 Ib. Strong, rugged mechanism keeps 
in perfect alignment, insuring accurate 
weight register under all conditions and 
pointers come to quick accurate stop says 
the maker. Large black markings; dec-* 





orated in green with glass sash and chro- 
mium plated rim. Platform 3 in. from 
floor has composition mat. Floor space 
required 10% by 12% in. Adjustable screw 
at back of scale. Approximate weight 20 
lb. Packed in individual shipping carton. 
Weight chart packed with scale. Landers, 
Frary & Clark, New Britain, Conn. 
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Peerless Belt Driven 
Blower-Filter Units 
Have 


heavy, all-steel, welded 
large shaft and_ self-aligning rubber- 
mounted bearings to insure quiet opera- 
tion. High torque, low starting current 
capacitor motor mounted in rubber. Motor 
and vee-belt drive are concealed within 
blower casing out of sight and away from 
harm. Easily installed as motor is mount- 
ed on base and provided with sufficient 
adjustment to permit full use of variable 
pitch pulley when selecting capacity for 
any installation. Unit complete includes 
blower cabinet, motor, variable pitch pul- 
leys, filters, canvas and felt. The maker 
has issued its 1934 air conditioning cata- 
log which describes the blower construc- 
tion and gives full data as to capacities 
and prices. The Peerless Electric Co., 
Warren, Ohio. 


o——— 


Red Devil Model A 
Dollar Lawn Sprinkler 


Equipped with solid brass propeller, de- 
signed to distribute the water uniformly 


PATENT PENDING 





over a square at any pressure. Water jets 
through brass to eliminate leaking and 
clogging, says the maker. Stands 10 in. 
high and is designed to give a natural rain- 
like spray insuring complete saturation 
without mist. Assembled ready for use 
and requires no adjustment, propeller be- 


casing, 
large double width double inlet wheel, 





ing only moving part. Broad sled base. 
easily moved by pulling hose without shut- 
ting off water or tipping unit. Solid brass 
head, bright enamel base. Has 7 in. bass 
and weighs 2 lb. with standard % in. hos: 
connection. Landon P. Smith, Inc.. Irving 


ton, N. J. 


“Silent Salesman” For 
Champion Golf Balls 


Furnished with order for Champion golf 
balls, is attractively colored in white, yel- 
low and black. With the easel back display 
are provided halves of a “Champion” and 





of another golf ball, for showing the con- 
struction of both. Beneath the shelf for 
the halves is a brief description of the 
“Champion” as well as an invitation to 
compare the two types of construction. 
Golf Ball Dept., Stowe-Woodward, Inc., 
Newton Upper Falls, Mass. 


Dover Domanco Automatic 
Electric Iron No. 230X 


Of low, tapered design with “Comfit” 
handle, in mahogany finish, gold and 
brown cord, brown plugs, brown regulator 
button, chrome and black etched regulator 
dial. All surfaces polished chrome. 
Weight 6 lbs., 110-120 volts A.C.; watts, 
1000. Button bevel, heavy duty 6-ft. 
cord set, non-corrosive terminals, heel rest, 





etched metal regulator dial with cool lever, 
regulation for any temperature. Indi- 
vidual cartons, 6 per container. List, 
$5.85. Circular matter has been issued 
describing this and other new or im- 
proved Dover irons; Speed-O-Matic, Ban- 
tam Weight, Autocrat, 32-volt and indus- 
trial iron, Doverite, and Dover Lingerie, 
as well as a new coffee maker. The Dover 
Mfg. Co., Dover, Ohio. 
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Renewed interest in spraying unmistak- 
ably points the way to iargely increased 
sprayer sales during 1934. If you have 
delayed placing specifications for Myers 
Hand and Power Sprayers, do so today. 
We are ready to serve you promptly. 
Write or wire. 


THE DIFFERENCE IS SPRAYING 


















s & OR Olea é 
THE F. E.Mv EGON! = 


The difference between disease-marred and 
marketable fruit is spraying. Neglect means 
loss—thorough spraying profits. 


Myers Power Sprayers continue to demon- 
strate their superiorities in orchard and field 
spraying. Wide style and size range—im- 
portant improvements to facilitate speed, 
economy and efficiency—engine, tractor 
or traction power—guns, cluster 
nozzles or booms—fruit or vege- 
table growers can satisfactorily 
and profitably select Myers outfits 
suitable to their individual require- 
ments. 
























of 


WHOLESALE 
HARDWARE 
HOUSES 


Every One Selling 
Through Hardware 
Channels Needs 
a Copy 





Indispensable for 


I Calling on Hardware Jobbers 
2 Your Credit Department 
3B Direct Mail Work 





Lists: | 

It Lists: PRICE 
Shelf Hardware Jobbers 
Heavy Hardware Jobbers ° 
Plumbers’ “& Tinners’ Suppl 

ao wd inners’ Supplies A COPY 

Manufacturers’ Agents Remittance 
Hardware Chain Stores with Order 
Hardware Association Lists 











HARDWARE AGE VERIFIED LIST 
239 W. 39th STREET NEW YORK, N. Y. 








CHANGES In The DIETZ 
LANTERN LINE .» » » 


1. Secondary Lines of Lanterns Dis- 
continued as follows: — Dietz “Clipper,” 
“Gem,” “Advance,” “Crown” and ‘“Cres- 
cent” styles. 


2. Now making ONE SIZE ONLY in 
Dietz “D-LITE” and “BLIZZARD” Lanterns, 
with one Quart Fount. Abandoning the old 
practice of making two sizes of founts, in 
the interest of simplification of stock for 
everybody. 

BETTER MATERIALS:—As a result of changing 
conditions, operating under Codes, and Superior 
Materials available. Dietz Lanterns are now made 


better than ever from Cold Rolled Steel with smoothly 
drawn parts, coated with Grade A Charcoal Pure Tin. 


SELLING POLICY:—This Company will continue 
its policy of distributing exclusively through Whole- 
salers. We protect the Independent Dealer by refus- 
ing to sell Chain Stores, Catalog Houses, and Syndi- 
cate Buyers. 


R. E. DIETZ COMPANY 


NEW YORK 
Makers of Lanterns for the World. Founded 1840 


i ay 4 
LANTERNS 
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G.E. Modernette 
Electric Range 


Which can be built in the apartment 
house kitchen wall, occupies floor space 18 
x 22 in. and has an _ over-all height 


of 46% in. Approved by the Under- 
writers’ Laboratories for built in construc- 
tion it can be placed against the wall and 
set flush with cabinets. Cooking top, 18 
in. x 214% in., oven 14 in. x 14 in. x 16 in. 
Three Hi-speed calrod surface units used, 
with two interchangeable open coil oven 
units. Automatic precision temperature 
control, stainless porcelain enamel cooking 
surface, pebble blue porcelain enameled 
oven, * single switch controls both oven 








units. Smokeless aluminum broiler pan, 
flat-flush oven door and switch panel, 
pendant type bakelite oven door handle 
and harmonizing hardware. Counter- 
balanced shelf type oven door, bakelite 
switch buttons, porcelain enamel drip tray, 
safety plug connections for all surface 
units, oven vent of induced draft type. 
Large cadmium plated storage drawer, 
ventilation by air passing up through open- 
ings in base and out through back splasher. 
General Electric Co., Specialty Appliance 
Sales Dept., Cleveland, Ohio. 


Acme No. 500 Self-Filling 
Compressed Air Sprayer 


Has built-in self-filling top, requiring no 
funnel for filling. Protected safety top 
locking device. The maker states that it 
may be filled in the wind and that there 
is no danger if top is removed when tank 
is under high pressure. Feed tube remov- 
able for cleaning. Tank can be drained 
dry and will deliver one gallon in six min- 
utes. For general-purpose work in field, 
garden, home or factory. Tank, 7% in. 
diameter, 21 in. high, capacity 4 gallons. 
Side seams riveted and soldered. Side 
walls galvanized steel. Attractively litho- 
graphed. Top and bottom of terne plate. 
Pump 15% in. x 1% in., seamless brass 
tubing will develop up to 100 lb. pressure. 
Acme automatic nozzle, shut-off of brass. 
Brass extension rod detachable from noz- 
zle and nozzle body. Shipping weight 11 


94 





lb. No. 500G Acme Apache galvanized 
tank sprayer, 500B Acme Apache brass 
tank sprayer. The company recently is- 
sued its golden anniversary catalog con- 
taining 36 pages of illustrated descrip- 
tions. Some illustrations in actual colors. 
Accessories illustrated and _ described. 
Acmeline Mfg. Co., Traverse City, Mich. 





Two-Way Rust Protection 
For “Red Brand” Fence 


Both on the outside and inside of the 
wire “clear to the core,” says the maker, 
who states: “It is high in anti-rust on the 
outside because of a patented galvannealed 
outer coating, which, due to heat treating, 
eliminates the use of asbestos wipes, leav- 
ing on the wire a heavy zinc coating, and 
fusing it into the wire so the wire works 
well in the weaving machines. It is also 
high in anti-rust on the inside, because 
the steel in this fence contains 20 to 30 
points copper, which, according to au- 
thorities, resists rust at least twice as long 
as steel without copper.” Dealer prices 
and new dealer catalog No. 44 on “Red 
Brand” hog and field fence, Keystone 
“Chic-Mesh” poultry fence, Keystone 
“Non-Climbable” fence and other wire and 
fencing products have been issued. Key- 
stone Steel & Wire Co., 8 Industrial St., 
Peoria, Ill. 


Improved Brinner 
Rope Dispenser 


Now has all cast parts, including base. 
head and pawls. Holes in base and head 
have been enlarged, while pawls have been 
made round. These improvements make it 
easier to thread rope in all sizes. As in 











previous model, rope stock is kept in base- 
ment, feeding rope dispenser. Handles 
from one to eight sizes of rope. Steel 
measuring rod and two rope-cutting knives 
are part of dispenser. Distributed by W. 
K. Malbin, P. O. Box 1306, Chicago, Ill. 


Stanley No. 193 
Fibre Board Cutter 


Slits, bevels and grooves fibre boards. 
The maker states that cutting off or slit- 
ting fibre board with it is much easier and 
faster than sawing and that it leaves 
smooth edges. May be used to cut bev- 
eled edge battens, make decorative designs 
such as squares, bricks, parallel lines and 








similar patterns. Of smooth, strong cast- 
ings fitted with rosewood handle and knob. 
Cutters of special tool steel, correctly 
hardened and tempered to hold keen cut- 
ting edge and can be resharpened and 
honed the same as a regular plane iron. 
Complete, with easily followed directions 
packed with each tool. Stanley Tools, 
New Britain, Conn. 





Remrak 


For fastening to back of closet door to 
keep shoes in neat rows off the floor. May 
also be used for a tie rack, towel rack, 





etc. Packed in box with screws and direc- 
tions, folded flat. List prices: bronze, 
$1.00; chrome, $1.50, both plated. Robert 
E. Miller, Inc., 35 Pearl St., New York 
City. 


Westinghouse Issues 
Catalog On Fans 


Illustrates and describes domestic fans 
for the home or office, ceiling fans, exhaust 
fans, railway coach fans, and marine fans. 
Wiring diagrams are included in addition 
to illustrations and descriptions of West- 
inghouse humidifiers. Descriptive matter 
covers; enclosed, quiet oscillating mechan- 
ism; oil system; guard; easy tilting, posi- 
tive hinge joint, rust-proof blades, and 
other parts of the fan. Westinghouse Elec- 
tric & Mfg. Co., E. Pittsburgh, Pa. 
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because it’s easy to Use 


Handsome demonstration boxes and dealer display cards are two 
of the reasons why the Snap-Cut Pruner out-sells as well as out-cuts 
any other Pruning Shear. A Profitable, Fast Selling item for spring 
trade. 

Now made in two sizes. The popular No. 119 and also a new 
Ladies’ Size that’s going over big. Order a sample dozen today. 


New Tip-Top Tree Trimmer 


A jointed tree pruner you can sell over the counter. Almost every 
home owner is a prospect. A wonderful improvement over the old 
awkward tool. Can be displayed in small space and sells itself. 
Light, Handy, Practical. 

Write for catalog of pruning tools and garden shears. 


SEYMOUR SMITH & SON, INC., OAKVILLE, CONN. 
Sales Representatives 
JOHN H. GRAHAM & CO. New York, Chicago, San Francisco 


—_ JUST OUT?! appabanhaneneheaaaad 
ne. SENSATIONAL —\\) YOUR 


CORK PULLER NORMAL PROFIT 


Vaughan’s 
iii ”” ‘ 7 - oo 
duane Gea a ee is obtained and chain store competition met 
Opener through selling Gardiner Repair-All Solder 
At last. A perfect cork puller. Easy to use. hick (Acid-Core) in handy household packages— 
Easy to handle, and easy to sell. . . sells a high quality solder at low price. Order from your jobber today. 
on sight, Combination cork puller (does not 
damage cork), and bottle opener. Beautifully 
finished die-cast handle—brilliantly colored to 
give additional sales appeal. Nickel-plated 
shield. Individually packed in attractive gift 
bexes. Packed 1 dozen assorted colors (red 
and green) to the box. Send for prices and 
this new leader No. 164, 
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GARDINER METAL CO. 


o 
th CHICAGO _ILLINOIS 
VAUGHAN NOVELTY MFG. CO., Inc. AMMasmeer " UL 


World’s Largest Manufacturer of Can Openers Ss ACID ~ CORE SOLDER 4821 So. Campbell Ave. 


3221 Carroll Avenue, Also in 1, 5 and 20 Ib. spools 
Chicago, Ill, U. S. A. AAAAAMAAMAMAMAMAMMMM Mh hh 

















MOLDED RUBBER GOODS | | securely on Any Kind of Hose 
ao 


We stock a complete assortment of rubber 
tips and bumpers, and are equipped to manu- 


The New Sherman Long-Grip Coup- 
lings and Menders grip much farther 
back from hose end than old style 
couplings—hose goes clear in for a 
deep biting grip that holds securely. 


lay) SHERMAN Mender 
aT LONC-CRIP 


Couplings and Menders 


have rust-proofed heavy steel grip 
fingers—other parts heavy wrought 
brass, 4%", %”", %4” and 1” sizes. 
Couplings 1 doz. to carton— 


Menders 2 doz. Sold by jobbers. 


H. B. SHERMAN MFG CO. 


Coupling Battle Creek Michigan 











facture most anything for your special re- 
quirements. Catalogue No. 50 on request. +> 
ELASTIC TIP COMPANY 
370 Atlantic Ave., Boston, Mass. 


Cm may F 
McKINNEY Carded Hardware 


Displayed on open tables, McKinney Carded Hardware commands instant 
attention and sells itself. The McKinney line eomprises 32 quick-selling 
items mounted on attractive cards, complete with screws, to retail at 5 and 
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10 cents per card. 
All items are finished in either dull Brass or Cadmium to meet the popular 
demand. Packed 1 doz. of each of the 32 itenis in a box—12 boxes in a carton. 
Every item a fast-moving staple. Popular assortment packing in Lot A and 
Lot B. Send for Folder and Discounts. 


McKINNEY MFG. CO., N. S. PITTSBURGH, PA. 
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CONVENTION CALENDAR 


Week of Feb. 4, 1934 


PANHANDLE Hardware and Implement Association Annual 
Convention, Amarillo, Texas, Feb. 5 to 7 inclusive, 1934. 
C. L. Thompson, secretary, Canyon, Texas. 


NesrasKA Retail Hardware Association Thirty-third Annual 
Convention and Exhibit, Fontennelle Hotel, Omaha, Neb., 
Feb. 6 to 8 inclusive, 1934. George H. Dietz, secretary, 414 
Little Bldg., Lincoln, Neb. 

Inutrno1s Retail Hardware Association Thirty-seventh Annual 
Convention and Exhibit, State Arsenal, Springfield, IIl., Feb. 
5 to 8 inclusive, 1934. Paul Mulliken, managing director, 
1141 Merchandise Mart, Chicago, III. 

Wisconsin Retail Hardware Association Thirty-eighth Annual 
Convention and Exhibit, Auditorium, Milwaukee, Wis., Feb. 
6 to 9 inclusive. George W. Kornely, exhibit manager, 3374 
N. Green Bay Ave., Milwaukee, Wis. H. A. Lewis, acting 
secretary, Stevens Point, Wis. 

NortH Dakota Retail Hardware Association Annual Conven- 
tion and Exhibit, Feb. 6 to 8 inclusive, 1934. Leland- 
Parker Hotel, Minot, N. D., Exhibit: Parker Auditorium. 
Louise J. Thompson, secretary, Grand Forks, N. D. 

Orecon Retail Hardware and Implement Dealers’ Association 
Annual Convention, Multnomah Hotel, Portland, Ore., Feb. 
6 and 7, 1934. E. E. Lucas, secretary, N. 1811 Atlantic St., 
Spokane, Wash. 


Week of Feb. 11, 1934 

MicuicaNn Retail Hardware Association Annual Convention 
and Exhibit, Statler Hotel, Detroit, Mich., Feb. 13 to 16 
inclusive, 1934. Harold W. Bervig, secretary, 1112 Capital 
Bank Tower, Lansing, Mich. 

Iowa Retail Hardware Association Thirty-sixth Annual Con- 
vention and Exhibit. Sessions: Hotel Savery. Exhibit: 
Coliseum, Des Moines, Iowa, Feb. 13 to 16 inclusive, 1934. 
Philip R. Jacobson, secretary, Mason City, Iowa. 

CauirorniA Retail Hardware and Implement Association 
Thirty-third Annual Convention and Exhibit, Hotel Whit- 
comb, San Francisco, Cal., Feb. 13 to 15 inclusive, 1934. 
LeRoy Smith, manager, 417 Market St., San Francisco, Cal. 

New York State Retail Hardware Association Thirty-eighth 
Annual Convention and Exhibit, Hotel Syracuse, Syracuse, 
N. Y., Feb. 13 to 16 inclusive, 1934. John B. Foley, secre- 
tary-manager, 510 Hills Bldg., Syracuse, N. Y. 


Week of Feb. 18, 1934 

SouTHERN Ca.irorniA Retail Hardware Association Conven- 
tion and Exhibit, Shrine Civic Auditorium, Los Angeles, Cal., 
Feb. 19 to 21 inclusive, 1934. J. V. Guilfoyle, secretary, 230 
Chamber of Commerce Bldg., Los Angeles, Cal. 

Onto Hardware Association Fortieth Annual Convention and 
Exhibit. Sessions: Deshler-Wallick Hotel. Exhibit: Mem- 
orial Hall, Columbus, Ohio, Feb. 20 to 23 inclusive, 1934. 
John B. Conklin, secretary, 175 S. High St., Columbus, Ohio. 

Missourt Retail Hardware Association Convention and Exhibit, 
Hotel Jefferson, St. Louis, Mo., Feb. 20 to 22 inclusive, 1934. 
F. X. Becherer, secretary, 5106 N. Broadway, St. Louis, Mo. 

VircintA Retail Hardware Association Annual Convention, 
John Marshall Hotel, Richmond, Va., Feb. 20 and 21, 1934. 
Thos. B. Howell, sec., 602 E. Broad St., Richmond, Va. 

Connecticut Hardware Association Annual Convention, 
Hotel Elton, Waterbury, Conn., Feb. 21 and 22, 1934. 
Charles F. Freeman, secretary, Branford, Conn. 


New Encianp Hardware Dealers Association 41st Conven- 
tion and Exhibition, Mechanics Bldg., Boston, Mass., Feb. 
21 and 22, 1934. George A. Fiel, secretary, 140 Federal 
St., Boston, Mass. 
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Week of Feb. 25, 1934 


PENNSYLVANIA AND ATLANTIC SEABOARD Hardware Associa- 
tion Convention and Exhibit, Wm. Penn Hotel, Pittsburgh, 
Pa., Feb. 27 to March 2 inclusive, 1934. W. Glenn Pearce, 
managing director, Wesley Bldg., Philadelphia, Pa. 


Week of March 4, 1934 


American Oil Burner Association Eleventh National Oil Burner 
Show, Commercial Museum, Philadelphia, Pa., March 5 to 9 
inclusive, 1934. Harry F. Tapp, executive secretary, 342 
Madisen Ave., New York, N. Y. 


Week of April 8, 1934 
AMERICAN Toy Fair, Hotel McAlpin, New York, N. Y., April 
9 to 28 inclusive, 1934. James L. Fri, managing director, 
200 Fifth Ave., New York, N. Y. 


Week of June 3, 1934 


Mississippi Retail Hardware and Implement Association An- 
nual Convention and Exhibit, White House Hotel, Biloxi, 
Miss., June 4 to 6 inclusive, 1934. John F. Jennings, secre- 
tary, Box 846, Jackson, Miss. 


Carotinas—The Hardware Association of the Carolinas An- 
nual Convention, Franklin Hotel, Spartanburg, S. C., June 
5 to 7 inclusive, 1934. Arthur R. Craig, secretary-treasurer, 
803 Commercial Bank Bldg., Charlotte, N. C. 


Florence Range Burner 
Display and Poster 


Easel display demonstrates how model K26C1 range burner would 
appear in a kitchen stove. Nearly actual size. Electric light bulb 
with flasher can be placed in rear of burners to give illusion of 
actual operation. Attractive kitchen background. The company 
also offers a roll up poster, measuring 39 in. x 60 in., finished in 
red, black, yellow and white, with the slogan, “Let’s Live In Every 
Room,” and picturing an attractive home. An attractive booklet 
has been issued by the company with the title, “Let’s Live In 
Every Room.” It contains 24 pages of illustrations, tables, and 


descriptive matter on Florence heaters, burners, accessories and 
heater-cookers. Florence Stove Co.,. Gardner, Mass. 
‘ 
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| Seas Unsightly Chipped Porcelain 


Tilette Liquid Porcelain 
Glaze repairs unsightly 
chips in Porcelain and 


Enamel Sinks, Bath 
Tubs, Lavatories, Re- 
frigerators, Drain- 

boards, Washing Ma- 


chines, Table Tops, etc. 
Ready for use, water- 
proof, dries quickly with 
a permanent porcelain 
gloss. In oz. jars, 
packed 12 to attractive 
counter display. Quick 
seller. Liberal profit. 
Ask your Jobber to sup- 
ply you. If he cannot, 
write to us, 25¢ seller 


TILETTE CEMENT CO., INC. 


40! Lafayette St., New York 


1115 Temple Street 
Los Angeles, Calif. 








STAPLES WAX 


Staples is no new name in the manufacture of fine 
wax polishes. Instead, it has stood for real quality 
for over thirty years. 


H. F. STAPLES & COMPANY, Inc. 


Medford, Massachusetts 
Makers of 
STAPLES PASTE WAX 
STAPLES LIQUID WAX 
STAPLES MIRROR KOTE 


(no rubbing required) 


STAPLES | 


LOoR wAXx 
I -% 


and a complete line of commer- 
cial floor waxes and polishes. 














BERG’S SWEDISH PLIERS | 


Will stand the test of hard usage 









Diagonal, Combinations 


Linemen’s End Cutters 


Made irom special analysis Swedish Charcoal Steel. 
Faultlessly hardened and tempered 
by expert workmen. 
Satisfy your discriminating customers with a Genuine 
Berg Plier and acquire for yourself repeat sales. 
Complete stocks, all patterns and sizes. 


SANDVIK SAW & TOOL CORPORATION 


109 ag ag Street 740 North Washington Ave. 
New York, Minneapolis, Minn. 








You'll Need It! 
DICTIONARY 


OF 
ENAMELED WARE 
The New U. S. 
CATALOG 
. NUMBER 10 . 


Sino FOR your copy NOW 


UNITED STATES STAMPING CO. 


QUALITY ENAMELED WARE MOUNDSVILLE, W. VA. 
















































Wherever displayed, the 
bright, attractive and well 
shaped heads of the new 


Moore 
Aluminum Push-Pins 








afe continuous sellers. Can be used with or without a hammer. 
In Window- 
6 for 10 cents Front Packets 
Our Counter Displays make sales quickly. 
Order from your Jobber. 
MOORE PUSH-PIN COMPANY 


113-125 BERKLEY ST. PHILADELPHIA, PA. 
Originators of the famous Moore Push-Pins 











Tested for Over 90 Years 
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The Coes “Knife-Handle” Screw Wrench has 
proved its “Metal” during the more than 
ing all these years the 
COES “Knife Handle” WRENCH 
to the satisfaction of every customer. You 
cannot sell a stronger or better made wrench 
Sizes: 6 to 21 ins. 
Ask Your Jobber poses D ENSED Chtaige 
WF at tl 
Springfield Mass. t 
STANDARD «i: COUNTRY 
and recognized as the stand- w 
ard friction tape of the coun- 
1, 2, 4 and 8 ounce rolls. 
In full color cartons 
play containers. 
BOSTON WOVEN HOSE & RUBBER CO., Cambridge, Mass. 


ninety years it has been on the market. Dur- 

has “Made Good” on general wrench work 

for all general purposes for shop and home. 

BEMIS & CALL CO. 
Known everywhere by name 
try—Bull Dog Friction Tape. 
packed in full color dis- 
FRICTION 
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CLASSIFIED ADVERTISING | 
RATES 


Positions Wanted Adver- 
tisements at Special Rate of 
one cent a word, minimum 
fifty cents per insertion. 











Use the “‘Classified Opportunities Section”? to Reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


THE FOLLOWING RATES 
apply to “Help Wanted,” “Business Oppor- 





tunities,” “Sales Accounts Wanted” and 

“Sales Representatives Wanted” advertise- 
ments. 

Set Solid, Minimum of 50 words..... $3.00 

Each additional word..........+-+ .06 

All Capitals, Minimum a ‘50 wane. 4.00 

Each additional word........ -06 


Allow Seven Words for Keyed Address. 


Remittance Must Accompany Order 





Samples of merchandise, literature, catalogs, etc., will not be forwarded 


BOXED DISPLAY RATES 
cone eaeseee soves $5.00 
Rech additional inch coccccccsccces GOO 





Discounts for Classified Advertising 
4 insertions. 10% off; 8 insertions, 15% off. 
Due to the special rate, these discounts do 
not apply on Positions Wanted Advertise- 
ments. 





HARDWARE AGE is published every other 
Thursday. Classified forms close Nine Days 
previous to date of publication. 





Address your advertisements and repiles to 
HARDWARE AGE, Classified 9 
239 West 39th St., New Yor! 





SALES ACCOUNTS WANTED 


SALES REPRESENTATIVES WANTED 





Wry ACCOUNTS WANTED “TODAY’S 
SALES” — MANUFACTURERS AGENTS — 
INTENSIFIED SALES SERVICE” WE 
COVER MARYLAND AND THE DISTRICT 
OF COLUMBIA THOROUGHLY. IF YOU 
MAKE AN ARTICLE THAT CAN BE SOLD 
IN THIS TERRITORY, WE CAN SELL IT. 
Feet SPONDENCE AND IN vVESTIGATION 
INVITED. ADDRESS—“TODAY’S SALES,” 
207, NORTH CALVERT STREET, BALTI- 
MORE, MARYLAND. 





NATIONALLY KNOWN PAINT BRUSH 
MANUFACTURER confining distribution to 
wholesale hardware and wholesale paint trade 
has two territories open; one in Kansas, Texas, 
Arkansas, Oklahoma, New Mexico and Arizona; 
and the other in North and South Carolina, 
Florida and Georgia. Strictly commission basis. 


Excellent opportunity for man with following 
among jobbing trade. State experience and refer- 
ence. Address Box B-339, care HARDWARE AGE, 
New York City. 





[S_ WANTED—OLD AND 
MANUFACTURERS’ _ REPRE- 
dey MANY YEARS OF 
v EXPERIENCE IN 
JTF SOUTHWESTERN 
‘DESIRES. “ONE OR TWO NEW 
ON SALARY OR COMMISSION 
S. WE COVER THIS TERRITORY 
WITH MEN WHO KNOW. THE TRADE 
AND ARE CAPABLE OF GETTING YOU 
BUSINESS. ADDRESS BOX B-321, CARE 
OF HARDWARE AGE, NEW YORK CITY. 


ES- 





MANUFACTURER’S | REPRESENTATIVE 
NEEDS LINE on commission basis for jobbing 
trade in Missouri, Kansas and Nebraska. Am 
well established with the trade and can give you 
the representation you would expect from a sal- 
aried salesman. Prefer a line on which it is 
possible to secure volume orders. Address Box 
B-330 care HArpware Ace, New York City. 





MANUFACTURER’S AGENT, LOCATED 
NEW YORK, desires good lines for hardware 
jobbing, large retail and syndicate trade. Splen- 


did contacts. Address Box B-333, 
Ace, New York City. 


care TTARDWARE 








SALES 


REPRESENTATIVES WANTED: 
MEN NOW i 


calling on the trade to handle popu- 
lar complete line of range oil burners, circulating 
heaters, and several models of domestic hot water 
units. Attractive proposition. Reputable twenty-year 
old organization. Fine profit possibilities for repre- 
sentative and exclusive territories. Describe ter- 
ritories covered and type of trade called on, and 
lines carried. Address Monitor Utilities Corp., 
43-00 Crescent St., Long Island City, N. Y. 





SIDE LINE MEN COVERING VARIOUS 
TERRITORIES outside of New York City hav- 


ing following with jobbers to represent manufac- 
turer producing line of popular priced shoe brushes, 
shoe daubers and shoe polishers. Strictly commis 
sion basis. State experience and references. Ad- 
dress Box B-340, care HARDWARE AcE, New York 
City. 





ESTABLISHED MANUFACTURER OF 
CAST IRON HARDWARE has one or two ter- 
ei open to competent sales representatives, on 
commission basis. Will only consider men with 
established clientele among jobbing trade. Will 
award very definite and exclusive territory. Ad- 
dress Box B-323, care Harpware Ace, New York 
City. 





SALES REPRESENTATIVES WANTED 








An Interesting Proposition for 
a Salesman 





calling on the hardware and housefurnishing trade. 
A line of established products toyal Thermic 
Jugs, Royal Golf Clubs Is. Write full par- 
ticulars about yourself y covered and lines 
you are carrying Address The Royal Mfg. Com 


pany, Toledo, Ohio 




















MANUFACTURER WANTS 
CALLING ON HARDWARE. 


SALESMEN 
DEPARTMENT 


\ND SPORTING GOODS STORES, TO HAN- 
DLE NEW LINE OF HOME WORKSHOP 
POWFR TOOLS INCLUDING METAL 


WORKING LATHER RETAILING AT LOW- 
FST PRICE ON MARKET GIVE EXPERI- 
ENCE, RFEFFRENCES, ACCOUNTS AND 
rERRITORY NOW HANDLED. ONLY 
PRODUCERS WITH ESTABLISHED CON- 
TACTS WANTED NO DRAWING AC 
COUNTS ADDRESS BON B-341. CARE 
HARDW ARE AGE, NEW YORK CITY 


‘OPPORTUNITY FOR SALESMEN CALI. 








ING ON hardware and department stores to 
earn extra commissions and build profitable repeat 
business with outstanding line of quality iron 
pipe fittings Give complete information as to 
experience, lines carried and territory covered, 
in first letter Address Box B-324, care Harp 
varE Ace, New York City. 

WANTED: SALESMAN TO SELL AT- 


TRACTIVE 


* line of dog harness and dog collars 
to the retail 


hardware trade. Can be carried 
as a side line. Give territory covered and refer- 
ences in first letter. Perkins-Campbell Company, 
Cincinnati, Ohio. 
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MANUFACTURER WANTS A FEW MORE 
SALESMEN or distributors calling on hardware 
and plumbing treme, wholesale and retail. Few 
territories open. Good side line going hig. Every 
weman wants one. Should make $6.00 per day. 
Address Dept. 2, 890 St. James Ave., Spring- 
field. Mass. 


ON “COMMISSION 


and 





SALESMEN 


sell to jobbers 


BASIS to 


consumers wrought washers 

















POSITIONS WANTED 








Hardware Personnel 


FOR THE HARDWARE 
AND 
ALLIED INDUSTRIES 


WHOLESALE RETAIL 


Men and women are registered in this bureau who 
ean successfully fill any position listed below. Well 
recommended and trained in their occupations. 
MANAGERIAL DEPARTMENT 

Assistant managers, department managers. 
SALES DEPARTM 

Assistant sales manager, salesmen, inside and 

— sales correspondents, price clerks, order 


PURCHASING DEPARTMENT 
Buyers, pick up boys. 

OFFICE MANAGER 
Cashier, bookkeeper, 


clerks. 
SHIPPING DEPARTMENT 
Shipping clerks, assistants, 


porters. 
STOCK OEPARIORNS 
Stock men, order pick 
ADVERTISING AND PUBLICITY 
Catalogue —— circular layout men, ma- 
chine oper: 
bg + DEPARTMENT 
men, eave collectors. 
BILLING DEPAR 
Pricing po ty billing machine operators. 
RETAIL DEPARTMENT 
Managers, assistants, cashiers, counter clerks, 
store salesmen, store boys, shipping clerks, re- 
ceiving clerks, locksmiths, repair men. 


NO CHARGE TO EMPLOYERS FOR THIS 
SERVICE 


This is the only employment agency which special- 
izes in the hardware and allied industries. 


stenographers, clerks, mail 


truck or chauffeurs, 


Associated Placement Bureau 


152 West 42nd Street, New York Cily 
Wis. 7-1802, 1803 











HARDWARE EXECUTIVE SEEKS CON- 
NECTION—manufacturer or jobber of hardware; 


experience, 30 years; with important wholesale 
hardware firms, with executive ability above the 
average, who knows hardware, mill supplies, 


sporting goods, plumbing supplies, farm 


cutlery, 
i builder’s hardware, hotel and restau- 


implements, 








and small stampings. Territories open Southern | rant supplies. More important still, I know 
Indiana, Tllinois, Kentucky, Tennessee, Towa, merchandise values—what sell best, at what 
Nebraska, Minnesota. Give experience and ref- | price. Can take full charge as head or depart- 
erences Address Box -335, care HarpWwarr ment buyer, sales promotion work and _ sales 
Acer, New York City. managing, or work happily under another able 
executive. My salary requirements will not 
: sd bother you if you want me. While interested in 
POSITIONS WANTED executive position, a sales position will also be 
acceptable. Address Box B-336, care HArpwaAre 

Ace, New York City. 
ae , EXPERIENCED YOUNG MAN, 41 YEARS OF AGE, wishes 
AGE 30 position. Recommendations from leading jobbers 
and manufacturers with whom I have been doing 
- general ane vet eg Page Ra ge aaa business As a salesman, buyer, manager or 
ehinery with aith an co dence Oo sh 8 o 
ae desires pos sition, with "a firm who will allow assistant in the care of, tools, paints, plumbing, 
part of salary to be invested in business. Can electrical and housefurnishing supplies in a high 
show past successful record of managerial and mer grade retail hardware store with many years’ ex 
chandising ability. Address Box B-332, care of perience in every branch. All around mechanically 
HARPWaARE AGe, N. Y. City. inclined which is a good asset to any business. 
Willing to go anywhere and compensation § sec 

















HARDWARE MAN—forty- three years old, 
sober and industrious, twenty years’ experience in 
wholesale and retail hardware, open for a posi- 
tion with reputable retail firm where work and 
integrity will be rewarded. Can furnish first- 
class references as to honesty and ability. Will 
zo anywhere, middle West or South preferred. 
Address Box B-239, care Harpware Acr, New 
York City. 





ondary consideration. Address Box B-331, 


Harpware Ace, New York City. 


care 





MR. MANUFACTURER—A LIVE. WIRE 
sales executive with many years’ experience in 
the selling field desires connection with reliable 
manufacturer as sales manager. Have wide 
acquaintance with the wholesale hardware trade, 
and mill supply jobbers all over the United States. 
Best of references. Address Box B-305, care 
Harpware Acre, New York City. 
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THE DASH (—) INDICATES THAT THE ADVERTISEMENT DOES NOT APPEAR IN THIS ISSUE 
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THE ADVERTISERS INDEX is published as a convenience and not as a 


part of the advertising contract. 
No allowance will be made for errors or failure to insert 


Every care will be taken to index correctly 





e CLASSIFIED OPPORTUNITIES e 





POSITIONS WANTED 


POSITIONS WANTED 





ACCOUNT. AUDITOR AND ALL-ROUND 
OFFICE MAN desires connection with responsi- 
ble, progressive firm anywhere. Refined, neat, 
rapid, accurate. Have had experience in hard 
ware, housefurnishings, plumbing, sheet metal, 
paints, sporting goods and kindred lines. Age 
44, steady, sober and reliable. Can open, close, 
install systems, departmentalize, etc. Reasonable 
salary; best of references; bond. Correspondence 
a pleasure. Address Marion Lock, Box 319, 
Perry, Towa. 

YOUNG MAN, 
connection _ retail, 
Has had 14 years’ 





32 YEARS OF AGE, desires 
wholesale, or manufacturer. 
retail experience in hardware. 
housefurnishings, and paints. Is capable and 
has best of references. refer New Haven, 
Bridgeport or around New York, but, will locate 
anywhere. Available at once. Address Box 
B-327, care Harpware Acr, New York City. 


TOBBER’S OR MANUFACTURER’S 
SALESMAN with ten years’ experience selling 
hardware, electrical specialties, housefurnishings, 
desires new position. Intimate dealer acquaint- 
ance in New Jersey, and Brooklyn _territorics. 
Christian, married. age 30 
care Harpware AGE, New 





York City. 


FEBRUARY 1, 1934 








Address Box B-328, | 


IN A LITTLE OVER TWO MONTHS I 
opened over two hundred new accounts for 
Western manufacturer. A record I am sure! 
I am now looking for a good line that I can 
carry on a straight commission basis. No_draw- 
ing account is necessary or expected. I own 
an automobile, am married and will furnish the 
very best of references. Age thirty-five. Ameri- 
can born of American parentage. Address Box 
B-325, care Harpware AcE, New York City. 


POSITIQNS WANTED 
SALES MAN AND EXECU’ riVE WITH UN- 
USUAL RECORD of rowed ot ead as man 
ager of general hardware and mill supply house. 
also as traveling salesman and sales executive of 
hardware jobber, is seeking connection with either 
retailer, wholesaler Or manufacturer. Thoroughly 
experienced merchandiser and store engineer 
Capable of assuming responsibility. and gettins 
results. Address Box B-317, care of Tlarpware 
Acre, New York City. 











HIGH CLASS GO GETTER WITH over 
twenty years’ experience in calling on jobbers 
of hardware mill and oil well supplies in Southern, 
Southwestern and Pacific Coast States desires a 
connection with manufacturer to travel any of 
above territory. Can furnish best of references 
as to ability and reliableness. Address Box B-295, 
care of Harpwarr Ace, New York City. 





YOUNG SINGLE MAN, 24. DESIRES any 
kind of work with retail or wholesale hardware 
concern. Now employed in small hardware store. 
hut wishes a change for a better future. Eight 
vears’ exnerience with retail and wholesale houses. 
Best references on request. Address E 
Tomlinson, Fordyce. Arkansas. 





| lished trade 


WANTED POSITION AS MANAGER. 
helper or salesman in a hardware or department 
tore. Age 45, experienced, honest, capable. Can 
furnish references. May consider buying later 
Any location. Address Box B-334. care Harpwart 
AcE. New York City 


HELP WANTED 





ROPE SALESMEN WANTED—-PHILIP 
PINE MADE Manila Rope sideline, long estab 
necessary. 5% commission. Write 
fully about vourself giving references. Address 
Box B-337. care Harpware Ace. New York City 


99 














Strong and Safe 
Profitable, Satisfactory Sellers 


LADDER as shown. 


Treads 3% in. Sizes 3 to 12 ft. 


Wet. approx. 3 lb. per ft. 


Wet. approx. 2% Ib. per ft. 


The Moulton Ladder Mfg. Co. 


YALE (MECHANIC TYPE) STEP- 
A quality step- 
ladder, made strong, safe and dur- 
able. Has malleable top hinges 
clamped over top—¥% in. Steel rod un- 
der each tread with truss block. Steel 
braces under bottom tread. Cad- 
mium plated hardware. Sides 3% 
in. Legs 2% in. with 1% in. rungs. 


EXCEL STEPLADDER—a safe, light 
weight stepladder at a lower price 
than the Yale. Sizes: 3 to 12 ft. inc 


Send for Literature and Trade-prices. 


Somerville Mass. 


1. 


MOULTON LADDERS 











Talk Convenience and Sell the HILL 


Tell Housewives how the Hill Champion Clothes Dryer saves time, 
labor and steps—they simply revolve it which brings every foot of 
line right before them—hang entire wash without walking a step. 
No lugging heavy basket of wet clothes from place to place. Easily 
erected. Sturdily built. Has folding removable reel and removable 
post. Three sizes to hold 100, 115 and 150 ft. best cotton line. An 
outstanding seller that returns a good profit. Send for Booklet—it 


shows complete line. 


Clothes Dryer Co., inc. 
Worcester Mass. 


New York Distributor 
H. Kornahrens, Inc. 







Made in Champion 
Yard 


Dryer 























LEPAGES CASEIN GLUE 
LEPAGE'S LIQUID SOLDER 


LEPAGE’S 


[EPAGE'S GRIPSPREADER MUCILAGE 
[EPASE'S COLD WATER WALL SIZE 
[PAGE'S WATERPROOF CEMENT 
[=pase’s PAPER-HANGERS PASTE 


RUSSIA CEMENT CO.,GLOUCESTER MASS. 


MADE IN 


Bw DRoP.roRcED B+AMALIOY STEEL usa 


DIAMALLOY 


Thin, light, sturdy strength. It is three 
wrenches that fit where times as strong as the 
other wrenches can’t. old pattern wrench and 
The Diamalloy Feather- yet 1/3 thinner. 

weight is made of a spe- 
cial high grade alloy 
steel of remarkable 


DIAMOND CALK HORSESHOE CO. 
4622 Grand Ave. Duluth, Minn. 


Write for further 
information 























2305 Davis Street 


POULTRY SUPPLIES 





Chick Feeders and Waterers in great 
variety and Prices that enable you to 
meet and beat all competition! 


Write for Catalog of Moe’s Big Line of 
Poultry Equipment, and be ready for 
the baby chick season. 


HoEFT & COMPANY 


North Chicago, III. 








y BRUSH-NU COMPANY 


BALTIMORE MARYLAND 














DOMES 







Insist on the 
Genuine — 
Look for 
Name Inside 
Each Dome 
Ask Your 
Jobber 


We protect the 
Hardware Job- 
ber and_inde- 


a er- 30c 1Sc 


Domes of 


he”. 


D-19 Assortment 


OF ome ome: 
SILENCE ) orien. te, 
%” and 


Silence, Inc., 





3%”, 


Best sellers for 
22 years. Na- 
tionally known. 
ave See t. 

yr. x New 1%” 

size. 

Refills — Packed 
48 sets of a size 
%” to %” ina 
carton; 1%” and 
1%4°—1 2 sets in 
a carton; also 
bulk packing; 
100 and 1,000 sets 
%” to i% in a 
carton; 1 and 
14%4”—500 sets in 
a carton. 


RETAIL PRIces _PER SET—4 BlEcEs 
lo 1¥g ( %”. < 


V2" 36") 


35 PEARL ST., 


NEW YORK CITY 








100 





SAM N TRAOFE MARK 


SAMSON CORDAGE WORKS 


BOSTON, MASS. 


wJate) s a O10). 0D) 


SAMSON SPOT, PHOENIX and SACHEM brands 
each the standard of quality for its particular use. 


“There IS a Difference in Sash Cord” 
OTHER BRAIDED CORDS* COTTON TWINES 


Send for catalogue, samples and selling information 





HARDWARE AGE 
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DEALERS! BIGGER PROFIT 
IN 1934 WITH . ..... 


(al ZI2 AV —————— Df, ) 

j . Ane — aS] WU \N 
q \ 

No. 10 DeLuxe—The finest sidewalk skate on The Roller Skate Line That Doubled 


the market. No skate equals it in quality 
features. The leader of the Kingston line. 








Volume in a Depression Year 


The Kingston Roller Skate Line clearly lead the field in 1933. 
IT ACTUALLY DOUBLED ITS SALES VOLUME—BOTH 
IN THE NUMBER OF UNITS AND THE CASH TOTAL. 
Ride with Kingston to another year of big volume and profits. 
It’s the finest, most complete line on the market . . . carries the 
finest merchandising support . . . offers quality and price that 
makes every Kingston Skate an outstanding buy. 





No. 15 Olympic—A husky, handsome skate 
that has proved its popularity in big volume The Kingston program for °34 is planned for bigger volume 


sales. Second in quality only to the DeLuxe. 
easier sales, more rapid turnover—and, of course, greater dealer 


profit. See your jobber—NOW. Or wire 


or write us for further information. 










Make Your Skate Department 
More Profitable 


The Kingston merchandising pro- 





No. 20—The first skate on the market to com- gram is built on tested, sure-fire 
bine light weight and rigid, rugged construc- = f 

tion. An unusual list of quality features for business builders. From the skate 
a skate priced for volume sales. A sure profit 


maker. packages themselves right down to 
the colorful counter sellers that in- 
sure extra profits, Kingston supports 
the dealer with sales builders that 
will make °34 the biggest 
year ever for the skate 


department. 


KINGSTON 
PRODUCTS 
CORPORATION 
No. 30 Comet—The market's greatest v alue 


in a skate with rubber cushion support con- Kokomo, Ind., U.S. A. 


struction. Stock it heavily for volume sales. 











No. 35 Lightning—A new skate designed for No. 40 Clipper—The biggest value on the Junior O—Ideal for youngsters from 3 to 7 


volume sales. Unusual quality in construc- market in a low priced ball bearing skate. Real quality construction and finish. An un- 
tion and finish. Another Kingston volume Fits more shoe sizes than any competitive usual list of features. It dominates the junior 
producer. skate on the market. Insured profit leader. market. 


FEBRUARY 1, 1934 
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154.3~ SHAPLEIGHS MVETY- ONE Years OF HONORABLE SERVICE~19 54 
~\ is 
,% Ti °) 2m Rolet aa 


we » 


CARRY 


A WELL-BALANCED 
STOCK OF THE ENTIRE 
RANGE REQUIRED, FROM 
: y MODERN SKYSCRAPERS 
— 4 TO THE ORDINARY TOWN JOB 


DESIGN 

















LA VILLE 
8] SITE1 | 





eo NEW — MODERN EXECUTED IN 
UP TO THE WROUGHT 
MINUTE — HAVE METAL, BRASS 
NIGHT EYE APPEAL AND STEEL slele) - BS a a 
LATCHES K 
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WE AR ASK OUR 
CONTINUALLY SALESMAN 
ADDING sfom.) 510) Mm 1e)8 
NEW PATTERNS ot) ae)” \2eals LA VILLE 
AND IDEAS Bini DESIGN 


INSIDE \—  s DS)3 
LOCK SETS \ QUR SERVICE DEPARTMENT IS 4 SOCK SETS 


ALWAYS AT YOUR SERVICE. 


? Wa melt) 8340300) 401 
: YOUR ESTIMATES, ALSO 
SOLVE THE VARIOUS 
PROBLEMS WHICH 
FREQUENTLY 
ARISE. 


*: 












































LA MONA DESIGN , LA VERNE DESIGN 











“DIAMOND EDGE 1S_A QUALITY PLEDGE” 


"*Shapleigh National Series No. 1793 
HARDWARE 














